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] 
] 
' E, the manufacturers of Frantz 
] Guaranteed Builders’ Hardware, 
| do hereby challenge hardware dealers not 
; . j 
acquainted with our goods to compare any 
; item, the carton of which bears a bright 
red label and the prominent Frantz trade- | 
Frantz Products mark, with a similar item now on their , 
Hinges shelves, and prove conclusively to them- : 
Screen Door Sets en . 
i selves by a critical comparison of the . 
Sash Locks 
eg BS pu workmanship, quality of steel, finish, meth- 
Sash Lifts q 
Suging-Folding od of packing, attractiveness, strength, 
Around-the-corner aa . . 4 
I swinging Garage originality, etc, of that item, that the name 
‘Ixtures 
7ara i 7 
] Garage Butts Frantz stands for the best. ) 
Chain Bolts. 
| bose i ] 
Barn Door Hangers . 
1 Barn Door Tracks | 
Gable Door Fixtures 
Door Pulls 
) coo ies 


Safety Hasps 

Door Latches 

Strap and Tee Hinges 
] Stay Rollers 

Floor Guides 

Corner Irons 








Frantz Mfg. Co. 


Sterling, Iil. © F. M. Co. 1925 





Distinguish the HARDWARE by the Label 
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A Good Idea 


from Massachusetts 


How one clever merchant 


is selling more PYREX 


5 ads a little question is boosting PYREX 
sales for this. Massachusetts merchant— 
a question he has his clerks ask every cus- 
tomer after every sale. 


Here’s the question: Don’t vou need a tew 
q : 


more PYREX dishesr 


Here’s the result: PYREX sales are jumping 
by leaps and bounds. The question makes a 
substantial number of women remember that 


they do need more PYREX. 


It is worth trying! 


PYREX SALES DIVISION, CORNING GLASS WORKS 
CORNING, NEW YORK 


Originators and Patentees of Oven Glassware 














HARDWARE AGE August 6, 1925 





IT IS SERVICE 
THAT COUNTS 


When you sell a product that 
gives long, lasting service you 
have gained the good will of 
your customers. 


We strive to make PEXTO 
Tools so that they will give 
real service to the user, thereby 
not only gaining good will for 
ourselves, but for the merchant 
who sells PEXTO products. 


fil 0 Write for No, 20 catalogue. 
) 


Mechanics Hand ‘Tools 


2 
and 
Builders’ Hardware 
The Peck, Stow & Wilcox Co. 


Southington, Conn., U. S. A. 
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strer SAWS 
‘Established 1857” it 


The Year This Company Was Estab- 
lished, 68 Years Ago, Establishes 
More Than the Year 








The older the business the greater the pride, mensshie, Venn, 
especially when it has been built up day by day, 7 
month by month, and vear after vear by the 
right kind of SERVICE. 

A business GROWS only as it SERVES. there- 
fore our 68 years of SUCCESSFUL BUSI- 
NESS is a reflection of SERVICE and QUAL- 
ITY products. 













2 AT KING & ay od 


Manufacturing and distribution problems have notin oe 
been successfully solved in our cumulative ex- 
perience of 68 years. Over a half century ago 
“SILVER STEEL” was discovered, and over 
40 years ago we opened our first branch supply 
depot at Memphis, Tenn. Four vears later an- 
other was opened at Minneapolis: then one at 
Chattanooga (now at Atlanta), and at short in- 
tervals others were added and established in the 
strategic centers of distribution throughout 
America, thus we can serve vou promptly with 





Atlanta, Ga. 


A Perfect Saw for Every Purpose 


Not only have we been pioneers with our system 
es i : | of branch supply depots, but years ago we began 
Seattle, Wash. Vanceuver, B. C. making Machine Knives under the Atkins name 
in Lancaster, N. Y., and in 1909 we opened a 
Canadian Saw Factory at Hamilton, Ontario. 











For Prompt, Satisfactory Service 
and All It Implies, You'll Find 


ATKINS ALWAYS AHEAD 








Portland, Ore. 





oer ec ares 6 FO. 











Canadian Factory, Sherman Avenue, 
Hamilton, Ont., Canada. 


Machine Knife Factory, 
Lancaster, N. Y. 


Home Office and Factory 
402 S. Illinois St., Indianapolis, Indiana 
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It’s the “long button” that’s interesting 
toolmakers now 


Typically Brown & Sharpe in its ingenuity, is 
the long button which conveniently projects be- 
yond a short button, making easy the use of an in- 
dicator point or spindle. This readily permits the 
location of holes very close together. Your tool- 
making customers “get the idea” at a glance. Such 
advantageous features in Brown & Sharpe Tools 
are selling points for the dealer and assure satis- 
faction to his customers. 


Youll find many new features among the 2000 
Brown and Sharpe Tools listed in Catalog No. 29. 
Send for your copy today. 


Brown & Sharpe Mfg. Co. 
Providence, R.I., U.S.A. 


There’s a genuine Satisfaction in selling: 
Brown & SHARPE Tools 
—you are associated with the best 


ROWN §7 GHARPE 


“Standard of the Mechanical World”’ | 











B 
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OU will find that the capacities of many washers are now listed in 

4 terms of “pounds per hour,” an excellent measure of speed and one that 

applies fairly to all types. For your own satisfaction, try out the “pounds 

per hour’ test on the largest and speediest single tub washer that you 

can find; then with the same test prove for yourself the fact that you 
can actually double that washing speed by using the 


=XTER Double Tub 


HAT is the feature of the Dexter Double 
Tub that has made it so highly profit- 
able for the dealers who handle it—its tre- 
mendous speed in turning out the family 
washing. Its two large capacity tubs, each 
equipped with complete washing gearing, 














A practical demonstration of the Dexter 
Double Tub is the most convincing washer 
sales argument that has ever been devel- 
oped—an argument that throws most of 
the cut-and-dried washer selling meth- 








actually ‘“‘cut washing time in two.”’ 


In addition to that its efficient agitation 
reduces the washing time normally required 
for each lot of clothes from 10 or 15 min- 
utes to a scant 5 minutes or less, 


ods into the discard. 


You can sell the Dexter Double Tub with 
less effort and with greater profit. Write 
for details of our liberal dealer proposition. 


WAREHOUSES AT 
Peoria, Columbus, Harrisburg, and Utica 


The Dexter Company, Fairfield, Iowa 
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Tighten Your Grip‘on the 


Trade in Jour Locality 


Turn them into Stroné Pullers 


for You — 7 


Nuts and bolts are not the only things that need 
tightening. If you would enjoy a steady 
‘stay sold’ patronage “tighten your grip’ 
on your trade—Ihere are many so-called 
“Cranks for good tools’ everywhere éf : 
who gladly pay for a Superior 4 a 
wrench; others want “The very MOE? 
best’ at a moderate price. Satis- 
fy all with Williams’ “W & 

B" Screw Wrenches — 
Knife Handle and Agri- 
cultural—and ‘‘tight- 
en your grip on the 
trade.” Litera- 


ture 2 


eerie” 















“W & B”’-KNIFE HANDLE WRENCH 


One of the most widely known and highly 
salable tools on the market. The head and bar 
are drop-forged in one piece. Its extra heavy 
jaws are case-hardened—fitted with easy-acting, 
solid steel screw. 7 Sizes, 6 to 2 


eum 0 





“W & B’-AGRICULTURAL WRENCH 


Designed to meet the demand for a good tool 
at moderate price, it should not be confused with 
the cheap upset wrench of unreliable type. Head 
and bar drop-forged in one piece, easy-acting, solid 
steel screw, seasoned hardwood handle. 5 Sizes, 
6 to 15”. 


J. H. WILLIAMS & CO. 


, , “The Wrench People” 
’ "ang New York BUFFALO Chicago 
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HERE’S THE 








ike To Use/ 


The Five Points of Superiority in a Velchek 


They L 


\We have proved it by the tremendous re- 


sponse our trade paper advertising has Bricklayers’ Hammer. 
brought forth. ‘The demand has been just 

what we expected. ] Chisel end thin and sharp, four sharp 
You can take advantage of this demand to spalling edges on face—all ready to 
vet your share of this business. This 1s use. 

practically a new line, catering to the tens 

of thousands of masons and bricklayers in a 

the country. Before the first Velchek ys Special wooden wedge.  [Tlandle can 

; be dritted out without injury. 


Bricklavers’ [lammer appeared the expe- 
rienced artisan had his hammer made_ by 


a blacksmith from his own design. The Proper wrist radius prevents — strain- 
Velchek Hammer is made by expert tool- od war the hand 

makers from the designs and suggestions of a eet 

practical bricklavers. . | ; 

7 . . Balanced right. Wall) not wobble in 
The Velchek Bricklayers’ Hammer is made 4 the hand. 


of the best quality tool steel, drop forged. 
The advanced Velchek process under which 


it is manufactured enables us to produce 45 Handle is second-growth hickory. It 
this good tool to sell at $1.00. fits the grip. 


THE VLCHEK TOOL COMPANY 
CLEVELAND, OHIO 


FASY TO SAY VELCHEK 


VLCHEK TOOLS 


MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL KITS 
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Fine Forged Tools. 








We stamp the word “Quikwerk”’ 
on a tool as evidence of what the 
user may expect from it. The 
merchant writes the word “Quik- 
werk” on his jobber order—for the 
same reason. 





Write for Complete Catalog 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 


Sledges Picks Mattocks Bars 
Blacksmiths’ Tools Chisels Hoes 


Tongs Hammers 
Woodchoppers’ Tools 
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Crescent - Ground 
Cross-Cut Saws 


Steel, edge-holding qualities | 
and ease of operating are 4 
reasons why Simonds £ i is 
Crescent-GroundCross- y i 
Cut Saws lead the I, “§ 
world. As adealer's 47 
proposition there 
is none that com- 
pares with it. 
To meet the 


popular 


demand Quick 
Cc 
Carr 
phi ag Turnover— 
More Profit 
— for You 
- 


your , 
jobber , 
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ESTABLISHED 1832 


FITCHBURG, MASS. 
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The finest 
steel, specially 
treated, rugged 
construction and con- 
scientious workmanship 

all combine to make this an 
exceptionally long life wrench. 
Compare it, point by point, with 
any other pipe Wrench and your 
conclusions will favor the “MORCO.” 
Once sold a ‘‘MORCO"” stays sold. 


PIPE WRENCH 





MOORE DROP FORGING CO. 
Springfield, Mass., U. S. A. 


New York Office Chicago Office London Office Paris Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E.C. 18 Rue Corbeau 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. 


Special attention is directed to WICKWIRE | 
BROTHERS Poultry Netting and Fencing made in | 
three styles: Hexagon, Graduated and “W.-W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 


a. ie 
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WUnnnninntiity 
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YOU can get your share of this prof- 
itable business by pushing Sargent 
Cylinder Padlocks. Show them to 
your motorist customers. Display 
them in your windows and at your 
counters. Point out that here is 
the most practical and inexpensive 
kind of theft insurance and that it 
needs no renewal. You can call at- 
tention to the fact that Sargent 
Cylinder Padlocks give the same 
protection as the Sargent Cylinder 
Locks on the entrance doors of 
homes. Twisting or prying cannot 
open them, These are the padlocks 


The automobile 
has developed a 
great field for 
better padlocks 


Spare tires, tool boxes, 
garage doors 
must have them 





which motorists want and will buy. 

Sargent Subcylinder Padlocks are 
lower priced, yet remarkably strong 
and dependable for use on cellar 
doors and windows, tool-houses, 
closets and chests of valuables. To 
help you sell more padlocks, a steel 
display panel (No. 501) is furnished 
with assortment of twelve popular 
Sargent Padlocks. Order “501” to- 


day. Interesting folders for mail- 
ing and counter use are furnished 
free. 


Our Co-operative Advertis- 
ing Service Booklet will also be 


sent you upon request, 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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American Screv Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL.. 
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‘We Must Not Forget Lanterns, Jack!”’ 


ANY campers, hikers and vacationists in your neighborhood 
are outfitting for country, seashore and wilderness places. They 
need new Dietz Lanterns. 
Don't let them forget to buy from you! 
A window display of Dietz Lanterns right now is the kind of timely 
reminder that makes profitable sales. 
If you do not have the Dietz attractive window display, send for it 
without delay. It will boost your summer business in lanterns. 
With it we send complete instructions showing several ways to 
trim for best results. 


R. E. DIETZ COMPANY NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


LLL TT LE ITE IOS RT et cence ommenanapen. eer: 
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R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without charge One Dietz Window Display 
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The Mark of 
a Good 


Mower | 


1926 Prices on Pennsylvania 
Quality Lawn Mowers 


Prices on PENNSYLVANIA 
Quality Lawn Mowers for the 1926 
season have been issued and are the 
same as for the past season, except on 
Low Wheel PENNSYLVANIA 
Standard and Junior Mowers, which 
are advanced about 7% per cent. 


We have discontinued making 
PENNSYLVANIA STANDARD 
sizes 12 and 18. 











Quality 
LAWN MOWERS 
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GUARANTEED 2/2¢/nsulafed 


American, Royal, Antony, Nationa 
and U.S. Fences 4 


The test of time in service on the farm is the only 
true test by which good fence can be measured. 
Knowing the extra long lasting qualities of American 
Royal Anthony National and U.S. Fences, we give this 


Guarantee of Service 


—that the fence will give the equal of or longer service than any 
other fence made of equal size wires and used under the same 
conditions. Any buyer who shows that it fails to do so will upon 
presentation of the written guarantee, be supplied with an equal 


amount of new fence free. 
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Our fences have always been the We control every process from se- 
highest quality fences that the most lection of ore to the finished product. 
progressive methods of manufacture We know what our fences are and 
could produce. Improvements con- stand back of them with this un- A 
stantly are added as discovered, to qualified guarantee based upon our 
make it last longer and give better past record of more than 25 years for : | ) 
service. producing QUALITY PRODUCTS. : A 
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Ban M@f—formerly named Arrow 
R.R. Rail *steew Posts 


Are not ordinary T-steel posts. They are/ \ 
built like a railroad rail—the strongest form# 
of fence post construction known. 


DEALERS: Write for our special selling 4 ( 


plan and literature. oo  ©— J) & 


AMERICAN STEEL & WIRE COMPANY | 


Chicago, New York, Boston, Dallas, Birmingham, Denver, Salt Lake City 
U. S. Steel Products Co., San Francisco, Los Angeles, Portland, Seattle 
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Cow Ties That Stand 
The Gaff 


Experience has taught farmers and dairymen that rope is fine 
in its place, but not in cow ties. They have learned that 
cheap and lasting service can only be obtained with weldless 
chain cow ties. 

The constant wear and tear of jerking, pulling and rubbing 
that a cow tie is subjected to soon frays and breaks rope. 


Bulldog Pattern cow ties known for years to farmers, are 
made of the best, strong, wear resisting weldless chain. Mal- 
leable rings and snaps make them more convenient to use. 
They are cleaner and more sanitary around dairies too. 

Ask your jobber about Bulldog Pattern Cow Ties—he car- 
ries them. 


Sell More Chain—lIt’s Profitable 
Sas CHAN) PQOVUSTS SY 


Established 1886 Cleveland, Ohio 
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A HODELL CHAIN 
FOR EVERY PURPOSE 





PUMP CHAIN 


Furnished in two sizes, 
Nos. 5 and 6. Hot gal- 
vanized. 
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FURNACE CHAIN 
Hodell Furnace chains 





made in Hodell, Cepeco 
and Bulldog pattern. 





TIE OUT CHAINS 


Made in 20, 30 and 40 feet 
lengths, — every 10 
eet. 











GARAGE REPAIRS 


Hodell chain is best for 


repairs about garage and 
home. 





“STOP WASTE KEG” 
“Stop Waste Keg’ keeps 
chain bright, clean and 
free, and saves space. 
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From the Resolutions passed at the 
26th Congress of the N. R. H. A. 


we quote the following: 





beter approving the constructive 
work of the Rubber Association of 
America in developing favorable senti- 
ment for the adoption of %-inch garden 
hose as standard, we recommend that 
members give practical support to this 
effort in the interest of waste elimination 
by confining their purchases so far as 
possible to the specified size and by 
explaining the advantages of such stand: 
ardization to their customers who may 
lack information.” 








< 


MECHANICAL RUBBER GOODS MFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. New York Belting & Packing Co. | 

Boston Woven Hose & Rubber Co. Goodyear Tire & Rubber Company Pioneer Rubber Mills | 

Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. Quaker City Rubber Company 

Combination Rubber Mfg. Co. Hewitt Rubber Company Thermoid Rubber Company 

Electric Hose & Rubber Co. Home Rubber Company United States Rubber Company 

Empire Tire & Rubber Corp. Mercer Rubber Company Voorhees Rubber Mfg. Co. 
Murray Rubber Company 
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(Wheeling 


GORRUGATING COMPANY 


cs 
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Household Products 
Ash Cans Garbage Cans 
Coal Hods Oil Cans 
Drip Pans Roasters 
Fire Shovels Rubbish Burners 
Frying Pans Stove Pipe 


Tubs and Pails 








More Than Good Profit in Every Sale 


In every detail, Wheeling Household Products : 
are carefully designed and manufactured to deliver i 
highly satisfactory service. They are constantly : 
growing in popular demand because they conform 
not only to our own high manufacturing standards 
but also to the expectations of the dealer and every 
eventual user, who depends upon the dealer for 


these products. 


Put Your Needs up to Wheeling 
New York Chicago Philadelphia St. Louis Kansas City Richmond Chattanooga Minneapolis | 


Wheelin 


WHEELING CORRUGATING CO., Wheeling, W. Va. 
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DOGGONE IT / 
— the pA \ Dune 


TRADE MARK REG. 


It’s a Plain Trail 
That Leads Direct 


to Your Store— 





Outwears 


Best Leather 
2 to l 


‘*net” 
cirect. 


TRADE MARK REG. 


Half Soles—Heels—Strips 








i > wins friends in a walk! 


Panco comes in attractive cartons, ready to put on. 
Black or tan—for men, women and children. 
to put on—hard to wear out. 
able item—with a quick turnover—and a substantial 
on every sale. 


PANCO RUBBER CO., Chelsea, Mass. 


If you are profit-wise, you'll heed 
this “pointer” — and stock this 
longer-wearing, more comfortable 
sole for your customers. It sells 
because it’s advertised from coast 

to coast. It repeats because it 


> 
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Easy 
You'll find it a profit- 


Order from your jobber—or 
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Hartford’s Ideal Position 
in the Tire Business 


HERE is scarcely a hardware dealer in 
the country today who has not heard of 
the exceptional quality of Hartford Tires. 


That reputation has been an established 
fact in the trade for over a quarter of a 
century. 

There is another reputation enjoyed by 
Hartford Tires, particularly among the 
hardware dealers who sell them. 

It is indicated in the profits which are 
shown on the books of these dealers 
each year. 

Hartford Tires are profitable because 
Hartford has taken the high cost out of 
distribution. 

Hartford quality has won the confidence 
of the greatest hardware jobbersin America. 
In every section of the United States these 


leading distributors handle Hartford Tires. 


With such a system of distribution, 
Hartford Tires are placed on the hardware 
dealer’s shelves at a considerable saving. 

This, of course, works decidedly to the 
dealer’s advantage. 

His resale prices compare favorably with 
any, and his profits are satisfactory. His 
business grows. 

There is a Hartford Tire to meet every 
requirement of the car owner. 

Write us for the name of the nearest 
Hartford jobber—the first step in bigger 
profits for your tire department. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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Hartford ““H”’ Tread 
Clincher Cords * 


<i 


Hartford Heavy 
Service Cords 


Hartford Cords 
(Full Pressure) 


Hartford Balloons and 


Balloon-Type Cords 





HARTFORD TIRES 
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MILLERS FALLS 


BALLOON TIRE JACK 
No.130. 


New—simple—strong—safe 
There’s a big market for it 


HERE had to be a new jack for balloon 
tires. No. 130 is the Millers Falls idea of 
what that jack ought to be. It slips under an 
axle 634" off the ground, with a 10!4" lift. 
Two-ton capacity, enough for any car—yet a 
woman ot child can operate it. The long ex- 
tension handle makes 
its use clean and easy. 


The price is right for eo 7 


a big sale. So is the 
quality. | 
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This is Jack 
No. 130 


Specifications: 
Steel screws Auto Jack 
Housing and gears malleable iron No. 145 
All working parts enclosed —dirt-proof for regular tires 
' Extensible handle (Shown below) 







Black enameled base 
Minimum height—6*<” 
Maximum lift—10%” 
Capacity—2 ton 

Weight with handle—10* lb. 


Diameter of base—5” 


A mighty good jack 
—and a steady seller. 
With this and No. 130 
you’re stocked for 
every auto jack re- 
quirement. Don’t for- 
get MillersFalls Truck 
Jacks, No. 160 and 165. 


Our attractive new Jack folder will help you 
sell Millers Falls Jacks. Send for a supply. 


MILLERS FALLS COMPANY 





° Exclusiv 
Millers Falls, Mass. Millers Falls 

28 Warren St. 9 So. Clinton St. features: 
New York Chicago Quick release 


evice 


Adjustable 
se 


MILLERS FALLS 
TOOLS 


eure 





August 6, 1925 HARDWARE AGE 25 








STANDARD TRUCK BODIES 


Ford One Ton Truck Chassis with Standard 
Ford Stake Body and all steel closed cab. Sub- 
| 4h is stantial construction, ample loading space. Racks 
| e ry may be removed to provide a flat platform. 








; , fo 
4 


$ Price 
Complete 
f.o.b. Detroit 


Quality, volume, and standardization — funda- 
mentals which have brought success in Ford 
manufacture —are carried out in the production 
of Ford truck bodies. 


These bodies are scientifically designed and well 
constructed. They offer the maximum carrying 
space consistent with one ton trucks. The trucks, 
equipped with standard bodies, may be purchased 
as complete units, or the bodies may be bought 
separately to replace other bodies in service that 


are inadequate. 





Sold by Authorized Ford Dealers 


All prices f. o. 6. Detroit 


Ford fotorG 


Detroit 


Transportation and Service Combined 





26 


ae oe ee 
— 


Another Disston Achievement 
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for the User of Saws 


Disston has a new saw. 


A saw that is sensational in 
its improvements. 


The new Disston D-18 Saw 
has a new kind of handle—the 
Disstonite Handle. 


This new handle combines 
many advantages. 


It is hard, tough, and strong. 
Knocks and falls about the job 
do not harm it. It is practically 
unbreakable. 


The Disstonite Handle cannot 
shrink. And every screw is 
lock-washered—the blade is al- 
ways tight. 


Disston saw makers formed 
the Disstonite Handle to fit the 
hand . . . shaped it to give 
greatest power to the arm. 


The blade is tempered, 
ground, set and filed by special 
Disston methods which . have 
given satisfaction for 85 vears. 


Here is an opportunity for 
you. 


These features of the new D- 
18 Saw will appeal to every user 
of saws. 

Stock this new Disston Saw. 
Put it where your customers can 
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The Disstonite Handle will See it and handle it. It has all 
not warp, crack or check. Heat, the strength of the Disston 


cold, or moisture have no effect name, plus the greatest saw im- 
upon it. provement in fifty years. 






Henry Disston & Sons, Inc., Philadelphia, U. S. A. 
Makers of ‘‘The Saw Most Carpenters Use’’ 





Note these features: 


Your jobber has the D-18 in the fol- 


1. The Disstonite Handle is practically 
lowing lengths and points: 


unbreakable. 
2. It cannot warp, crack or check. Cross-cut Points 
3. It is always tight on the blade. 26 6-7-8-9-10-11 
4. The Disstonite Handle is scientifically Rip Points 
fitted to the hand. 26 5-5%-6 
5. It is not affected by water or oil. The D-18 is packed in individual 


Consumer price—$4.50 each. 


6. It has a beautiful, permanent finish. boxes. 


DISS 


SAWS TOOLS FILES KNIVES STEEL 





“The Saw Most 
Carpenters Use’’ 
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“HARDWARE AGE is more pleas- 
ing to me to read than any other 


Ht 
1 
| i Take the Monkey Out of Business 29 mane 
|| ° paper or magazine. 
i . John H. Adams, 
i} | y= "' ‘ S @ , lps i ; : f 
Hi White Elephants or Profits. By Charles P. Catlin 30 Gueteninen, 
HH ; | 
i Kaynor Attains His Ideal Store 32 “The office would not be com- 
Ht plete without HARDWARE AGE.”’ 
} The Man Behind the Counter 35 Rome Mfg. Co., 
HW Rome, N. Y. 
Nit Making 3 Trucks Do the Work of 5 36 
| “HARDWARE AGE contains. the 


| A New Store Every Month 39 best merchandising. advice that 
| . money can buy. If the subscrip- 


tion price were $10, it would still be 

















| The Complete Roman Alphabet. By Joseph Bertram mitt » 

| money well spent. 
I} Jowitt 4] (Signed) E. R. Sauermilch & Co., 
Ht A Selling Drama. By Saunders Norvell 43 icanmeaadiane 
ii : : ; : “T cannot see how any hardware 
Hl Washington Information. By W. L. Crounse 46 retailer can do without HAaRpwarr 
| : : _ AGE. My subscription saved me 

| iH Current News of the Trade 48 $30 on one bill of goods. The price 

i service is of great value.” 
| General Market Information 92 (Signed) H.C. Mell, 


Farmington, Mo. 
What’s Wrong with the Cutlery Business? By John 


ik | Cassin 15 
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Yo ; 
o you feel shot to pieces 


with Broadsides? 


Santa Claus will return. The sun will come out. 

Perhaps your sense of humor insists on bob- 
bing up during office hours. Perhaps you like 
music with your meals and a smile with your busi- 
ness facts. Perhaps you get tired of reading how 
the manufacturer would do it if he were in your 
shoes. But he isn’t—and you’d like to laugh 
if you weren’t mad. 

Let off your steam by sending 
the coupon. FoURTHOUGHTS is 
good for a laugh, for a cry and 
for an idea or two. It’s four 














1)’ ) YOU feel at odds with the postman around 
the first of the month? Do you wade through 
: ream of spoiled paper and envelopes hoping to 
find a bright spot—and never find it? Do you get 
tired of this bill-a-fare and long for something 
with a little pepper and salt in it?—And maybe 
a dash of paprika? 

If that’s your status, beware! You have mail- 
nutrition. You need a change of 
diet. You need a dose of Four- 
THOUGHTS once a month. 

Mavbe you feel shot to pieces 





REMARKS 





with broadsides. Maybe you 
have been run ragged catching 
jumbos. Maybe your cup of sor- 
row is running over with pro- 
spectuses and trade folders. If 
vou are drowning in a sea of 
how - to - make - money - by - 
stocking - this - and - that— 
don’t give up! There’s aid and 
relief right around the corner. 
Send the $.0.S. Coupon and 
FOURTHOUGHTS will brighten 
your desk once a month. When 
vou get this private publication 
for hardware men your faith in 





eu 


you re not the bo: Ss. vel, and \ 


FOURTHOUGHTS on his desk. Then ask for that 


ce NeY ln. 
als ¢ next Udy. 





from Satisfied READERS 


The only objection we have so far to 
FourTHOUGHTS is that it does not 
come daily.—Norman Suarp, Crum- 
ley-Sharp Hardware Co., Atlanta, Ga. 


Enjoy FourtTHovuGnts very much.— 
Prerce Harpware Co., Taunton, 
Mass. 


The only fault I could find with it iss 
that it is so darn interesting that I 
am inclined to neglect other work in 
order to give it a once-over as soon as 
it arrives. But make it longer, Bo, 
make it longer. The bills, statements, 
duns, complaints, etc., can wait, for I 
must read FourtuouGnts first, by 
Gosh.—R. C. Wenck, Kline & Co., 
Williamsport, Pa. 








Brefbuce 


feel the Address 


Old Boy is getting grouchy, drop your copy of 








Editor, Four THOUGHTS 
c/o McKinney Mec. Co., Pittsburgh, Pa. 


“My mail has been flat as a pancake. 
Put me on the list for a little seasoning.’ 


typewritten pages long and is 
read when you ought to be do- 
ing something else. It costs 
nothing because that would 
spoil it. It comes in a small en- 
velope with four owls on it that 
give you the wink. Its subscrip- 
tion list is confined to men and 
women who insist on making all 
or part of their livelihood in the 
hardware business. 

If you don’t mind laughing at 
yourself now and then, put your 
name on the subscription list 
and hold your breath. 
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TAKE THE MONKEY OUT 
OF BUSINESS | 


UST at present the monkey is very much in the limelight. The Scopes trial has 
established his place in history. Cartoonists and newspaper writers have vied with 
each other in whetting the public appetite for sensationalism. For a time, at least, 

the monkey has successfully crowded the murders, divorce cases and news items off the first 


page of the newspapers. 


NY. Ree es 
ea! 
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But, as business men, we are not so much interested in the monkey himself as we are 


in his name. 
In the word monkey we find the key to a great many of our business troubles. 


Business has too long been the football of politics. Enterprise, developed by private 
capital and initiative, is today being seriously hampered by legislators. Politicians, often 
with no knowledge of business and with no adequate conception of its requirements, have 
continuously attempted to regulate and control its mechanism. 


Business is a vast, complicated, delicately adjusted machine, the gears of which must 
mesh perfectly. When any one part is slowed up, or thrown out of adjustment, through 
governmental interference, red tape or the desire for political aggrandizement, the country, 
as well as business itself, must suffer. 


Take the monkey out of business. 
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hite Elephants 


By Charles P. Catlin 


sé EEPING white elephants from eating 
up profits,” I answered. 

One of my good friends in the hard- 
ware business and I were discussing various 
phases of merchandising a short time ago, and 
he had asked me what, in my opinion, is the 
most vital question pertaining to hardware 
merchandising. 

“How can I reduce my stock of seasonable 
lines to a minimum at the close of the season ?” 
I continued, “The carrying over of seasonable 
lines represents a big investment and a mighty 
expensive one. ‘White elephants,’ I call them 
—and, believe me, they’re mammoth jumbos.”’ 

“Well, Catlin,” he said. “I’ve got a number 
of ’em in my store—and they’re not pets of 
mine. I'll tell you. But how can I get rid of 
"em 2 

“The only thing I have to suegest,’’ I an- 
swered, “is that you stage a mid-season sale 
covering the lines of seasonable merchandise 
you want to get rid of before it is too late—he- 
fore the season closes. ‘Tempus fugit,’ as the 
old Latins said—Time flies. A merchant must 
keep on his toes not to have time outstrip him. 
Keep a watch on the season—or, better, an 
alarm clock, so you will not be caught napping. 

“Right now is the best time, in my iudgment, 
to put on a mid-season selling campaign cover- 
ing spring and summer goods, such as screen 
doors, window screens and accessories; lawn 
mowers, grass catchers, lawn rakes, lawn 
sprinklers, garden hose, ete. Bulk goods of this 
character run into money. They also require 





considerable warehouse space. You want to 


move them, don’t you?” 

“Of course!” 

“Well, then, why not make a list of all of the 
seasonable items you have in stock that you 
want to turn into working capital? Get these 
items out and display them in your windows 
for a week. 

“Make the white elephants lead your sales 
parade. A store, like a circus, must parade its 
stock to succeed. The store windows and main 
aisles are the parade ground. If the merchant 
arranges an attractive parade of seasonable, 
unified lines, his stock will be like circus acro- 
bats: Turn over frequently and easily. 

“At the same time run two or three local 
newspaper advertisements announcing a big 
mid-season sale. Send out circular letters to 
your townspeople and rural trade calling their 
attention to the fact you have on display sea- 
sonable merchandise to meet their immediate 
needs. 

“Write to them about these lines: 

“<*Come in and see the many useful things we 
now have on display for your inspection. We are 
offering many seasonable lines at a special dis- 
count. It will be worth your time and a lot 
more to see and purchase the things you need 

“*We suggest for your particular attention 
wire screens and wire cloths to repair your win- 
dow screens and screen doors, door pulls, spring 
hinges, high-grass, keen-cutting, easy-running 
lawn mowers, grass catchers, garden hose and 
lawn sprinkler—time and labor saving devices 
that will help you keep your lawn and home gar- 
den beautiful.’ 











August. 6, 1925 


“Place a good-sized price tag, giving your 
regular price, on each item in your window. 
When a customer comes into your store call his 
attention to the items you have on display cov- 
ering seasonable lines, and say: ‘We are of- 
— these goods now at a special discount for 
cash.’ ” 

“What about charge accounts?” 

“Charge accounts, I think, should pay reg- 
ular price in sales of this character. The sole 
purpose of these sales is to get the money—to 
put cash into the cash register. This will en- 
able you to reinvest your money in seasonable 
lines for the fall, take your cash discounts and 
make additional profits without putting addi- 
tional money into the business. Also you save 
the interest-carrying charges, insurance, ware- 
house space and depreciation on carryovers. 

“This saving will more than make up the re- 
duction in cash sale prices you take during 
vour mid-season sale period. In fact, it will 
make it up many times over and prove to you 
beyond the question of a doubt the soundness 
of this merchandising suggestion. 

“There is nothing really new about this 
method of keeping your store from being a 
loafing place for white elephants. It is the sys- 
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tem adopted by the best merchandisers in 
America today. 

“The old astrologists and necromancers 
sought wearily and vainly for a way of turn- 
ing base metal into gold. Here it is for you to 
profit by! For this system has changed nickels 
into gold. It has made pushcarts grow into 
retail establishments covering entire city blocks 
and from three to twenty stories in height. It 
has made the men who started their careers 
behind these pushcarts become merchant 
princes. 

“Modern merchandising is the magician’: 
wand that can turn carryovers into turnovers, 
white elephants into lead horses and dull days 
into profits. This wand is yours for the using. 

“If you want your sales book and your bank 
book to be fat, take a leaf from the book of the 
most successful merchants today. The best 
leaf is that on which is written in letters of 
gold: ‘DISPLAY AND PUSH SEASONA- 
BLE, UNIFIED LINES. THUS DOING 
AWAY WITH CARRYOVER"’ 

“Turn carryover into turnover—harness the 
white elephants to your cash register—and 
they’ll stop eating out of it and start to pile 
money into it.” 








A Clever Cutlery Display 


You will find inspiration for your cutlery dis- 
plays in this fixture which has heen used with 
a great deal of success by M. Silverman of 
New York City. It will be noted that the display 
board inside the glass case is hexagonal in shape, 
thus affording a view of the merchandise dis- 
played on it from all sides. Why not try some- 
thing like this? 
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OST of us have at some time or another 
indulged in “day dreams” in which we 
imagined ourselves surrounded by ideal 

conditions or attaining some great achieve- 
ment. Unfortunately these day dreams sel- 
dom come true, although we are told that any- 
thing is possible if we wish hard enough for it. 

Frank W. Kayner, of Chicago, is one of the 
few men who has realized his fondest wishes. 
for during the 21 years of his hardware ex- 
perience he has wished and worked to own an 
ideal hardware store, built and arranged as he 
wanted it, and about the middle of June he 
moved into such a store. Mr. Kayner’s store, 
located at 7425 Cottage Grove Ave., is indeed 
his “castle,” for it combines his place of busi- 
ness and his home under one roof. The build- 
ing itself is an attractive two story brick struc- 
ture, 25 x 90 feet, and the entire second floor 
is occupied by a modern five-room apartment, 
reached by an entirely separate street en- 
trance. 

In the store itself, one is immediately struck 
by the unusual type of show cases, of which 
there are seven. These cases are 6 ft. long, 4™ 
ft. high, 2 ft. wide at the base, with the front 
glass tapering back to a width of 1 ft. at the 
top. The cases stand in front of the wall fixtures 
and are spaced about 3% ft. apart, thus giving 
easy access to the wall displays every 6 feet. 
The cases were made to special order by the 
J. D. Warren Manufacturing Co., Chicago, IIl., 
who also supplied the rest of the equipment. 
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Kayner Attains His Ideal Store 


Mr. Kayner has his: own theory and reason for 
every dimension of the cases. The height, he 
says, is just right for a customer to rest his 
arms on in pointing out his selection of mer- 
chandise in the wall eases, the depth puts every 
article in prominent view and the sloping 
front is just the proper angle to avoid light re- 
flection and at the same time allows the cus- 
tomer to walk at Teast 8 in. closer than to the 
ordinary floor case, thus conserving on aisle 
space. Another point that he makes is that, 
instead of barring the customer from close in- 
spection of goods in the wall cases, the frequent 
wide aisles invite him back where a more con- 
fidential sales talk is possible. 

The wall fixtures on the right hand side of 
the store are stock shelving and cases fitted 
with glass doors and glass covered display 
panels, with open shelving towards the rear 
holding the paint stock. On the opposite side 
of the room there are two sections of glass 
wall case and then open shelving for the 
kitchenware fronted with several low display 
tables for the stock of dishes and glassware. 

One rather unusual feature in the arrange- 
ment of the store is the setting of the wall fix- 
tures on the left hand side out 4% ft. from 
the building walls, thus forming a handy and 
spacious storeroom for surplus stock. Also in 
this space are two stairways leading into the 
basement, which is used for additional storage 
room, one at each end of the building. About 
20 ft. in the rear of the store building and on 
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the alley line is a small building, at present 
used as a garage, but which Mr. Kayler expects 
eventually to occupy as a tin shop. The win- 
dow and door in this garage line up perfectly 
with those in the rear of the store and afford an 
unobstructed view clear to the front door, 
which is an advantage, as Mr. Kayner’s is a 
“‘one-man”’ store. 

The store windows are also the result of 
much planning. The backs are glass divided 
into squares by wide lead strips, forming an 
attractive background for the merchandise 
displays and at the same time allowing plenty 
of outside light into the front of the store. The 
window frames are copper and across the top 
of each window is an exceptionally wide copper 
cornice, the whole giving a sort of a picture 
frame effect around the window displays. On 


ness. 


goods in the cases. 
liness and everything in the store is dusted 
daily, and right now he is experimenting with 
window shades at the back of the store in order 
to get just the proper amount of light without 
any annoying glare. 





the walls at the sides of the windows is mer- 
chandise displayed on panels, built the same 
size as the display door panels in the store, 
so that they are interchangeable with a mini- 
mum of time and effort. 

Mr. Kaynor has some very decided ideas of 
what a small hardware merchant should have 
in his store and how he should manage his busi- 
He does not believe in merchandise dis- 
plays or show cards on top of his show cases, 
feeling that they cheapen and detract from the 


Another hobby is clean- 


How the Retailers of Paris, Me., Celebrated Merchants’ Day 





(South Paris Business Directory! 





wie Pemtere end credit 
aa 


Whee tt wo reralie’d thst ofr) Pert oro bet for the Gret aettied) aoe wecieted morh 
ucaliy =| @anieter 1 64 part for the an of] \ sllage 
doable trenship of teed with ita) "hb minetry 1 64 part for the one] The Gret white 











Marshall eho exth ber bustand lerttiers 


granite balk of oid Sereabad Moan |O™ of Harvald College forever 
fering from the Indian rand g@ireed wo same 


They anteeqeentiy geve a tet of 
treme! Gy Ube Wosdetock ranges! (eed to ibet perenne oho @oold| Rethel fomed shelter ww Lemuel 
beated by Mollparkett. cee might |Derld the Gra mee and grt mill |Jackson’s camp o0 Aogost 9 178) 
- —_—_ —_ — —————— | out) wequwe bow & 0 ubat | That lot whee deeted proved to] eben areking their way to Nehroo 


Ube day 





be oer where a part of Sowth Pare 
Vilage @ Oe lorated 
eetaly ambrenet @ibin tbe paral Town Lote 
, ” 
ierperiy caltet “Towe Leke ofber «amilar townships 
abip Neomher FPoar sed secorp 
—~ | ratio? op Jone 20 278) by the five 


BAFAL BREEDS 
Malttwery 004 Seer et) he 


Th = 


No 4 @ap Gievted vote tote cam 


ou fomeph [Daerela 
ot WMemerhoeet™ a the town of 
Vertes 

The Mamerhesetts Ray Uerern 


LL ® HILLIYo mognins enmmeptery oe tbr 18g? ToL. temines eames of Pier, Ral 


Loone ont Porfing Sckienem of tbe chances is Gree 


img. thet the minister should have Rowker Riclaen Preauce. Cotalel cor bitary 








Berry Redineon Pare 














| Martet “ewe 


The Gret perace who wae killed to 


Une egwtetive Body war oot « pe 
Pare eas Over Hobtard eho hu 


ater Pe se ore grant. ehh ve 
sclted te the rmmmge o 8 bil) by 
Rares B haroee Reh “reer ihe Coan 
@ Apel 72, 1772 wbed atrested 


Waser 18 SPT PROP 
Cilia eed Nowe we @ AlN Riate 
preacbed for s pittaare aod farmer! meet of the tows « ehite oee 
for » living pemed Gece was bilied by the Lo bet) 


First Settierment diane on the banks of 


—E ———= —— 





We Crore eee The Berton “Serre Towesbip Ho 4” « Werk of taod Bee Gloerester to No 4 sod pisna| 08m from Ube tragety 


Py werriag | Sharm fuer 614 qui sere plese oe aitew were mate Pr icireducing et tier: Barly 12 ite bistery Pare pro 
RalPRR BI TT. 
aot peeds i ead ivwnsdip aed deferred al) matters except war | COrty aw L108 comm ive reported 
ho fe (eweg of the hese ced fork aed oo farther oe 
loreted (he Garting Pont of eo cow cerred wm No 4 ong ool tack 
tare Gistamee from Une “Little Aw fare add bie woe in iow. Den Jone) ee 

fre” Wwe the cor | Wie made the first etuer per 
oor eet fe eommitice jehase to feeember 1779 «It 


Pivm eg Bart ears tina’ iog 


bert the rortees Gutrete of Ol house eas Dorit. 


Pioneer Life 





ea OLIPF ORS 
et ee ee 
Feat, Tete eet ‘ger 
Tot 1 a4 parend them. aod on that “burn” | ite 
reseed core ve 17"). mers te eth | costom fer the mee to 
, ‘ @rotrbing cot before them, they | ther famerrs vo 17F2 make a cleering by friting sad, The qe grand 
CAR Biren 











Ow K ER The orivetione of the carly settlers and the tdeeis cur teretethares hed Stup &@ as eorve to tnepire and te guide the present generener 
CBARLES our ~omewenity bat cleewhere ond co the Beuth Parise Merchants Ascocietion presents some of the chiat features of 
Agee tar The Gaed Rewts Meraisery (0 be Daw o® be 0 pleases covtew fer cur cider Qtenta, and © eouree of tncpwanes se the Seve and girte of cur community resulting oo 
Rewer Fart and Sater Works ( mptrarting Grant of the Township eelast mipwter and lay cot 164] other pobhin boridenge ow stand [read to Pertiand Al Greet ut ea 


fret @hite male child bere wo Pari the greed’ day Japoary 1. 1850, 
when the Atisotxe sod “St Lee 
tn theme carts days soon followed [rence pushed ite crode croe rails aw 

and mabed 


erty of the prepnetor of the] Bobhard Riowell, Masim.| that village a the termiesi of 
railroad = That changed the course 


As @e reflect op the changes to 
_ mings Folie Larvey. Tevticbell [that road —Dlased trail. footpath. 
mn andl beidie path. wagon track. and stage 


ow [for (beer services oo (bam ware by mene or «ga ed agen yet | many others of equal worth. to tel mad —we mee it sow, peved with 
Sasespeemas YOM areot+ 4 tend to te wtiied of od a nee we Pp thes foond '@ the early records of reaiieement from Portieag tw ray 
S Resteti (om ww St - J dor erase teteretiag cond: ican thon soe = orp =e apts ewtate boldings hen crushed reek. hard grecel and 
‘ “arm @hile t ertiie tote 
Laed ew shendent. and the tegw The Gret tas agers! the wsfeet/ ot! eortared, ent)! we come to our 
sire body wee generome me cece a pore a Lown was ted 10 1791 god the Bret iee mile stretch of emarrete that 
~ 't e > ' y 

« ® BRETT “~ ma ewienial or ~~ ervrern — themarives Thi ear w a. "a yen oo ~~ eet end prltvent hye 

fas ot Gat Bent doatred th estoed ite fet lie 73 
meets. and t orpeed ts trade 8 P a Reoteo Hobeard Jattab Piereleney by boadrede of travellers 
srery Santdag set Trotting Thos 4 Beppenet thet ebewt 1736). yey olege socom anid 18! OL. town clark. the mame who @as| they ride over the trail from New 
wemercns greets of thw satere cls Ma get wel Gret representative io the Mae |Gloacester tw Townebip Ne 4 10 

vore «© 

were mate ww o- thew sachuerttea Legiistore © 1898 [eeticice that typify the progreee 
wentisota fe thew tihareity the = ate — Den! Stowell eae town trees lof oor race. from saedal w bel 
Ha . memeber Guo cnmretes eeutan l=” 2 & Om TEEN © orer Jobo Deoels war tas fables tipm—rebicinn Bao to be 


eq | Oe MO te evedit of comme SEDO!) ine Selectmen were Isaac Bob] boesed ett Laadiord Tuttle's 00 
fond. bet Eider Jawa Hooper eb! 2, temuri Jackwn. sad Nathes|cient Coacord stage while the peo 
aa Neiann fie shall ride im cooreyaece that 

The Gret darter eho sett’! bere.irap erither o8 ancl steel. of co 

1Cypree Stevens Greed mm 1866 |epent. bot te the ar _ 

Early Buildings’ 
lo 178A. the pear after the fret 
ap te pues Gente whe from os tree fot before the entile lepiiiers came. there ean butit oo 


the river Parts muet Be revondet, by Rand or 
to the “Proprmton of| fe 1774 8 road was aiern! from/brar the falle ebioh take (he icarried too nerk 00 
Nee (Jeoreeter fr milling 

Cateoe were used by al! the fam 
sare of 1900 enree for tbe rivers Let tbe opening of thé Reeolotine | Pied for tte anhool qpetem. and a4] jjien and it us recorded that it was 
eght pears after the Jackane set 
reat ther had @emgnsied bt 06M [tiers arrived before the first tra 


meote of Pare Fill aed m well 
Weown a the Carter hows brer | 
The carly years were flied RD ing Bhe date af tte erection om 
here enmest of S/ reeked paneer enemy they telied trove w ITA. [all the cena! Banded pe of picheer April, 17FS The fist 4th of Joty 
Ik appears to hare heen Ue elebrauict io (retord County of 

cnme aad’ curred of Uhal boone i oo 1788. 


It w else set) thas Jobe Daeiets| bernie the freee Joe first seaaon Reger Devwm m aerd to be the fret 
whet Lbey ae. ee’ oromeedad to feiied trees Pere ef or before 17RO. | The aecoed pear they ret osoed aod thet bore + that bows the Ree 


Early History of Paris, 


ot Pare Gallia trad Maret by the serveveng [om 
party then it herame a footpath 
woman fhe iister on o8 teams beiped to bring 
184 part fer theliiget wo Marne ea Mra Moeelin the goes and chattels of the 
atl) tater # became a]? 
ff ect im fart. bet 
paitable for the crode wagons of 
The days of great pride jc 
were reached ebes the road be 
The Geet ehite woman whe at came the route tor the atage line 


shoulder to 


me 
Tom bem ati) 


Meets sere 


streama. aod such ireab meal a 


found ta way here o8 arcnent of 
the thriving Weet lodve trade wa 


Rot Dy some destined plan thane 
| artiiers made thew way op Lbroagh 


became a «tate, Partie bed a popo 
latron of 18% 

to all the conree of ite history 
there are two msgnificaat deselop 
meets for Para ‘ee war the 
coming of the railroad aiready 
mentioned ; the olber one the in-/ 
cation of the covuety aml. an event 


Io 1896 the Coenty of Ortord 


berlae terniore Parise ear dee 
ignated a the shire Gren. At fret 
tbere @as a mee on foot to ereet 
the county bardings 08 the mdge 
sath of the present eillage of 
South Pare «the Rotster 

fherhom! where neh aod voflueotial | 
wettiers were located aod ehere 


teen of the preneet waal 
Chorch etifce Bot the astute pot 
temas carried he Gag. The Bolid 
wage were erected o@ Pare Hill aod 
‘moetmtely the Hill berame tbe 
center of the couety’s activity 1. 
bumoew and io politica There 
(Mates were 
setiied dupotes adjanted and iis 


Pr vas se 





mether of Vre 


Portiand. aod trom the mother 
state of Masser hoset&, cots) Pars 


i igo ware Man sto 


“———~ mites to Mare Oeert Howse ~ 
Paris’ Roll of Honor 
The privetioas cedured. aod 





Maine 


be enid wrth eque! ferce of 

” he —_ +e to terget the 

our town © carty haters end wmerdente of deve 
wae a 


* Vepaiey te the Home 


, |a!! remember to stand uncovered 


19 words to the 


war formed from York aod Cam jing 


Brinmtone Corner’ ome already 6 A a Se Rofoe K 
pot ot publiy gathering for tbe] ws = “ < 


towanpeope, beng the Great lore loparien W Walton. Sid 
counted out! 


0 of 


grove Thomas fi 


gain os pedurted Talented merelnall Federal A 
tm 


road bad ite govic Board marked w 


South Paris Business Direct 





otete end individsal 
ancter A-h- -F —— S net ently & 
ato reading of 
lor owe 6 leadership end ‘ate 
ence wm the sew State of Maiac 


5 A EBNNEV (™ tac 
Howse Finmh of All Kiods 
Wrodows Doors Moniding Glam 
Rooheg Paper wd Cabinet Work 





aod enabled her to produc, to 
tram. aod to give to the state and 
natioe «8 groop of cobla, patriotic. 
pablic men. » let which every 
Parte boy and girl should khoow 
and chermeh to the confident behet 
thal eo email! tows 1p America has 
eruiee ber same bigher apoe tbe 
scroll of oor sation s history 

Here @ the Paris Rol) of Honor 
a prioted often is the periodicals 
of oor state. aod as we read it. may 


aod pay «4 tribote silently if oot 
memory of count 
lem other soos of Paria who by 
qoret deed of act enkeown. of by 
career +0 history carecorded. hare 


preted iw tbe let where meno 
might ee and hover pay Others 
there ara we hoow soldiers in ais 
ware «aod merchants maoofer 
forers @terutiv@ mosiciamse, ao 
thors: teachers 
yere 


states aed many fine of homans 
endearo: sod jast. bul jostiy Gre 
he mothers the mothers of thew 
al! 

Perepat 
Voce Preentest. Hanes! Nam 
Postmaster (leweral. Horatio 
Kwe 
Comptrotier Albies K Parria 
vs tg Aibioe K Parra 
Teo U S Seaatorn Alben K 


Geeerved to bare thew names too] 


— ooo 


MERTON A MILLETT 
Blacksmith aod Woodworker 





MERRILL 
A Good Mare to Bat 
Market Square 


'N (SWRI 
Baute Rattlers 








i. F PIKE Oe 


*Wthieg aot Farniesheag 


PRRARINS & PEN 


Barter Shop sed Pod Room 


JOHN PIERCE 
Watchemaber t+ erie: ant (tires 





Parr. Sesntees Hamlis 
welve 


ory Per 
ham Reee! Bashborn | elertad bet 


ts ag Se''.van J Rew 


Teo t < Wore ais, Virgii D 
Parria Witham K Krmball 
" Peenw , 
rv 
U S Penson Esamioing Sur 
Rrewo 


¢ Ceoers!. Willem K Kup 
rmy 
StaTe 


Pive Gerernore Afboon K Par 
ra. Boorh Lierote. Basnibal Haw 


~ sqoired 2 prowinest place ro/ iro, Virgi! D Parnes (acting) Sid | 
be pobtical. fnsertal. and mercan [acy Perbam 


Sit Jodges of the bighest coort. 


/ Wal gic ‘Wilhee Wirta 
Vega, S JC Thomas 8 Hae 
hoa Spey G Cate, te 








Teas the “e@ag” Of Unat «corres | ned thot the land oo ebicd be made! pot 10 8 frep of core in the “beret Qeensal 
Tea @e oe chate (hey errkedt Ge mone fhe cleerag proving ant te Piellend ~ aad tenit then cate 1 wom who bevit| evfiersd te Pare ow jerry 
| ore out the 6 14 mile greet agi! | int he eal bw Dette for ao} Widie some of them Proaght ltt peers with tbe wade am 
they Gnaily eecheed & rest tract | iron kettle an item of some value. their errs the seamed asco So gin sppeared im tbe cabie| peoemaryp by thew ragged and fre |*"* Verg:! De Parris, Witham Wire 
overly (ewe a targe ae oer ong | ee doobt ent. when to om coond | more often the eile came opty iodoee = Log beaches sod stonte hye! ite, prodeced men sad women) * Tt" Warwe © fm “ 
- | FRE wall) embod for ered that gurh = kettle them had | New Cloarester thes. aed movediol bean loge tamk the place ofljn Pare eel abie w fooed. moold a A -enatg a rd 
Meorten Fo reecre oot ong Kept ie thw greet the praprieters | te he teagngerttied for @ great om | | ome ree the ther’ seasce @hee | obawe Stone firepterce S allihauieienedaemen 1 oar |dreean Sidney Perham 
| Toi 163 benietd-by (eptein Jambes Poller | tance on the roger’ shoolders of theSumity eas atte to depend on ehere stores aad fornacee siter [border that @any ehar ‘Tetary of “tate Sidery Tee 
core Digetet atthe © fem ii aome pire Th int @bere cor the corn for eastenapre @Peri«focnd ready eeicome lateretiee of the Perittae stock 
; Rreeetive Coveniior Thome 
-_ ie the ter@eehip @)hee eevee pearn lot the tee carly clearnnge wae The Great trarl team New SE rye ead the exeal © biesltrom @hech oer forhears sprong. Crocker 
burt o Dower tor tbe pebble wor |amie eas the tet ehere the (4d ter treverend very mort the ow lafiorded the inggiad mene. eth pes arqewred «8 ow virdity sod Mayor Generali. Leet Hebbard 
et Ont wetite es terest Pra iCeert Hees at Parse fl teh on tenth preaeet State ihe atduiee of Gah trom Se oe oe tater on encored [tate Vita 
a mile, © 7. F —— — ¥ IE = SS c= ————SF 
Peek Lame at A Community Survey of South Paris ‘Village 
= ee Arranged by Gouth Parie Merchants’ Association es « Part of Them C Cortm a5 ht 5 “ Keow Meine” 
pte enteoe «@ Umpe of war | ham & Morrill Compacy brags to lenppty aod saatary « werage aw speuhan eunagentten eae sl tent @et the borme 
rt he matte a sorvey of @e mae Geet tows more * oor rather | ramermenta These are the thrage| (be (ero town renege Pare Trost ‘ vo bel the «dlage aad quneustas 
ae cqoorn of every crip sedime thas sey porely agewetturs!| Met sitrert desirable § crtveepe As the County Seat paag. those rethoml trom Pythian | terrtery W tedewntars teag bave 


1 @lereet @ Gr Smee of Marne 3 The) Five chorcbee well attended atten 
rome of afliresses by ‘eading|the character af cae cstesenshup 


—_ ~ pres, letperte ) eave foee mock to beipised «8 whorl eveter le 
=. i? a 





£ rw 
Poeeers! “Mort s ker ale 


— 


* "trogeue Sooth Pare 








This historical account of the early history of Paris, Me., 


Day, held recently in that city and participated in by local merchants. 
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was a feature of the celebration of Merchants’ 


The advertisements of these 


merchants, it will be noted, appeared on either side of the account of the founding of Paris. 
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school days of your grandfather there was 
a rhyme about 

“T can’t,” said young Edward, “I can’t do 

this sum,” 

And he still said. “I can’t”? until recess 

begun. 

And then, of course, young Edward had to 
stay in during recess and work at said sum, 
while young William, who had said “I will’ 
instead of “I can’t,” went out to play. And 
there is the whole secret of success in any 
work, nut-shelled in the examples of young 
Edward and young William. 

* *K * 


Walking into a hardware store the other day, 
I came into contact with a retail salesman who 
was apparently as willing to listen'to what I 
had to say as he was.anxious to get in his own 
remarks. I like to talk about what I am buy- 
ing and he made quite a hit with me. 

Which reminds me that sometimes a man can 
get a good deal over in the way he listens. 
In the 1290 performances of “Lightnin’ ” Frank 
Bacon contributed almost as much to its suc- 
cess by the way he got his part across when 
listening as by the way he said his lines. 

oe * * 


When I was one of the employees in a store 
I used to think that when you got to be the 
boss, with a roll-top desk and an office, you 
had a cinch. When I got the roll-top desk and 
the office, I found I had left the cinch behind. 
Whatever a cinch may be, it doesn’t go with 
responsibilities. 

You remember the story of the woman who 
boarded a street car with nine children and 


fc one of those readers in vogue in the 


You like some recognition when 
you put over a good sale and maybe 
you think you ought to be patted on 
the back oftener, but the oftener you 
get it, the less you value it. Iron 
crosses were distributed to the Ger- 
man soldiers almost as regularly as 
rations and who gives a hoot for an 
iron cross? . 





was asked by the conductor, “Are these all 
yours, or is it a picnic?” “They’re all mine,” 
she responded, “and it’s no picnic.”” When the 
responsibilities all become yours, be sure it is 
no cinch. Spare a tear now and then for the 
boss instead of being sorry for yourself so 
much. 
* * * 

A young fellow went to work in a hardware 
store where the boss told him he would have 
to tell some white lies in order to work certain 
lines of goods. That boy had been brought up 
to believe that a lie was a lie, no matter what 
its color and he didn’t believe it had any place 
in business. So he left and got a job in another 
town. 

It was a good many years later when he 
came back and found that his one time boss of 
the white lies was earning about two dollars 
a day shoveling shavings into a furnace. And 
there you have it. Disnonest business methods 
are the surest means I know to a horny handed 


old age. 
* * * 


I know of one hardware store where every- 
thing you buy is so securely wrapped that the 
package always holds until you get it home. 
The paper stays in place and the string stays 
on. I know of another hardware store whose 
customers habitually leave a trail of nails, pa- 
per, string, cusses, all along the homeward 
path. Only the salespeople can correct this fault 
of the latter store, because they are the ones 
who wrap the packages and know they do it 
hurriedly and carelessly. The boss sees that 
packages are wrapped, but doesn’t follow up 
customers to see how the wrapping holds. 
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Making 3 Trucks Do the Work of 5 


CUT of 40 per cent in delivery overhead 
A in the face of a 20 per cent increase in 

the volume of business is an achievement 
that is giving Graff Brothers, Inc., Pittsburgh, 
Pa., much satisfaction. 

Formerly there were five trucks, five drivers 
and other heavy expenses. There was a sixth 
for use in emergencies. In three years the five 
have been reduced to three, and they are han- 
dling 20 per cent more business than formerly, 
or an even increase of 100 per cent in truck 
service. This does not count in the saving in 
driver salary, gasoline, tires, oil, repairs, stor- 
age, painting and other accessories. 

Of course, daily checks on gasoline, tires, etc., 
are kept with scrupulous care. The running 
time, number of trips and similar data show on 
large sheets as formerly. If a car handling 
one-half the packages, uses as much gasoline 


as another, Howard Mayberry must know why. 
Likewise, mileage; if a truck takes more time 
covering fewer miles or as many miles, he must 
know why. Similar questions about tires must 
be answered satisfactorily. But these are not 
the big items that have cut delivery costs. 
Neither is the expeditious manner of handling 
packages in the shipping department doing it. 
However, the cost per package has been cut in 
two. 

“You might call the things I am going to 
mention little things, but I don’t,” remarked 
Mayberry. Then he noted that there are now 
120 packages where formerly there were 100. 
Whereas, five trucks handled the 100, or 20 per 
load, three handle the 120, or 40 per load, a 
thing impossible if the 20 represents a load, 
which it does. The capacity of a truck hasn’t 
changed. In other words, three trucks have 
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IGH delivery cost is regarded by too many 
merchants as a necessary evil—something 
that cannot be avoided—but that this 
is not the case is amply demonstrated by the ex- 
perience of Graff Bros., Inc., described in this 
article. Howard L. Mayberry, whose portrait is 
presented herewith, is the man responsible for the 
substantial economies effected in Graff Bros.’ de- 


livery costs. 

















Howard L. Mayberry 
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a capacity of 20 out of 40, or 50 per cent of Their clerks no longer reach for the pencil 


Graff Brothers’ business. What about the other and say, “The address, please,” in a voice that 
50? Customers are carrying them. suggests that the firm will be pleased to deliver 

Where they formerly carried no packages, the purchases, and, more than that, it expects 
they now carry 50, and are evidently satisfied, to doit. “If I hear one say it as we all used to 
he observes, since they are buying more mer- do it, I want to see him privately quite soon. 
chandise. He furthermore thinks this evidence It’s just an invitation to let us do it. I firmly 
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cision tools. 
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believe we have many, many times put the sug- 


of a return to normalcy just the beginning, and 
gestion in their minds, and, of course, they 


puts the matter almost entirely in the hands 
of merchants. 

Graff Brothers have been inclined for sev- 
eral years to blame much of the delivery ex- 
pense upon the merchants, themselves included. 
They did not doubt that customers would enjoy 
the luxuries as long as dealers desired to hand 
them out, and decided to try psychology. 


want to accommodate us,” remarked the Sales 
Manager. He has made it clear to the selling 
force that the firm is set to change habits. 

It’s now, “You will take this with you?” 
wherever one goes about the four floors, in a 
matter-of-fact tone that brings the instant re- 
sponse, “Certainly,” from an increasingly large 
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number of customers. They have been trying 
it for three years; in fact, before that, because 
it was three years ago that they did away with 
two trucks. And are about convinced that the 
great majority of city shoppers are ready to go 
back to old habits of carrying parcels. May- 
berry predicts confidently that as soon as mer- 
chants get together on the proposition the bur- 
densome overhead nightmare will take care of 
itself. 

The matter of incorrectly written addresses 
and other inaccuracies by the help has been get- 
ting about as much attention as the, “Of course 
you'll take this with you.”” Mayberry does get 
more service from his trucks than formerly. 
He does it in this way, however. He has cut 
down the number of returned packages due to 
incorrect addresses. 

He did some calculating in the matter of a 
returned package and listed the following extra 
items: 20 minutes or more of driver’s time 
hunting an address that wasn’t there; hauling 
back parcel and hauling it out again in place 
of another that properly belonged in that load, 
checking and rechecking by shipper, rewriting 
address, telephoning, consulting store records 
and what not, extra time by driver next day. 
Altogether, a single incorrect address caused 
extra overhead enough to wipe out the profit 
on several such packages. 

Now, Graff Brothers have always believed 
that high-priced help to be the cheapest in the 
end; they still believe it, including errand boys 
that are the highest paid boys in the city. It 
follows that they should have had the minimum 
number of incorrectly written addresses, be- 
cause of their high-grade help. Mayberry kept 
a check running through several months. The 
estimated figures, conservatively charged, as- 
tounded the heads, and caused the instant in- 
auguration of a policy that requires every indi- 
vidual from the heads down to check on every 
name and address before hanging up the re- 
ceiver, with the result that the eight to ten 
operations on hundreds of returned parcels are 
things that occur infrequently, almost rarely. 





Re-deliveries have been cut 75 or more per 
cent. So they do get increased service from 
trucks. In this connection there have been large 
Savings in express and parcel post matter sim- 
ilarly. 

He cites another thing that helps “some.” 
Every man belongs to a department, and-no 
man is allowed to pass a customer along to Joe, 
George or Bill. The man at the door sends the 
customer to the department where he or she 
wishes to shop, and the men there are required 
to “know.” There’s no such thing as, Well, 
I’ll call George or Mr. Mayberry or Mr. Some- 
bedy else; he’s better informed than I am on 
that particular item. “It used to go that way 
around here,” commented Mayberry dryly. “If 
a mistake was made, we had our troubles trac- 
ing it and placing the responsibility. No man 
here is allowed to pass a customer along in that 
way. He may pass him to another department 
but to no other person in his department. If 
he can’t take care of the customer we want to 
know it quick.” 

That’s another way Graffs are cutting down 
mistakes and stopping hundreds of returns. 
Telephone calls are treated in the same manner. 
There are more telephones on their floors than 
one usually sees. Each man has a number. 
There is no calling, ““Mr. Mayberry; Mr. So and 
So,” or whoever. A private electric circuit 
rings a bell that sound the numbers of clerks. 
Each is never more than a few feet from a tele- 
phone. He is required to drop what he’s at, 
and get on the phone. The result—every order 
that is taken over the telephone is received by 
the man who’s posted, and nobody else, thus 
wiping out mistakes almost entirely. Graffs 
take large numbers of telephone orders daily. 
The importance of the private circuit and the 
bells and extra easily accessible phones are 
evident. 

Mr. Mayberry sums up the things they are 
accomplishing as due to simple things easily 
within the grasp of the personnel and states 
that they can be done by any store. 
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Character and Credit 


REDIT that is not based on character 
stands on an uncertain foundation. An 
honest and honorable man may have his credit 
injudiciously extended or expanded, but the 
chances are greater against anyone losing there- 
by. Credit to a dishonest or dishonorable man 
never is given without risk. 

At a recent State convention of credit men, 
the secretary of the National Association made 
the statement that “character defects” were 
responsible for more credit losses last year 
than any other cause. He referred chiefly te 
cases where persons established a credit, buy a 





large amount of goods, and then disappear. 
Such persons are dishonest and dishonorabk, 
at least they are cowardly, and that itself is 
something of a “character defect.” 

Credit, genuine, enduring and growing cred- 
it, is built on and around good character. The 
person who establishes a reputation for honest 
and honorable dealing and who does not even 
dream of running away from the results of his 
—_ miscalculations or the caprices of fortune, 
but stands manfully to the exact letter of his 
commitments and obligations, is not likely to 
find his name in the list of “credit losses.” — 
Valve World. 
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A New Store Every Month 


Reno Store Changes Interior Displays Every Month to Attract 
Customers—Everything Altered and Moved to 


Different Positions 


Hardware Co., Reno, Nev., is changed, re- 

altered, rearranged, made altogether dif- 
ferent. It’s a new store every month. Show- 
cases are moved to different positions, tables 
are placed in places where no tables were be- 
fore, panels are moved against new back- 
grounds and counters are shifted to other parts 
of the store. 

Every fixture is on casters so that it may be 
moved easily. Nests of tables are used in all 
sorts of positions, and pyramid tables are em- 
ployed to advantage for displaying all kinds 
of merchandise, in all parts of the store. 

A. W. Edwards, proprietor of the store, has 
given J. K. Hanson a free hand to change the 
store regularly every month so that it is never 
the same any two months running. Hanson 
designs and builds many kinks and fixtures to 


: VERY month the interior of the Edwards 


meet the needs of the continual changing that 
goes on. 

When we told a hardware man about this 
recently he didn’t believe it was a good idea. 
He thought it would have a tendency to con- 
fuse and distract the attention and interest of 
customers. People like to go to a store that 
they are fam@iar with, he said. They like to 
know that when they go into a store they will 
be able to find certain articles in their accus- 
tomed places. 

Probably a great many people would agree 
with this hardware man. He represents, un- 
doubtedly, the majority of men in the hard- 
ware business. But on the other hand you can- 
not get away from the fact that in spite of our 
general liking for familiar things, and things 
that will “‘stay put,” as the saying is, most of 
us enjoy change and novelty and something 











new. We like variety. If this were not so the 
vaudeville houses would not make so much 
money, nor would there be any place in the eco- 
nomic structure for designers of new styles, 
patterns, etc. After all is said, change is a 
natural law to which we all conform whether 
we want to or not. 

Therefore, in following the working of this 
natural law in the merchandising field, the 
Edwards Hardware Co. of Reno is doing some- 
thing that is at once natural and unusual. It 
is natural in that all things necessarily change, 
and it is unusual in that few men voluntarily 
undertake changes that are not forced upon 
them by necessity or circumstances. 

If you have read this far you probably won- 
der what effect this continual monthly rear- 
rangement of fixtures has on customers. Con- 
trary to the opinion of the hardware man we 
have mentioned above, this monthly changing 
of displays and fixtures has been a magnet that 
has attracted trade. It has not, as many would 
probably be inclined to believe, driven trade 
away. It has had the opposite effect. People 
have been curious to see the new changes that 
have been made, to see the new lines that have 
been added, to inspect the special features that 
have been pushed to the front of the store and 
to see what assortments have been grouped to- 
gether for special unit sales. 

Consequently, the Edwards Hardware Co. 
has developed a kind of business that is some- 
what different from the average. It attracts 
people to its store who are frankly curious, who 
sometimes do not visit it with any particular 
intention of making a purchase, but simply to 
look. This in itself is valuable. If nothing else 
it is a form of advertising that pays for itself. 
It is undeniably different. It has the power of 
attracting customers, which is more than can 
be said of many of the current forms of adver- 
tising. 

Having thus solved for itself the problem of 
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attracting customers, the management of the 
Edwards Hardware Co. has made it a point to 
try to satisfy customers, or, rather, prospective 
customers, whenever they visit the store. In 
order to do this it has been found practicable 
to have special tables, usually in the center of 
the store, on which are grouped special assort- 
ments which are offered as specials at a unit 
price. This unit price is invariably an odd 
figure, like 98c. or 89c. or 7c., etc., the psycho- 
logical effect of which has been repeatedly dem- 
onstrated, as conducive to clinching a sale, by 
department stores, drug stores, specialty shops 
and hardware stores as well. 

One of the biggest sales magnets used by 
this company is the way it offers new goods. 
Every time it adds some new item to its line it 
makes a special feature of it. For instance, 
it will take a new piece of merchandise and 
arrange a special window display of this item 
alone, displaying it as something new, some- 
thing which is being introduced, and which is, 
therefore, being offered at an attractive price. 
Inside the store the new article or articles are 
given a special display, usually in some promi- 
nent position in the store. 

Sometimes, however, the article is displayed 
in the window with a showcard that would do 
credit to Bert. Jowitt. The card announces 
the arrival of the new goods. It invites people 
to come into the store, not, mind you, to inspect 
the new articles, but to find them. “The ar- 
ticles are on display in the store,” the card will, 
perhaps, say, “but they are in a position diffi- 
cult to find.” ‘‘Come in and see if you can find 
them,” it will invite. The surprising thing 
about it is that a great many people do. It 
might not work out this way in other com- 
munities, but it does in Reno. 

Whether it would work out in your own par- 
ticular locality is something that can only be 
demonstrated by experience. We venture to 
suggest that you try it out. 
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Concordia 


IF TY years and more ago, one of our big American universities used to have a debating 
society of some fame which was known as the Concordia Society. The name was the 
more remarkable because of the fact that the average debating society seems to have 

such difficulty in keeping from “rocking the boat,” so to speak. Acrimony in argument 
seems to be an essential part af debating. But the Concordia Society took a different view. 
The members realized that it is not only possible to argue with a smile instead of a frown 
but to argue even more effectively. And no small reason for throwing the “Argument Sar- 
castic” in college debating into the discard has been due to the founding of that society. 

The average merchandiser would do well to get his object lesson from this, to come to a 
realization that his function is not to argue with a frown but to inform with a smile. One of 
the most successful merchandisers we know invariably credits his prospect with every selling 
point which comes up a second time. With him is always “your (the prospect’s) point” and 
“the argument you brought out,’ knowing well that there cannot be an argument, even a dif- 
ference of opinion, when two minds are “in concordia.”’ 


Says an old-line salesman: “Don’t argue. 


Go with your prospect in your talk, not against 


him. Lead, don’t oppose. Dodge issues. Point out where you are right. Suggest. Don’t 


antagonize. Remember that argument usually results in irritation, not conviction.” 
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With the aid of this chart, prepared specially for Hardware Age by Mr. Jowitt, the beginner should make rapid 


progress in mastering the Roman alphabet 


The Complete Roman Alphabet 


N this article the writer shows 
the practical side of the Ro- 
man alphabet, the most popu- 

Jar alphabet used for commercial 
purposes. This is the final series 
on the method of outlining and 
filling in. The complete alphabet 
is shown for the benefit of those 
who might have missed some of 
the previous installments. 

To. demonstrate more clearly 
how easily this type may be util- 
ized with every kind of a letter- 
ing tool, the show cards illustrat- 
ing this article have been pre- 
pared in the following manner: 

These cards are all one-half 
sheets, or measuring 22 x 14 
inches, and are lettered upright, 
using dull-finish black showcard 
ink. Card No. 1, “Special Plugs, 


By Joseph Bertram Jowitt 


85c.,” was executed with a No. 
10 and No. 12 Red Sable brush. 
The large letters at the top are 
2 inches in height. 

The words “Spark Plugs” are 1 
inch letters. The price, 85 cents, 
is 4 inches high. Card No. 2 illus- 
trates what may be done with the 
different size large flat single- 
stroke brushes. Card No. 3 shows 
the Roman type executed with the 
stub round writing pens, these 
little pen points are indispensable 
where much reading matter is re- 
quired on a showeard. For quick 
action and neatness card No. 4 
shows what may be done with the 
speed pens. There is a different 
width pen point for almost any 
size letters required. 

The only real secret in the 


knack of pen lettering is in keep- 
ing the ink of even consistency 
while using it, and this is a simple 
matter when once studied. Many 
a beginner has labored unneces- 
sarily trying to make the pen 
“work” when it really was not 
the fault of the pen but the ink. 

Showeard “gloss” pen ink is 
made of a combination of lamp 
black, glycerine and gum arabic, 
and if exposed to the air for any 
length of time it will gradually 
evaporate and become thick, and 
in this condition is too heavy to 
flow freely from the pen. 

The best way to keep it always 
in the proper working consistency 
is to add only two or three drops 
of water at a time. Procure a 
small bottle, fill it full of water 
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and cut a small groove in the side 
of cork. The drops may then be 
regulated without any danger of 
making the ink too thin. 

Few people realize, who have 
not tried the speed pens, what a 
wonderful lettering tool and time- 
saver they are. They are now 
made by several different con- 
cerns and are known as “Speed 
pens” and “Speed Ball pens.” The 
writer will be glad to furnish the 
names and addresses of firms 
manufacturing these speed pens 
to any of our readers who are un- 
able to obtain them at home. The 
best ink to use in the speed pen 
is India ink, which is made in 
several different colors. 

The speed pen is a practical 
tool and meets the demand for an 
all-around lettering pen. It can 
be used with success in making 
Roman letters, full-block letters, 
Egyptian or Old English letters, 
and it is remarkably simple to op- 
erate if the instructions are fol- 
lowed. 

Constant practice with the 
speed pen will enable the begin- 
ner to do much better brush work. 
If letters larger than 3 inches in 
height are wanted it is advisable 
to first outline them with a small 
speed pen and afterward fill them 
in with a brush. 

The speed pen gets its name on 
account of the rapidity one may 
letter with it. The little foun- 
tain which is attached to each pen 
retains sufficient ink to write sev- 
eral words. If the flat bill of the 
pen is placed squarely on the card 
it will glide smoothly over the 
surface without scratching or 
blotting. The strokes forming 
each letter should be made from 
left to right downward. Never 
push the pen upward. These pens 
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are not intended for finished let- 
tering like the stub or round writ- 
ing pens, but are the handiest 


tools ever invented for “knock- 
out” price tickets and showcards, 
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and if a little gray shading is 
worked around the letters like 
the card illustrated herewith it 
greatly improves the general ap- 
pearance of the card. Another 
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point of convenience in connec- 
tion with these speed pens is that 
ordinary pen holders may be used 
for any of the five sizes. Care 
should be exercised to dip the pen 
each time deep enough in the ink 
bottle to fill the reservoir at- 
tached. 

The principal strokes for the 
beginner to concentrate on in 
copying this Roman alphabet are 
the circular and angle strokes. 
The letters C, D, G, O, Q, R and 
S constitute the principal circu- 
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lar strokes, A, K, M, N, V, W, 
X and Y, the angle strokes. In 
practicing better results are ob- 
tained in writing out words which 
contain the twenty-six letters of 
the alphabet. For instance, “THE 
QUICK BROWN FOX JUMPED 
OVER THE LAZY DOGS.” In 
these nine words will be found 
every letter of the alphabet. In 
the old method of copying an al- 
phabet A, B, C, etc., the student 
was compelled to learn the spac- 
ing of words separately. This, 
without question, was monoton- 
ous and to some discouraging. 
But by practicing the alphabet 
in the way above mentioned the 
beginner will unconsciously ac- 
quire the knack of spacing as he 
improves in his lettering. 

The reader’s attention is called 
to card No. 1 on which the words 
“Spark Plugs” and the price 85 
cents are accurately spaced. But 
the spacing of the words “For 
your car” is incorrect, which to 
the trained eye practically spoils 
the appearance of the showcard. 
In dividing letters in one line to 
the right and left of a center line, 
allowance should be made for 
such letters as t, i, f and 1 (par- 
ticularly in the lower case). They 
should occupy about one-half the 
space occupied by such letters as 
a, h,o,m, wand x. The “Radio” 
card is a very simple layout, the 
three top lines of letters are 11, 
inches high. The letters ‘‘Radio”’ 
are 2 inches high. The other let- 
ters are % inch high. The card 
as before said is a _ half-sheet. 
Lettering done upright. 

No lettering of any kind should 
ever be attempted without ruling 
the horizontal guide lines the 
height you wish your lettering to 
be. 
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| rhe is an actual selling story. The scene is laid in a large, prosperous middle western city. 
The characters are: 
A WELL-KNOWN MANUFACTURER; 
| AN OFFICER AND BUYER IN A JOBBING HOUSE IN THIS WESTERN CITY; 
c A HEAD BUYER OF A DEPARTMENT STORE; 


A WRITER. 
The manufacturer has samples of an important line of holiday goods. These samples are laid out 
| in a sample room of the leading hotel and the scene opens with the officer and buyer of the whole- 
sale house looking over the samples. The writer was present at the several interviews and will vouch 
for the accuracy of the dialogue following. For brevity, we will call the speakers “Manufacturer,” 


. “Jobber” and “Buyer.” 
| SCENE I. 


The Jobber has carefully gone over the line of samples, handled the goods and asked prices. 


was especially interested in prices. 

MANUFACTURER: ‘Well, what do you think of the line?” 

J OBBER: “It is the best line in its class I have ever seen. You have a number of new 
things and the entire line is beautifully packaged.” 

MANUFACTURER: “Don’t you think the line is full of splendid sellers for the holiday trade?” 





He 





JOBBER : “Yes. There is no question about that. The goods will sell especially well in the 
4 larger stores in the larger towns to the better class of trade.” 
f MANUFACTURER: ‘Don’t you think that the retail merchant, even if he already has a line of similar 


goods, would like to add this line on account of the new goods and to bring attrac- 
tiveness and novelty to his holiday sales?” 

J OBBER: “There is no doubt, if I were a retailer, that I would add this line for my Christ- 
mas business. I never saw anything like it. If the goods were well displayed, they 
would certainly sell. The reasonable prices you are able to quote are surprising, 
considering the quality of the line.’’ 

MANUFACTURER: “I suppose, then, that we can take your order for a reasonable quantity of these 
goods?” 

J OBBER: “Do you expect to advertise this line?” 

MANUFACTURER: “There is hardly time before the holidays to secure space and do much advertising. 
It is our idea this season simply to put the goods into the hands of a few leading 
distributors and then, if our sales are fairly satisfactory, next year we will go 
into extensive advertising.” 

J OBBER: “You see, we hesitate to put in a line of goods unless a demand is already created. 
These goods would have to be displayed and sold.” 

MANUFACTURER: “We would supply each of your salesmen with a line of samples oink a small trunk 

; or sample case in which to carry them. With a very satisfactory profit to be made 
on these goods—a much better profit than on your average lines—it would certainly 
pay your salesmen to devote their time to showing and selling the goods.” 

JOBBER: “You forget that we have a great number of lines to sell. Our selling plans for 

| the rest of the year are all laid out.” 

MANUFACTURER: “All that may be true, but it seems to me if you would get the exclusive sale of 

| this line for your territory, as the goods pay such a handsome profit and as it 

) would be so desirable in stimulating Christmas trade for your customers, that it 

would be to your interest to side-track some other lines that do not pay as well and 

have your salesmen show this line for at least one trip to their customers. There 
is plenty of time for your customers to get the goods and have them ready for 
their holiday business.” 

J OBBER: “You know, whenever we add a new line, it must be entered in our catalog. Pages 
must be printed, prices arranged and general letters written to our salesmen in 

: regard to the line. All this takes a lot of time and work. Just now, on account 

| of vacations, we are short-handed and we hesitate to do this work.” 
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MANUFACTURER: “We already have a complete set of catalogs of this line. These catalogs are 
printed in colors. If you wish loose pages to fit your salesmen’s catalogs, we 
will print these pages in colors and get them to you not later than Sept. 1. We 
will supply each of your salesmen and each of your customers with one of our 
catalogs. These catalogs give a full and complete description of the goods and, as 
you see from this catalog, they are wonderfully illustrated.” 

J OBBER : “You are undoubtedly prepared to put your goods on the market and to do every- 
thing necessary to help, but it has been the policy of our house for two years past 
to cut down our lines. We have been concentrating our stock. We have been giv- 
ing a great deal of thought to turn-over and in going over our stock we have found 
when we have taken on some of these new lines that unless they were given a great 
deal of personal attention, after the first enthusiasm had worn off, they did not 
continue selling. In fact, we have been stuck with quite a number of new lines 
and now we are confining our attention more closely to the established lines.” 

MANUFACTURER: “You admit that in your judgment the line will be a good seller. It is full of new 
items and novelties. You admit that it will help your customers freshen up 
their holiday lines. You admit that you have not seen anything like this line. 
You can obtain the exclusive sale of the line for your territory, but you are not 
willing to buy the line for the reasons you state. It seems to me as a merchan- 
dise man that you owe it to your customers to supply them with the latest and 
best lines put on the market, even if it should be necessary for you to throw some 
of your obsolete and out-of-date lines overboard.” 

J OBBER: “You may feel that way, but you forget how often we have been stuck by buying 
new items—new lines not advertised. It is really our function as a jobber simply 
to distribute goods on which a demand has been created. You cannot expect us to 
sell a line like this in a satisfactory manner. Besides that, we already have our 
connections made with other manufacturers. Their goods are in our catalogs 
and it possibly would hurt us With these other manufacturers when they learn we 
have taken on a new line. Also, as I have said, it involves a lot of special selling 
work and, to be frank, our salesmen have not been trained to quickly take hold of 
these new items and push them as they should. It takes a good deal of time for 
a salesman to show samples of these new goods and he has to listen to a lot of 
talking by the retail dealer. Our salesmen are out for volume and they can sell 
more goods in volume working with their catalogs. Showing samples and _ talk- 
ing about a new line takes up a whole lot of time.” 

MANUFACTURER: “Your house is one of the foremost jobbers in this territory. Your standing as 
a jobber is of the very best. If this is your decision, what can we expect from 
other jobbers not as progressive and up-to-date as your house?” 

JOBBER: “To be absolutely frank with you, while I admit that this is the best line of the 
kind I have ever seen; while I admit it will sell and will be very profitable, I do 
not think you will get very far attempting to distribute this line through job- 
bers. To be still more frank, I will say to you that I do not think jobbers are in 
the state of mind, or have a desire, to take on these new lines and do the necessary 
work to push them. Instead of developing new business, the jobbers prefer to 
simply take business that comes to them.” 

MANUFACTURER: “I very much appreciate your frankness. , We have this line to sell in the United 
States and naturally, as merchants, it is our desire to get distribution just as 
quickly as possible. What course do you recommend to us?” 

JOBBER: “It may not be to the interest of my house for me to tell you what I would do if I 
were in your place, but what I would do with a line such as yours would be to see 
the best department store in town and try them out on it.” 

MANUFACTURER: “That is a good idea. We have shown the line to you first. Will you introduce 
me to the manager of the best department store in town?” 

JOBBER: “T will take much pleasure in doing so. I will call up the manager of a depart- 
ment store, a friend of mine, and ask him if he will come over and look at your 
line. I will tell him that I think it is the best line of the kind I have ever seen 


but that we are not prepared to take it on.” 


SCENE II. 


Same sample room. 
MANAGER AND BUYER OF A DEPARTMENT STORE. 
MANUFACTURER. 

Manager of department store evidently a hard-boiled buyer. He first walks around the tables of 
samples, giving the entire line the “once over.” He picks up several samples and studies them criti- 
cally. He does not ask any prices. He pushes several items to one side with a bored expression. 
BUYER: “Have you sold this line in town?” 

MANUFACTURER: “No. I have just shown it to your jobbing friend and been turned down by him.” 
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BUYER: 


MANUFACTURER: 


BUYER: 


MANUFACTURER: 


BUYER: 


MANUFACTURER: 


BUYER: 


MANUFACTURER: 


BUYER: 


MANUFACTURER: 


“If we buy a line of these goods, will you agree not to sell them to anyone else in 
this city?” 

“That was not our plan and of course such an agreement would depend on the 
size of your order.” 

“I have not asked any prices yet but this is the best line of the kind I have seen 
this year and a number of manufacturers have shown me their goods. You have 
some novelties here that will make excellent sellers and I never saw a line of goods 
more attractively packaged for the better class of trade. All the manufacturers in 
this line visit us but we never heard of this particular line before.” 

“This line is just out. It has not been shown to any buyers. We got the samples 
in New York on Monday, arrived in this city this Tuesday morning, and you are 
the second merchant in the United States to whom we have shown the line.” 
“You haven’t time before the coming holiday trade to work the entire United States 
closely on this line. Take my advice and make a quick trip over the country, selling 
it to the best department store in each large city. Time is short and you will have 
to travel fast. You will have no trouble selling it as the old manufacturers in this 
line have not freshened up their goods for several years past. They are offering 
the same old goods in the same old packages. This line will make a hit all over the 
country because it is right down to the minute. It is modern with a capital ‘M.’ 
I do not hesitate to tell you we want this line and also wish to make a connection 
with a manufacturer who has the ability and the organization to produce such 
goods.” 

“Well, that is very encouraging.” 

“Now, let me give you a tip. Certain department stores in this country work with 
other department stores in other cities. You will have to be careful if you give 
the exclusive sales to have written agreements with them not to sell the goods out- 
side of their city; otherwise, they will buy for other department stores in other 
cities and as a result you will have trouble with your customers.” 

“Many thanks for the tip. We will look out for that.” 

“Let us start at the beginning of this line and I want your rock bottom prices.” 
“We have decided on exactly two lines of prices—one for the large buyers or job- 
bers, and the other for the retail trade. We have been turned down by a jobber 
and I am convinced that it would be a waste of our time to try to sell this line 
through jobbers. We propose to go after the department store trade and give 
them our very best jobbing prices.” 


BUYER (picking up a package): “All right. What is this worth?” Manufacturer quotes price. 


BUYER: 


BUYER: 


MANUFACTURER: 


BUYER: 


EXIT BUYER. 


“This is not a cheap line. Send me six dozen of this item.’”’ Manufacturer goes 
on entering order for almost every item in the line. When he has finished, it totals 
a very handsome order. 

“When can you get these goods here?’ 

“By September first.” 

“Send me a copy of this order and also immediately send me a line of catalogs, 
together with all store advertising helps you have.” 


SCENE III. 


, 


Manufacturer and writer light fresh large cigars. Take seats in arm chairs and look at each other. 


MANUFACTURER: 


WRITER: 


MANUFACTURER: 


WRITER: 


MANUFACTURER: 


WRITER: 


MANUFACTURER: 


“Well, doesn’t that jar you?” 

“What got me was that this buyer did not blink an eyelash when you quoted him 
your figures on some of those very high priced goods.” 

“This buyer not only knows what he can sell, but he knows every: line like this on 
the market. He is a merchandiser and he was not two minutes in realizing that 
he had struck a gold mine in this line.” 

“What I thought was queer was that he did not ask you a single price when he first 
looked over the line. It was also queer when you quoted him prices that he did not 
ask for any reductions and did not complain of your figures. He either bought an 
item or passed.” 

“I guess the idea of up-to-date department stores these days is to get the latest 
merchandise and the exclusive sale of it as the most important thing. The price 
of the merchandise is more or less secondary.” 

“Did you notice he did not say a word about what trouble it caused them to force 
this line on their organization? He must conduct his business upon the idea that 
to please a customer is the first thing and to take trouble in pleasing a customer 
is a matter of course.” 

“Well, this first experience has settled our selling policy on these goods. No more 
jobbers for mine! Watch me make a quick clean-up of the department store trade 


on this line of goods!” 
FINIS. 
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Coolidge Demands Retention of 





Trade and Tariff Commissions 


President Will Oppose Progressives’ Move for Abolition— 


New Postal Rates Come in for Sharp Criticism 


Before Committee 


By W. L. Crounse 


MERRY war has been launched over the interesting issue as 
Ate whether the Federal Trade Commission shall be abol- 
ished by act of the new Congress which convenes in Decem- 
ber. Without claiming any prophetic vision I do not hesitate to 


predict that the commission will win. 
Its victory, however, will not be due to the work it has accom- 


plished in the past. 


It will be because President Coolidge is con- 


vinced that with the right kind of personnel the commission can 
be made an agency that will work for the general welfare of the 


business community. 


A characteristic declaration on this subject has just reached 
Washington from the summer Capitol at Swampscott, Mass. Re- 
plying to an inquiry as to his attitude with respect to the sug- 
gestion of Senator Norris of Nebraska that Congress next winter 
should abolish the commission the President said that he would 


oppose such a change. 


Mr. Coolidge evidently has some very definite ideas of his own 
with regard to the work the commission can do in the interest of 


the business community. 


While he does not agree that “it is pos- 


sible that the commission as a body can be all right while its per- 

sonnel is all wrong,” nevertheless he expects that attacks will be 

made upon it regardless of the character of the personnel. 
Attacks on the commission have come from two sources, as Mr. 


Coolidge is well aware. 


When this agency was first created by 


Congress, the Chief Executive, assuming that it was intended as a 
wholesome restraint upon a certain class of business men who 
were disposed to press their legal rights to the limit, appointed 
as commissioners men who were considered hostile to so-called 
big business, and as a result it issued a flood of complaints which 
were prosecuted with a spirit that speedily made the name of the 
organization an anathema in the minds of even conservative cap- 


tains of industry. 
Congress Feared to Act 


Senators and representatives of both 
parties recognized the danger of al- 
lowing an independent agency to run 
amuck among the industrial enter- 
prises of the country and sharp at- 
tacks were therefore made on the floors 
of Congress against the commission 
generally and against its personnel in 
particular. Several times Congress has 
been on the point of destroying the 
commission by the process of starva- 
tion, which consists in cutting off the 
annual appropriation, but every time the 
majority leaders have developed cold 
feet and have decided to continue the 
commission for another year. 

Attacks are now being made upon 
the commission from an entirely differ- 
ent source and upon a brand new basis. 





Since the appointment to the commis- 
sion of ex-Congressman Humphrey the 
radical element, composed of Messrs. 
Thompson and Nugent, has found itself 
in the minority, and new and conserva- 
tive policies have been adopted that are 
proving extremely distasteful to the 
leaders of the so-called progressive 
party in the Senate and House. 


Commission Held to Be Reactionary 


Senator Norris, who, although he re- 
cently declined to permit the late Sen- 
ator La Follette’s mantle to descend 
upon his broad shoulders, is neverthe- 
less one of the recognized leaders of 
the Senate progressives, is now the 
chief critic of the commission, which he 
declares has come under the control of 


the reactionaries and is no longer ful- 
filling the functions for which it was 
created. This sounds funny enough in 
view of President Coolidge’s recent re- 
mark that “inasmuch as the commis- 
sion is a sort of trade policeman, it is to 
be expected that it will be criticized by 
a certain type of business men.” 

But regardless of the basis of the 
current attacks on the commission it is 
quite evident that the President is de- 
termined to back it so far as the com- 
ing Congress is concerned. It’s dollars 
to doughnuts, therefore, that the as- 
saults by Norris and the other progres- 
sives based upon the commission’s 
present policy of conservatism will fail 
of their object. 


Does Not Want Tariff Commission 
Abolished 


In this connection the President has 
also made it known that he will op- 
pose any move to abolish the Tariff 
Commission. This announcement comes 
with special significance so soon after 
the President’s declaration that the so- 
called flexible provisions of the Ford- 
ney-McCumber tariff act have not yet 
been sufficiently tested to justify a 
movement for their repeal. 

The numerous criticisms of these pro- 
visions which reached the Ways and 
Means Committee during the last Con- 
gress induced Chairman Green to an- 
nounce that he would speedily prepare 
a measure for the repeal of this feature 
of the law. Very soon, however, an 
intimation reached him from the White 
House that the President did not favor 
repeal, whereupon Mr. Green very 
promptly recovered his equilibrium and 
announced that the flexible provisions 
would be given further trial. 


May Amend Law Creating Commis- 
sion 
President Coolidge’s determination 
to retain the Tariff Commission does 
not, however, carry with it any assur- 
ance that the law creating the commis- 
sion may not be amended 


Sharp Attacks on New Postal Rates 


The Congressional postal committee 
now engaged in investigating the wis- 
dom of the rate changes made by the 
last Congress and the desirability of 
further modifications in both rates and 
classifications has put in a very lively 
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week in several cities, Philadelphia hav- 
ing been the most interesting battle- 
ground. The sessions in the City of 
Brotherly Love were devoted largely to 
hearing attacks on the second class 
postage rates, which cover newspapers, 
periodicals, etc. 

Charles F. Jenkins, publisher of a 
well known farm journal, and acting as 
spokesman for the agricultural press of 
the country, declared that the _ so- 
called deficit in the postal finances is 
due entirely to “archaic bookkeeping 
methods” and that there is no rea! 
postal shortage. During the past year 
or two, he said, the department had 
spent large sums of money for termi- 
nal facilities and for equipment, the life 
of which would extend for many years, 
but the cost of which had been charged 
to current appropriations. 

Anything in the matter of exten- 
sions or betterments, he insisted, shoulda 
be regarded as a permanent improve- 
ment and the cost should be pro-rated 
over a number of years and not charged 
exclusively to the year in which the 
money might be spent. The cost of 
special equipment, he insisted, should 
also be distributed over the years ir 
which it is used unless it is in the na- 
ture of mere current maintenance. 


Protests Against Discrimination 


Mr. Jenkins also protested against 
the granting of special privileges to 
religious, scientific and educational 
journals. “The Post Office Depart- 
ment,” he declared, “must be divorced 
from philanthropy.” 

Continuing, he said that the 453 farm 
papers in the country have contributed 
greatly to the rapid progress of agri- 
culture in America. They were, there- 
fore, entitled to be put in the same class 
as educational and scientific journals. 

The same thing, he said, was true of 
other journals devoted to the upbuild- 
ing of the industries of the country, 
which were certainly as worthy of spe- 
cial treatment as religious, scientific 
or educational journals; in fact the ma- 
jority of such journals were both edu- 
cational and at least quasi-scientific. 
Mr. Jenkins’ views in this respect have 
also been voiced by other critics of the 
existing postal laws. 

No feature of the temporary statute 
enacted by the last Congress has come 
in for more hard knocks than that 
which raised the rate on the private 
postal card. The assaults on this pro- 
vision of the law have been based in 


HARDWARE AGE 


the double ground that the change has 
actually reduced the postal revenues, 
which the cost of using an advertis- 
ing device of great value, especially to 
small merchants and manufacturers, 
has been renedered prohibitory. 


Pessimistic Prediction Justified 


When the increased rate on private 
mailing cards was first proposed in 
Congress it was freely predicted by 
business men that it would result in a 
heavy decrease in receipts from this 
class of mail matter. The outcome has 
proved the shrewdness of this prophecy. 

A large number of enterprising 
lithographers, printers, etc., who were 
formerly engaged in the manufacture 
of private mailing cards have been 
brought to the verge of ruin by the 
practically prohibitory rated levied by 
the new law. Some of them have been 
forced out of business entirely while 
others have been obliged to discharge 
a lusge part of their labor and to make 
other retrenchments. 

The framers of the new law appear 
to have scted upon the illogical as- 
sumption that users of private mailing 
cards would either continue at the in- 
creased rates or use the standard offi- 
cial ecard which would mean either more 


. revenue or certainly no decrease from 


this class of mail. What has happened 
has been the abandonment of the pri- 
vate mailing card because of its pro- 
hibitory cost and there has been little 
or no substitution of the official postal 
card. 


Treasury Outlines Tax Reduction 
Policy 


For the first time since it became 
certain that the new Congress would 
be called upon for further tax reduc- 
tions, the Treasury Department has 
given out a definite statement as 
to where it stands with respect to 
normal and surtaxes on individual in- 
comes and the proposed reduction or 
graduation of the tax on corporate 
incomes. Every business man _ will 
examine this announcement with the 
liveliest interest. 

Acting Secretary of the Treasury 
Winston in a letter just made public 
here suggests that the maximum total 
of the normal and surtaxes on indi- 
vidual incomes should not exceed 25 
per cent and that a surtax of 20 per 
cent “is the highest that should now 
be in the law.” It will be noted there- 
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fore not only that the department 
proposes a cut in the minimum surtax 
rate from 40 to 20 per cent but that 
the Secretary of the Treasury also 
favors a reduction in the maximum 
normal rate from 6 to not more than 
5 per cent. 

It is understood that the project out- 
lined by Mr. Winston in his letter will 
also include increased exemptions for 
small incomes and possibly a further 
graduation of the normal tax in lieu of 
the two brackets of the present law. 
Mr. Winston also reiterated Secretary 
Mellon’s declaration heretofore made 
that the Treasury Department favors 
the abolition of all inheritance taxes 
on the ground that this form of tax- 
ation should be used by the States 
exclusively and that as employed by 
the Federal Government it frequently 
amounts to a confiscatory form of 
double taxation. 


No Change Desired in Corporate 
Income Tax 


On the subject of the proposed reduc- 
tion or graduation of the tax on corpo- 
rate incomes, Mr. Winston made it 
plain that Secretary Mellon is strongly 
opposed to any modification in this 
direction. 

“An income tax on _ corporations, 
graduated on the amount of income, 
has no logical basis,” Mr. Winston 
wrote. “The theory of a graduated 
income tax is that it is related to the 
capacity of the taxpayer to pay. A 
man with $100,000 can spare a larger 
proportion of his income than a man 
with $10,000. 

“This reasoning has no _ relation 
whatsoever to corporations. A large 
corporation having a large income may 
be owned by a great number of small 
stockholders who can not afford to 
have their dividends cut down; where- 
as another corporation having a mod- 
erate income may be owned entirely by 
one man who can well afford to pay 
a larger proportion of his income to 
the government. 

“If we have two corporations, each 
earning $1,000,000, they would be taxed 
at one rate. If they were consolidated 
into one corporation, they would be 
taxed at a different rate, a purely 
arbitrary discrimination. The _ tend- 
ency of a graduated income would be 
to split up large corporations into a 
great number of small corporations, 
the economic effect of which would be 
undesirable.” 








Result Producing Letters 


assuring you, etc.,’”’ you will be tempted to let the 
bill ride another month, and see what letter No. 2 
If, however, your mailman brings 


Critics are now beginning to realize that busi- 
ness letters must be judged as living products, 
as works in which the reader can hear the writer 
If you receive a letter something like 
this: “We beg to call attention to this account 
which is now several weeks overdue. 
that it may have your immediate attention, and 


talking. 


will be like. 


Trusting 


you a letter something like this: 
Smith: Could you let us have a check by Friday 
that’s a different matter. You will probably mail 
the check.—F'rom Personal Efficiency. 


“Dear Mr. 


999 
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Ralph H. Jones and Michael 
G. Garber to Wholesale 


Paint in Florida 


Ralph H. Jones, connected for the 
past 14 years with George D. Wetherill 


& Company, Philadelphia, has severed | 


his connection and incorporated the 
Jones-Garber Paint Supply Company, 
which will operate a paint distributing 
warehouse in Tampa, Fla. 

With Mr. Jones will be associated 
Michael G. Garber, formerly with the 
Norristown Hardware Company. Mr. 


Jones has covered the State of Florida | 


for the George D. Wetherill Company 
a great many years and has a wide ac- 
quaintance in the State. 


There are few distributors and sales- | 
men that have a wider technical knowl- | 


edge than he has. 

He is prominently identified with the 
“Save the Surface’”’ movement, and his 
talks before Rotary and Kiwanis clubs 
on surface protection have done much 
toward putting the message over. 

Mr. Jones has spent a great deal of 
time talking to paint groups. Since the 
first series of motion picture reels were 
produced by the Save the Surface Cam- 
paign these films have been his con- 
stant companion, and in connection with 
which he delivered a lecture to accom- 
pany the picture. 


For the benefit of Florida paint deal- . 
ers, Florida master painters and jour- | 
neymen painters Mr. Ralph Jones is | 
prepared to show the four reels of the | 


“Romance of Paint and Varnish” and 
give instructions to those most inter- 
ested in the production and application 
of paint and varnish products. 


] 


i 
} 


located at Washington Boulevard and 
Talman Avenue. The new plant is 


situated on the Chicago & Northwest- 


ern 


Mr. Jones was author of the popular | 
Question Box Department on “Paint | 


questions you have asked, but never 
answered,” which appeared in HARD- 
WARE AGE for nearly two years. 





Deaths in New England 


Hardware Trade 


Death has demanded a heavy toll 
from the New England hardware 
trade during the past fortnight or so. 
Russ Simpson, Simpson-Harding Co., 
Waterville, Me., died suddenly July 15. 
For many years he was associated with 
a Boston jobbing firm, and was one of 
the best known retail hardware dealers 
in New England. J. W. Goodhue, Ips- 
wich, Mass.; S. S. Pineo, Milltown, 
Me., and S. J. Nowell, Sanford, Me., 
also died recently. 





Radio Manufacturer Enlarges 
Plant 


lor the purpose of providing more 
adequate facilities for its expanding 
business, the Charles Freshman Co., 
Inc., manufacturer of the Freshman 
Masterpiece Receiving Sets, has _ re- 
cently opened a new factory in Chi- 
cago. The new plant is a modern fire- 
proof building with all improvements 


the wire industry for 24 years. 


Railroad, which connects directly 
into the Belt Line. The railroad sid- 
ing, which permits the loading and un- 
loading of carload shipments, is imme- 
diately connected with the building. 


_L. Brewster Jackson Joins 
| Wickwire Bros. Sales Staff 


L. Brewster Jackson has joined the 
sales staff of Wickwire Bros., Cort- 
iland, N. Y., and will represent this 
firm in the Eastern territory. 





L. Brewster Jackson 


Mr. Jackson has been associated in 
Since 
1919 he was Philadelphia district sales 
manager for the Wickwire-Spencer 


Steel Corp., New York City. He re- 
signed from that position on July 1. 











and will assume his new duties with 
Wickwire Bros. on Aug. 1. 

Mr. Jackson’s home address is 604 
Elm Avenue, Riverton, N. J. 





C. K. Lawson Honored at 
Banquet 


In celebration of his fifty-third anni- 
versary of his residence in Hastings, 
Neb., C. K. Lawson, senior member of 
C. K. Lawson Hardware Co., was the 
guest of honor at a luncheon tendered 
him by the Chamber of Commerce. 
Mr. Lawson came to Hastings July 13, 
1872, and has been actively identified 
with the business life of the city since 
that time. His first venture was in 
partnership with George H. Pratt in 
the “headquarters store” located at 
First Street. 

In replying to the tribute paid to his 
business ability, Mr. Lawson made a 
brief address. 





Fred P. Straub Dies in 88th 


Year 


Fred P. Straub, senior member of 
F. P. Straub & Co., hardware retailers, 
Evansville, Ind., died recently in his 
eighty-eighth year. Mr. Straub, who 
had been a resident of Evansville for 
69 years, succumbed to a stroke of 
paralysis, and died following a brief 
rally. 

Mr. Straub was born in Cincinnati, 
Ohio, April 12, 1837. He began work 
as a hardware clerk for the Tyler, 
Davidson Company in 1853. He moved 
to Evansville in 1856, where, with his 
father and brother, J. Louis, he set up 
business at 40 Main Street two years 
later. The firm came into his hands 
and assumed its present name in 1868, 
after his father’s death. 

Mr. Straub possessed what is said 


_ to be the only complete file of all copies 





























of the Evansville city directories, the 
first copy having been printed in 1858. 
Asked once as to the reason for his 
success in the hardware business, he 
replied that he always cleared his desk 
before going home, and that he always 
walked to work. 

The business will be carried on by 
his son, Fred H. Straub, 224 Main 
Street. 


William A. Graham Sue- 


cumbs to Heart Failure 


News has just reached us of the 
death of William A. Graham, president 
of John H. Graham & Co., 113 Cham- 
bers Street, New York. Mr. Graham 
succumbed to heart failure Saturday 
night while at the Lake Tarleton Club, 
Pike, N. H. Funeral services were 
held on Wednesday, August 5. Fur- 
ther details regarding Mr. Graham’s 
death will appear next week. 





Lindsay Hdw. Co. Issues 
“Want” Book 


James C. Lindsay Hardware Co., 
Pittsburgh, is issuing a “want” book 
that retailers will find handy in keep- 
ing their stocks complete. Consisting 
of 200 ruled pages, bound with stiff 
cardboard covers and a string for 


| hanging it in a convenient place, the 


book is offered with these suggestions: 
When a retailer’s stock of certain items 
is running low, he may note the sev- 
eral items in the Want Book so that 
the order will be placed before stock 
is depleted. He will then be able to 
have complete stocks at all times. 





New Service Caster Catalog 


The Service Caster & Truck Co., 
Albion, Mich., has recently issued a 
new catalog descriptive of its line of 
ball bearing Service casters. The line 
is thoroughly described in this publi- 
cation, which contains numerous illus- 
trations, showing fully the various 
uses of its casters. 
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OF THE TRADE 





Radio Corp. Standardizes 
Tube Bases 


With a view of standardizing the 
basis of vacuum tubes used in radio 
reception, the Radio Corporation of 
America has recently adopted a stand- 
ard “push” type of base for all its 
Radiotrons. The company announces 
that there is no difference whatsoever 
in the structure, technical character- 
istics or performance of Radiotrons 
equipped with either a “UV” or a 
“UX” base, and that the only differ- 
ence between these two types of tubes 
lies in the design of the base. How- 
ever, current production and its in- 
ventories of either the “UV” or “UX” 


and improvements 
they have been able to effect during the 


* past year. 
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Grebe Moves Executive 
Offices 


A. H. Grebe & Co., Inc., manufac- 
turers of radio receivers, Richmond 
Hill, N. Y., has recently removed its 
sales and executive offices to Steinway 
Hall, 109 West 57th St., New York 
City. 


J. C. Green Buys Controlling 
Interest in Wilson Bros. 


J. C. Green, formerly with Green & 
Meredith Lumber Co., of Cleburne, 
Tex., has bought a controlling interest 
in Wilson Bros. & Co., dealers in hard- 
ware, house furnishings, etc., of Burle- 
son, Tex., and added a complete line of 
lumber, hardware, paint and building 
material. 





Fay Co. Issues New Catalog 


The Fay Co., manufacturer of elec- 
tric floor machines, 514-516 West 57th 
St., New York City, is now distribut- 
ing new literature describing its Fay 
electric floor machines used for wax- 
ing, polishing and cleaning of floors. 





George W. Lutz Stock 
Purchased 


C. J. Tennstedt, C. W. Brendel and 
R. W. Tennstedt, the active members 
of the George W. Lutz Co., Rockville, 
Conn., have recently purchased the 
stock of George W. Lutz, and at a meet- 
ing held in Rockville on July 9, the 
three above mentioned directors voted 
to change the name of the company to 
the Tennstedt-Brendel Co. 

The company is now located at 38- 
40 Market Street, and will continue to 
operate under the same management 
as heretofore. 





Remington Sportsmen’s Week 
October 12 to 17 


Remington Sportsmen’s Week, conducted under the auspices of the Remington 
Arms Co., Inc., is to be held this year from Oct. 12 to 17. 

A feature of Sportsmen’s Week is the window display contest which is open 
to dealers throughout the country. Awards totaling $5,000 are to be distrib- 
uted to retailers, there being a total of 520 cash and other awards for the best 
display. Conditions of the contest are as follows: 


Striking window display material, in | 


full color, will be furnished free to 
dealers who desire to enter this con- 
test. 

Each contestant must furnish a pho- 
tograph of his window display to Rem- 


type incorporate all the refinements | ington Arms Co., Inc., on or before 


in quality which | with amateur camera if it shows details 


Nov. 2, 1925. Photograph may be taken 


of window clearly. 








Windows will be judged by: Llew 
Soule, editor, HARDWARE AGE, New 
York, N. Y.; Rivers Peterson, editor, 
Hardware Retailer, Indianapolis, Ind.; 
Roy F. Soule, editor, Hardware Deal- 
ers Magazine, New York, N. Y. 

The judges will begin considering the 
photographs on or about Nov. 2, 1925. 

A check or an award will be mailed 
to each contestant as soon as possible, 
which will be on or about Dec. 15, 1925. 

The photographs of the window dis- 
plays will be judged solely on the basis 
of the window displays’ merchandising 
values — points covering originality, 
trade-pulling power and general attrac- 
tiveness—regardless of whether the 
dealer considers the photograph of his 
window display good or bad, regard- 
less of the size of the window in which 
the display is made. 

The $5,000 in cash, given away in 
520 cash prizes, will be divided as fol- 
lows: 

The grand prize, $500 in cash, will be 
awarded to the retail dealer who makes 
a window display of hunters’, trappers’ 
and campers’ equipment or Reming- 
ton’s free window display material 
during Remington Sportsmen’s Week, 
Oct. 12 to 17, 1925, and sends in a pho- 
tograph of his window display on or 
before Nov. 2, 1925. This prize is open 








to all contestants throughout the United 
States. The winner of the grand prize 
will not participate in any of the other 
awards in this contest. 

First group includes cash prizes and 
unique awards for retail dealers in 
towns with a population of 5000 and 
under: 


First award 


ee $250.00 
MOOUINE BWHPE 6 oc cccccces 100.00 
ee IE 6 04.4% ¢04200:08 50.00 
Fifty awards, each ....... 10.00 
120 awards, each ......... 5.00 


Second group includes cash prizes 
and unique awards for retail dealers in 
towns with a population of from 5001 
up to and including 10,000: 


i eae $250.00 
Second award ........... 100.00 
ee 50.00 
Fifty awards, each........ 10.00 
120 awards, GACN ......0<. 5.00 


Third group includes cash prizes and 
unique awards for retail dealers in 
towns with a population of 10,001 and 
upward: 


ee rr $250.00 
Second award ........... 100.00 
ee GIN Nac 6 6 6.0 0 dnc oes 50.00 
Fifty awards, each........ 10.00 
120 awards, each ......... 5.00 


A cash prize or a unique award will 
be given to every- Remington dealer 
participating’ in accordance with the 
rules governing contest. 





Edward Field Ross Dies 


Edward Field Ross, prominent in 
hardware circles, and whose friend- 
ships in the trade ranged from coast 
to coast, died recently at the Iaxton 
Hospital, Utica, N. Y. : 

Mr. Ross, who was born in New 
York City, Jan. 16, 1856, married in 
— Katherine R. Torry of Honesdale, 

a. 

For many years he was associated 
with the Fayette R. Plumb, Inc., of 
Philadelphia, and also with the Atha 
Tool Co. and the Atha Steel Co. of 
Newark, N. J. Afterward he became 
connected with Wiley & Russell (later 
the Greenfield Tap and Die Corpora- 
tion), and remained with them until 
the time of his voluntary retirement 





because of ill health some five years 
ago. 

Among the particularly close friends 
of Mr. Ross remaining in active busi- 
ness in the various branches of hard- 
ware are included George M. North of 
Cleveland, Ohio; Frank C. Nichols, 
vice-president of the Colt’s Patent Fire 
Arms Mfg. Co., Hartford, Conn.; A. 
C. Rolofson of San Francisco; Gregory 
S. Bryan, formerly secretary and 
treasurer of the Bridgeport Chain Co. 
(now retired); Col. F. H. Paine of 
Tucker Anthony & Co., chairman of 
the board of the Greenfield Tap and 
Die Corporation; and so many others 
that their names could properly be 
called legion. They all will hold his 
name in affectionate regard and his in- 
fluence will live on. 


a0 
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A. E. Willert, Resigns from 
Wheeling Corrugating Co. 


A. E. Willert, as of Aug. 1, resigned 
as manager of sales, stove division of 
the Wheeling Corrugating Co., to be- 
come associated with the Teller Corpo- 
ration as first vice-president and gen- 
eral manager, with headquarters at the 
company’s general offices in Chicago. 
The Teller Corporation controls eight 
stove plants, located in different parts 
of the country. 





Louis C. Strong Dead 


Louis C. Strong, a member of the 
firm of Story & Strong, Seneca Falls, 
N. Y., died at his home in that city 
July 25. Mr. Strong was one of the 
best known hardware merchants in the 
state and his passing breaks a busi- 
ness partnership of more than 35 years’ 
standing. He is survived by his widow 
and one daughter. 

Deceased was greatly interested in 
the public and philanthropic interests | 
of his city and at one time served as 
president of the village of Seneca 
Falls. All stores and business places 
in the village were closed during the 
funeral services. Many hardware 
representatives attended the obsequies, 
which were conducted at his home and 
by the Masonic bodies at the cemetery. | 





Westinghouse Distribution 
in Japan 


Products of the Westinghouse Elec- 
tric & Mfg. Co. are to be distributed | 
in Japan through the Westinghouse | 
Electric Co. of Japan which has been | 


organized under the laws of Delaware 
with a capital of $1,000,000. The offi- 
cers of the new company, which is a 
subsidiary of the Westinghouse Elec- 
tric International Co., are Guy E. 
Tripp, chairman; L. A. Osborne, presi- 
dent; Kilburn, 
and I. F. Baker, managing director, 
located at Tokyo. 


Geo. H. Mead Co. Changes 
Name to Huntington 
Hdw. Co. 


The Geo. H. Mead Co., of Hunting- 
ton, W. Va., has recently changed its 
corporation name to the Huntington 
Hardware Co. The business will be 
continued at the same location under 
the management of Henry C. Reasor, 
who for eighteen years has been in the 
hardware business at Huntington, W. 
Va. For the past ten years he has 
been associated with George H. Mead. 
He was secretary of Mead Hardware 
Co. until 1923, and since that time has 
been secretary and treasurer. 

Mr. Mead’s holdings in the corpora- 
tion were purchased by other members 
in May and he retired from the busi- 
ness at that time. 





Ramco Catalog 


Reliable Metal Novelty Co., manu- 
facturer of nickel and brass specialties, 
39 East Eighth Street, New York City, 


_has recently issued a new catalog de- 
scriptive of its Ramco bath room fix- 


tures. 

The new publication illustrates and 
describes the company’s complete line 
of bath room fixtures, novelties, etc., 


and is profusely illustrated. A feature | 


vice-president, | 


Bain Remembers Veteran 


Employees 


Veteran employees of the Wolverine 
Supply & Mfg. Co., toy makers, Page 
and Fontella Streets, Pittsburgh, were 
left from one to 15 shares in the com- 
pany in the will of Benjamin Franklin 
Bain. About 20 employees were re- 
cipients of the bequests. Bain died 
June 19. His estate amounted to $550,- 
000. The bulk of the estate was left 
to Dora Elliott Bain, his widow. She 
was given all the real estate holdings, 
amounting to $225,000, the household 
effects, personal belongings of her hus- 
band and 1300 shares of capital stock 
of the Wolverine company. She also 
received valuable patent rights used in 
the manufacture of the Wolverine 
products. An annuity of $100 a month 
is left to J. G. Bain, Sr., father of the 
deceased. The remainder of the estate 
is left to relatives. 


George Weiss Jons Ajax Rope 
Co. 


George Weiss, who for the past 
seven years has been editor of The 
Marine News, has resigned in order to 
accept appointment as general man- 
ager of sales of the Ajax Rope Com- 
pany of New York. Mr. Weiss has 
for many years been recognized as be- 
ing a keen analyst of world shipping 
affairs. R.S. O. Lawson, president of 
the Ajax Rope Company, in announc- 
ing the appointment of Mr. Weiss, 
said: “He enjoys both a broad knowl- 
edge of shipping affairs and a wide 
circle of friends throughout the ship- 
ping industry.” 





Here is one of the sales-producing windows used by Pettee’s, Oklahoma City, Okla., during the company’s Thirty- 


sixth Anniversary Sale. 


This window, it wi]l be noted, is devoted exclusively to china and glassware. 
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Display Rack for Brooms 


The Union Collapsible Broom Dis- 
play Rack has recently been put on the 
market by the Union Steel Products 
Company, Albion, Mich. It _ holds 
twelve brooms in an upright position 
with the brush part up at the level 
of the eye. 

It is said to be light in weight, com- 











width and 


narrow in 
finished in green enamel which is said 
to blend very nicely with the yellow 
broom corn. 

It is further stated the rack can be 
used to display rakes, hoes, forks, etc., 


paratively 


if desired. 





Two-in-One Postal Scale 


Hanson Brothers Scale Co., 423-431 
North Ada St., Chicago, IIll., is offer- 
ing a new Two-in-one postal scale No. 
1509. It is of 5 lb. capacity, weighs 
first class mail up to 4 lb., second 
and third class up to 8 oz., which 
is said to be the limit of these classes, 
and fourth class of parcel post matter 
up to 4 lb. 
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It is attractively finished in filing 
cabinet green with brass platform, 
glass covered dial and nickel plated 
rim. The manufacturer claims it is 
an unusually sensitive and accurate 
number. It is easily operated by plac- 
ing the mail matter on the platform 
when the _ indicator automatically 


points to the correct amount of post- 
age required and in the case of parcel 
post it does so by zones. 
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New Ford Accessory on the 
Market 


The Star Specialty Manufacturing 
Co., 227 W. Erie St., Chicago, Ill., has 
just announced a new type of rebound 
absorber for use on Ford cars. It is 
designed to attach in the center of the 
springs, so that it is only necessary to 
have two, one for the front and one 
for the rear of the car. 

It is made of heavy steel stampings 
with specially treated webbing and the 
strap is protected from wear by a float- 
ing friction ring which moves with the 
strap. It is stated that the attach- 
ment of the devise is very simple as 
there are no holes to bore or changes 
to be made in the regular equipment. 


Improved Auto Lens 


Spreadlight and McKeelite lens de- 
signed for projecting the lamp light 
rays of the automobile are being mar- 
keted by the McKee Glass Co., Jean- 
nette, Pa. The light is said to project 
over the prospective of a 12-foot road- 
way, at the same time giving 40-foot 
spread of light at 100 feet in front of 
the car. 

It is claimed they have been amply 
tested by such laboratories as _ the 
Bureau of Standards, Electrical Test- 
ing Laboratories and the laboratories 
of various universities. 

The “Twolite” is intended to be used 
in connection with the double filament 
bulb. The advantage is said to be 
that the two filaments each give the 
same projection of light but owing to 
the different focus in the reflector of 
the two filaments, the light from the 
one may be used for city driving and 
the light from the other for country 
driving. 


A Kitchen Waste Receptacle 


The Ohio Metal Utensil Co., Cleve- 
land, Ohio, has extended distribution, 
through the hardware store field, of 
a product called the Kitchen Katch-all, 
which is a covered receptacle for keep- 
ing kitchen refuse and said to be odor- 
proof. It consists of a highly polished 
aluminum outer receptacle with tight 
fitting cover—and a capacious alumi- 
num inner receptacle that is perforated 
at the bottom. It is claimed several 
inches of air space allow for thorough 
drainage of the garbage. This recep- 
tacle rests in a tinned wrought iron 
bracket that is attached to the drain 
pipe—or to a flat surface by using one- 
half of clamp—by a few minutes use 
of a screw driver. 

The advantages claimed for it are 
sanitation, time and labor saving, elimi- 
nation of the garbage drip and also 
preventing escape of odors or the at- 
tracting of flies. It is further stated 
that the strainer requires emptying 
but once a day or even less frequently. 








51 


Ring Hanger for Flashlights 


The National Carbon Company, 30 
East 42nd St., New York City, is 
equipping the entire line of Eveready 
Flashlights with ring hangers. 





This suggests many extra uses for 
flashlights such as suspending them in 
dark closets, stairways or wherever 
lights are needed. 

It is designed with outside diame- 
ter a fraction of an inch greater than 
that of the flashlight cap and is hinged 


ng a 





sy a 


to the cap by being fitted into a soeket 
which is part of the cap. It is claimed 
there are no rivets or solder to come 
loose. The cap is grooved around the 
circumference and down into this 
groove the ring fits when not in use. 
A pressure of the thumb will clamp it 
there and it can be released with the 
same ease. 





“All-Purpose” Stove 


The Cleveland Metal Products Co., 
Cleveland, Ohio, state that their new 
model No. 12 “All Purpose” Stove is 
the strongest in their entire Perfection 
line. 

The frame, we understand, is 16 ga. 
angle iron, riveted together and it is 
claimed will support a weight of 500 
lb. It is equipped with two regular 
Perfection burners with “cobalt” blue 
chimneys, has square grates and a tin 
oil reservoir with a visible oil gage. 
It is especially suited for the: farm, 
laundry, creamery, small restaurant, 
lunch wagon, or in fact any place 
where a stove is subjected to extra 
hard usage. 

The entire stove is built low and 
compact, and is finished in black japan. 
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General Market News 





Hardware Sales Satisfactory—Collec- 


tions Reported as Favorable 


“A consistent, though not unusually active demand, for hardware is | 


indicated by reports from the various market centers. 


The demand is| 


particularly active from the rural and outlying districts, and orders | 
for the most part are from retailers desirous of rounding out de- 


pleted stocks. 


Collections are generally favorable, and indicative of. 


the basically healthy condition prevailing throughout the country. 


“That the outlook is entirely favorable is also indicated by the 


encouraging crop outlook.” 





Crop Outlook Indicates Good | 
Business in Chicago 
Territory 


The harvesting of the small grain 
crops has started in some sections of 
the Middle West and while the yield 
per acre, especially of oats, is not big 
in the sense of being a bumper crop, 
it is still large enough to insure the 
farmers prosperity this fall. Reports 
for the wheat area of the Northwest 
indicate that with a few more days 
of favorable weather the best crop for 
some years will be out of all danger. 

Sales both in a wholesale and retail 
way are steadily good and prices in 
general are remarkably firm. 





Steel Specialty Co. to Market 
No Material Lighter Than 
28 Gage 


The Sheet Steel Specialty Co., Pitts- 
burgh, is advising its trade that with 
the exhaustion of existing stocks of 
galvanized sheet steel and galvanized 
sheet steel products of No. 29 gage and 
lighter it will no longer offer any more 
material lighter than No. 28 gage. It 
is probable that the jobbers generally 
will adopt the same course with regard 
to light gage galvanized sheet steel. 





Pittsburgh Hardware Busi- 
ness Reported Quiet 


The Pittsburgh hardware trade is in 
the midst of the mid-summer lull. In 
point of business July fell somewhat 
behind the same month last year. The 
trouble this year is that the call for 
seasonal lines is fairly well along and 
there is not the usual amount of busi- 
ness in futures. It is said that re- 
tailers feel that in general prices are 
as high as they are likely to be and 
have been very sparing in their orders 
for fall and winter goods. The week 
has brought out no important price 
changes. Collections in this district are 
only fair. 


| 
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| shovels. 


Ames Snow Shovels Higher 


in Boston Market 


bers was an advance in Ames snow 
The company has discontinued 
selling under the brand name of 
“Massachusetts.” Other changes re- 
ported by manufacturers amount to 
only a few cents each dozen; not 
enough to influence jobbers’ lists. 
There are, however, quite a number of 


| these petty changes being made. 





The Trend in Major 
Industries 


STEEL—Production holding around 
60 per cent of capacity. Demand fair. 
Prices seem stabilized with prospect 
for upturn later in the year. 





undertone in non-ferrous metals. Cop- 
per advances to 14%c. a pound as 
statistical position strengthens. 


OIL—Marked drop in light crude 
production from recent peak. Scat- 
tered price advances continue. Oil com- 
pany inventory values show very con- 
siderable appreciation. 

TEXTILES—Further gain in dry 
goods trade due to weather conditions. 
Production still on restricted basis but 
curtailment no longer spreading. Lead- 
ing interest cuts wages of woolen mill 
workers 10 per cent. 

LEATHER—Shoe manufacturers re- 
suming operations actively after inven- 
tory period. Demand for leather and 
hides good. Prices firm with advanc- 
ing tendency. Industry likely to score 
further gain. 

MOTORS—Seasonal tapering-off in 
manufacturing centers becoming more 
pronounced. Industry in much better 
position than at this time last year. 

TIRE 
as crude rubber market rises to new 
high levels under the influence of strong 
speculative tide. Tire makers restrict- 
ing output somewhat earlier than 
usual. 

TOBACCO — Outlook for tobacco 
companies favorable. Cigarette sales 
continue to establish new high marks, 





_well ahead of recent years. 








indicating substantial earnings for the 
large companies. Cigar industry still 
less favorably situated. 


MACHINERY —Farm implement 


_sales undergoing usual summer de- 


cline, but aggregate total of business 
Profits of 
'manufacturing companies should show 
_material betterment this year. 


BUILDING—Construction activities 
| sustained at very high level. Opera- 
tions in representative centers greatly 


In excess of corresponding period a 


year ago. Lumber prices seem to be 
stabilizing after steady decline since 
beginning of 1925. 


COAL—No change in nearby outlook 


for coal industry. Reserve stocks 
register material slump, but prices 
show no tendency to recover. Wage 


negotiations between anthracite work- 
The only important change in prices | 
reported the past week by Boston job- | 


ers and operators still dragging along. 


PUBLIC UTLILITIES—With ex- 
ception of the traction group, public 
utility gross and net revenues are main- 
taining an uptrend. Merger and ex- 
pansion programs result in greater 
operating economies. 


SUMMARY—With trade and indus- 
trial activities somewhat above sea- 
sonal expectations, confidence in the 
outlook is growing. Improvement in 
leather and textiles together with the 
high rate of building operations are 
features in the present situation. Com- 
modity prices show a disposition to 
harden in recognition of the better 
balance between current demand and 
supply. Statistical indices of business 
indicate a large volume of distribu- 
tive trade.——From the Wall Street 
Journal. 


i 


Northwest Sales Improving; 
Collections Normal 


Trade in general over the Northwest 
shows improvement, especially during 
July. There are some sections where 
storms or lack of moisture have injured 
the crops, but on the average indica- 
tions are for another good yield. 
Dealers in the rural districts are re- 
porting a very nice increase in business 
during the year over that of last year, 
or several years. Collections are up to 
normal for this season of the year. 





Cleveland Market Shows 
Improvement 


Business with Cleveland jobbers 
shows a slight improvement and is 
satisfactory in volume. Orders are 
numerous but not large. Some lines 
of seasonal summer merchandise are 
still in good demand, but there is not 
much activity in fall and winter mer- 
chandise. The most important price 
changes are advances on roofing ma- 
terial and on tires and tubes. 
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New England July Jobbing Sales Ahead 
of Last Year’s—Retail Business Also Larger 


(Boston office of HARDWARE AGE) 


HELF hardware jobbing sales for July ran well in excess of 


those for the corresponding month last year. 


In fact, some 


of the wholesale houses said it was one of if not the best 


July in the history of their organizations. 


Retail business in 


New England was good last month, particularly the past week, 


local rains apparently having little influence on trade. 
ness, however, was hardly in keeping with jobbing. 


Retail busi- 
In explanation 


it is reported that jobbers, preparing for a practical suspension of 
business for two weeks owing to vacations, made a specjal effort to 
round up business, and at the same time shipped everything possible. 
With two weeks practically out, August jobbing sales naturally will 
show a decided contraction from July. 

Taking the retail business collectively for the seven months ending 
July 31, it appears business is about 10 per cent larger than last year. 
Some stores show a much greater increase; others are just about 
even; while still others disclose a slight falling off. The record of 
the trade as a whole, however, is quite flattering when general busi- 
ness conditions in New England are taken into consideration and 
when comparison is made with retail sales of merchandise other 


than hardware. 


The general feeling is that business the last five 


months of the year will average higher than during the first six 


months. 
hardware dealer after all. 


In that event 1925 will be a pretty good year for the retail 
Quite a few retail dealers interviewed 


the past week seem to feel that they are going out for business 


harder than ever. 
showing. 


APPLE PARERS.—A small yet per- 
sistent demand for apple parers is re- 
ported by the jobbing trade. Buying, 
they say, largely represented small 
dealers who previously held off on 
covering. 


We quote from Boston jobbers’ 
stocks: 

Apple Parers.—Little Star, 
doz. net; Rocking table, $12. 


BARBED WIRE.—While not by any 
means active, the call for barbed wire 
is better than it usually is at this time 
of the year. There is a feeling in 
wholesale circles that at least some of 
the retail trade anticipate higher 
rather than lower prices on such stock. 


We quote from Boston jobbers’ 
stocks: 

Barbed Wire.—From mill, 4-point, 
Lyman, in car lots, $3.40 per 100 Ib.; 
in less than car lots, $3.65. Two-ply, 
twisted, galvanized, in car lots, $3.40 
per 100 lb.;'in less than car lots, $3.65. 


BITS.—Both electric and carpenters’ 
bits are selling better than they were 
a year ago. The big movement na- 
turally is in carpenters’ tools. 


We quote from Boston jobbers’ 
stocks: 

Augur Bits.—Flectric 10/16ths, $6.25 
per doz. net; 11/16ths, $6.60. Carpen- 
wally 8/16ths, $5.30; 9/16ths, $5.75; 
10/16ths, $6.25; 12/16ths, $7.10. Sets, 
32% quarters, in i $7.40 the set, 
in canvas rolls, $7.50 


BOTTLES.—It has been necessary for 
quite a number of retail dealers to 
replenish vacuum bottle stocks, con- 
sequently the wholesale market ap- 
pears fairly active. 


$9 per 





Possibly their action explains their turnover 





We quote from Boston jobbers’ 
stocks: 

Bottles. — Thermos, brown, pints, 
$1.50 each list; quarts, $2.50. Nickel 
plated, pints, $2.75. Plain, pints, $3; 
quarts, $4.25. Corrugated, half-pints, 
$2.25; pints, $2.75; quarts, . 

Universal Line.—Brown, pints, $1.75 
each list; 7. $2.75. Green, half- 
pints, $1.7 5; pints, $2; quarts, $3. 
Corrugated, ‘pints, $2. 35: quarts, $3. 60. 
Nickel plated, pints, $3: quarts, $4.50. 

Discounts—-25 and 10 per cent. 


CAMP STOVES.—The retail trade 
keep picking away at camp stoves, par- 
ticularly the city dealers. Individual 
orders are for small amounts of 
goods, but the aggregate weekly book- 
ings by jobbers is encouraging. 

We quote from Boston jobbers’ 


stocks: 
Ca =P Stoves.—No. 2, $8.50 each 
net; No. 9, $6.25. 

CHALK AND CHALK LINES.— 
Thanks to the continued activity in 
building lines, there is a small yet 
steady demand for carpenters’ chalk 
and chalk lines. 


We quote from Boston jobbers’ 


stocks: 
Carpenter’s Chalk. iy $1.28 per 
gross; red, $1.60; blue, $1.60 


Chalk Lines. —Monarch brand, No 
0, yA per gross net; No. 1, $6.30: No. 


9’ 
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CHOPPERS.—With the preserving 
season on in full swing, quite a few 
of the retail trade have found it neces- 
sary to round out their stock of food 
and meat choppers. It is believed the 
general retail trade is lightly supplied 
with this class of merchandise, con- 











sequently jobbers anticipate continued 
good business. 


hat _ quote from Boston jobbers’ 
stock 

Food Choppers. —U niversal a No. 

$1.25 each net; No. 1, $1.5 No. 
si. 86; No. 3, $2.37. Russwin a No. 

$18. 23 per doz. net; No. 2, $22.28; 
No. 3, $28.35. 

Parts.—Universal line, body, $1 to 
$2.25 each list; feed screws, 50c. to 
$1.30; cutters, 25¢c. to 30c. each; 
cranks (complete), 50c. to 60c.; clamp 
screws, 45c.; thumb nuts, 20c.; han- 
dle screws, 10c. Discount, 25 and 10 
per cent. 

Meat Choppers.—Universal line, No. 
323, $2 each net; No. 331, $3.38; No. 
333. $3.72; No. 304, $5.91; No. 344, 
e . 5. 


CORN CUTTERS.—The market for 
corn cutters has been and is quite 
satisfactory, say jobbers. Distribution 
has been on a somewhat larger scale 
than it was last year at this time, 
indicating retail stocks were generally 
depleted. 


We quote from Boston jobbers’ 
stocks: 

Corn Cutters.—Vermont, $3 a doz. 
net; Wallingford, spring steel, No. 
6c. $5.35; Brooks, corrugated, $4. 


FLASHLIGHTS.—Now that the vaca- 
tion season has started, the movement 
of flashlight batteries and cases out 
of retail and wholesale stocks is as- 
suming goodly proportions. The buy- 
ing covers a wide range of sizes and 
styles. 

We quote from Boston jobbers’ 
stocks: 

Cases. — Without batteries, six or 
more assortments to the unit, No. 
2612, 97c. each net; No. 2619, $1.24: 
No. 2637, $1.65; No. 2672, $1.79; No. 
2694, $2.50. 

Batteries.—Six or more assortments, 
to unit package, No. 935, 8%ec. each 
net; No. 950, 9%c.; Tungsten, No. 
705, 281ec. each net; No. 790, 1914c.; 
No. 791, 17¢c.; No. 700, 17¢c.; No. 703, 
22c.; No, 750, 17c. 

FLY PAPER, RIBBON AND SPRAYS. 
—So great has been the public demand 
for all kinds of pest destroyers this 
season, the retail buying movement has 
extended over a longer period than 
usual. 


We quote from Boston jobbers’ 
stocks: 

Fly Paper.—Improved, handy, $1.10 
per carton; in five carton lots (case), 
$5 per case. 

Ribbon.—Tanglefoot, $1 per carton; 
case lots, four cartons, $3. 30 per case. 

Sprays.—Half pints, $4 per doz.; 
pints, $6; quarts, $10; gallons, $32. 

Sprayers.—Half pints, $2.80 per doz. 

Swatters.—Favorite, cord bound, $6 
per gross; Sure-Hit, $6.50. All prices 
are net, 


FREEZERS.—-Jobbers report sales of 
ice cream freezers during the past 
week as exceptionally large for this 
time of the year. It is quite evident 
that retailers who believed themselves 
well covered for the season have 
changd their minds. 
We quote from Boston jobbers’ 


stocks: 
Freezers. — White Peer te ge 1-qt., 
$4.85 list: _2-at., $5.6 3-qt., $6.75: 


4-qt., $8.25: 6-at., $10. te: 8-qt., $13.50: 
10-qt., 18: "42-qt., $21.50; 15-qt., $25; 
20-qt., $33.20; 25-qt., $42.60. 








a4 


$4 list; 2-qt., $4.60, 


Arctic, 1-qt., 
$6.80; 6-qt., 


3-qt., $5.55; 4-qt., 
S-qt., $11.10; 10-qt., $14.80; 
$16.65; 15-qt., $23.30; 20-qt., 
Jobbers’ discount, 50 per cent from 

store or factory. 
$2.95 list; $3.45; 


Alaska, 1-qt., 
3-qt., $4.10; 4-qt., $5; 6-qt., $6.30; 
S-qt., $8.20; 10-qt., 10.75; 12-qt., $14; 
15-qt., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt. only, $2.25 
less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6: 3-qt., $8; 4-qt., $10. Discount, 
33% per cent. 

GALVANIZED WARE.—For current 
needs there is a good demand for gal- 
vanized pails, while ash cans, coal hods 
and garbage cans are being booked for 
delivery later in the year. Jobbers 
are of the opinion that their sales of 
galvanized ware this year will run well 
above those for 1924. 


We quote from Boston jobbers’ 
stocks: 

Pails.—Galvanized, No. 1312, $4.86 
per doz. net; No. 1314, 40-Ib. to the 
doz., $5.40; No. 1514, 50-lb. to the 
doz., $6.96. 

Garbage Cans.—Galvanized, No. 4, 
$1.15 each net; No. $1.60; No. 1, 
$1.88. Underground cans, inside can, 
$1 x 17 in., $10.50 each; 15 x 22 in. 
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Coal Hods.—15-in., $3.64 a doz. net; 
16-in., $5.12; 17-in., $5.50; 18-in., $6. 
Ash Cans.—National Enameling and 
Stamping line, No. 190, $4.20 each 
net; No. 171, $3.50; No. 181, $3.88. 
Other makes, No. 1700, $28 a doz. 
net; No. 1800, x 
Watering Pots.—4- -qt., $6.25 per doz. 
net; 6-qt., $7; 8-qt., $8; 10-qt., $9.75; 
12-qt., $10.80, and 15- qt., $13. 
GRASS HOOKS.—Manufacturers of 
grass hooks have issued new price lists 
on grass hooks, but so far as those 
items carried by local jobbers’ prices 
remain unchanged. 
We quote from Boston jobbers’ 
stocks: 
Reliance, No. 
Lawn King, $6.50; Little Giant, $5.25 


2-qt., 


70, $3 net per dozen; 


Little Giant, adjustable, $6; Little 
Giant, long handle, $8; Komet, $4; 
agg | Axe, briar edge, offset han- 
dle, R 


HATCHETS.—Axes are not selling to 
any extent, but there is a very good 
absorption of hatchets, the demand 
running to practically all makes and 
styles, but especially to those adapted 
to the building industry. 


We quote from Boston jobbers’ 
stocks: 

Hatchets.—Vaughan & Bushnell 
line, supersteel grade, No. E2, shing- 
ling, $1.33 each net; board, $1.70; 
lathing, $1.33; claw, $1.44. Jarden 
City blue grade, No. G2, shingling, 
R0c. each net: board, $1.10; lathing, 
RNe.; claw, 92c. Underhill pattern 
vanadium lathing, $2.14 each net. 


TRON AND STEEL.—Individual pur- 
chases of iron and steel are small, 
according to common jobbing talk, but 
aggregate weekly sales are well ahead 
of those for the corresponding period 
last year and there is every indication 
sales will continue to compare well 
throughout the summer. 


We quote from _ Boston 
stocks: 

Steel.—Soft steel bars, $3.25% 
100-lb. base; flats, $4.15: plain con- 
crete bars, $3.26%: deformed con- 
crete bars, $3.26%: tire steel, $4.50 ° 
$4.75; open-hearth spring steel, 
and $10: crucible spring steel, $12. 
bands, $4.01% to $5; hoops, $5.50 to 
6: half rounds, $4.90: ovals, $499: 
hexagons, $3.26%: cold rolled steel, 
$3.95 to $4.45; toe calk steel, $6: 
structurals, angles and beams, 
$3.36; plates, $3.36% to $3.59. 

iron.—Refined. iron bars, $3.26: 
best refined, $4.60: Wayne, $5.50: 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 

Differentials.—Quality, 
than 1000 lb. of a size, 


jobbers’ 


per 


lots of less 
50e. per 100 


LUNCH KITS.—As 


| 
| 
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lb. extra; lots of 1000 to 1999 Ib., 20c. 
extra. 
is the case in 
vacuum bottles, retailers find them- 
selves obliged to replenish lunch kit 
stocks. As a result, the movement of 
goods out of jobbing stocks is a little 
heavier than it usually is at this time. 
We from Boston jobbers’ 


stocks: 
Lunch Kits.—No. 324, ey =. 
ni- 


list; No. 400, $3: No. 425, $2. 

versal line, No. 310, $2.85 i list; 

No. 320, $3.25; No. 410, 3. 
Discount, 25 and 10 per cent. 


NAILS.—Nails, for spot shipment, are 
quite active, but the retail trade is not 
evincing much interest in futures, al- 
though the common belief in wholesale 
and retail circles is that prices are 
more likely to be higher than lower. 
The retail trade evidently is of the 
opinion it can secure its wants later 
in the year. 

quote 


quote 


from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.70 per 
keg base; from mill, in car lots, $2.70 
per keg base; in less than car lots, 
$2.95. Cement coated, in count kegs, 
from mill, in car lots, $2.40 per keg 
base f.o.b. Pittsburgh; in less than 
car lots, $2.65 from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base. 
Western cut nails, direct shipments, 
in car lots, $3.60 per keg base f.o.b. 
Pittsburgh; in less than car lots, 
$3.75. Tremont cut nails, direct ship- 
ments, $3.95 per keg _ base, f.o.b. 
Wareham, Mass.; hardened _ steel 
floor nails, direct shipments, $7.60 
f.o.b. Wareham. Cement coated nails, 
from store, boxed, $4.60 base. Fac- 
tory shipments, in count kegs, car 
lots, $2.50 base; in less than car lots, 
$2.30, f.o.b. Pittsburgh. 


OARS.—Those retail dealers handling 
oars report a good business this year, 
and most of them feel reasonably sure 
they will clean up well. Other boat 
accessories are in demand as well. 


We from Boston jobbers’ 
stocks: 
Oars.—New England pattern, plain, 
ash, 20c. per ft. net; spruce, c. 
Rowlocks. — Galvanized, ribbed, 103 
lb. to the 100, 28c. per pair; 7 Ib 
to 100, 30c. per pair. Cast iron, 
round socket, 28c. per pair; cast 
iron, pinned socket, 28c. per pair; 
galvanized cast iron, North River 
type, 28c. per pair. 
POTATO DIGGERS.—Although , most 
of the hardware trade having a call 
for potato diggers have supplied their 
wants, quiet buying is in progress all 
the time, is the report of wholesale 


firms. 
We 
stocks: 
Potato Diggers.—Five oval prong, 
neck, $11.55 per doz. net; bent 


quote 


quote from Boston jobbers’ 


goose 

head, $11.70; six oval prong goose 

neck, $12.50; bent head, $12.65. 
PRESS ES.—Further bookings of 


presses are noted in jobbing circles. 
Some of the retail trade are taking in 
stock earlier than usual on the theory 
that wine and cider will be made at 
least two weeks earlier than last year. 
We Boston jobbers’ 
stocks $4 


Fruit Presses.—BPBrownie, 
each net. 


ROPE.—Good sales of rope are re- 
ported by retailers located along the 
seaboard. 


quote from 


8-qt., 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 26c. per Ib., base; 
sisal rope, 20%c.; hay rope, 21c.; cot- 
ton rope, 46c. 

Lathe Yarn.—Sisal, C130, 20c.; D200 
21e. per Ib. 


| 
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Twine.—Hemp in %-lb. —T No. 
= eg ea lb.; No. 18, 35c.; No. 24, 
36, ’ 32c.; No. 48, "3le. In 

eit. ~— No. 18, 37c. a Ib.; No. 24, 


36c. On reels, No. 18, 36c. a ib. Cot- 
ton marsac, three-ply, in 5-lb. sacks, 
No. 1, 62c. a lb.; masma, No. 2, 59c.; 
jute, in %-lb. balls, 27c. cable laid, 
No. 36, 75c.; Wool twine, four-ply, in 
1-lb. balls, 17c. a Ilb.; marlin, two- 
ply, in 1-lb. lots, 24c. a lb.; in 50-Ib. 
rolls, 27c.; three-ply, in 1-lb. balls, 
23c. a lb.; in 2-lb. balis, 20c. 


SHOVELS.—Steel snow shovels here- 
tofore manufactured by the Ames in- 
terests under the name of “Massa- 
chusetts” have been’ discontinued. 
Similar goods will be sold under the 
firm name of “Ames.” Prices on the 
Ames brand will be higher than on the 


Massachusetts. 
We quote from Boston jobbers’ 
stocks: 


Steel Shovels. — Polished, fourth 
grade, No. 2, $12.70 per doz. net; No. 
3, $13.10; extra D-handle, No. 2, 
$13.95. Ames brand, No. 2, $18.01; No. 
3, $18.41; extra D- — No. 2, 

$1 9.41 per 


$19.26. Ames scoops, No. 
doz. net; No. 5, $19.80; NG. 6, $20.19. 

Snow Shovels.— Wooden boys, with 
tip, No. 67, per doz. net; single 
steel tip, .60; double steel 
tip, No. 69, $8. 60; malleable tip, No. 
68, $9.70; Crescent, $10.20; Pathfinder, 
$10. 20. Ruggs line, steel, long han- 
dle, Hibbard, No. 500, $5 per doz. net; 
steel D-handle, $6; split wooden D- 
handle, $6. Ames, long handle, $9.45; 
malleable D-handle, $10.15. 


SILVERWARE.—Weddings are about 
as numerous as they were in June, and 
as a result silverware continues to 
move out of retail stocks in goodly 
volume. 

We quote from Boston jobbers’ 


stocks: 

Silverware. — Community Tudor 
plate spoons, tea, $2 per doz.; des- 
sert, $3.74; table, $4; soup. $4: forks, 
dinner, $4; dessert, $3.75: knives, 
dinner, embossed handle, 4.50; des- 
sert, $4.38; dinner, plated, $11.40; 


stainless, $12.68; dessert, hollow han- 

dle, $10. 78: stainless, $12; fruit, $4.44. 

Discount for cash, 9 per cent. 
WASHBOARDS.—Numerous orders 
for washboards were booked by jobbers 
the past week. In fact, sales were 
heavy for this time of the year. 


We quote from Boston jobbers’ 
stocks: 
Washboards.—Tin, $2.80 per dozen: 


steel, $4.50; glass, $6; zinc, $6.15: 
brass, $6. 25: double galvanized iron, 
$4.50. 
WASH BOILERS.—Sales of wash 
boilers likewise were better than 


jobbers anticipated. The high cost of 
laundry work evidently is driving 
many people in the country and at the 
seashore to have the washing done at 
home. 
We 
stocks: 


le Boilers.—Copper, mothe Ses 
No. 


quote from Boston jobbers’ 


, $25; No 


82, $25; No. 92, $26.6 

WASHING ACHING —‘There is a 
market for washing machines every 
day in the week, says one hustling 
retail house. “We do not mean we sell 
a washing machine every day, but we 
find people whom we can interest, and 
that means a possible sale next week 
or later.” 


We quote 
stocks: 
Washing Machines.—Haag line, cyl- 


from Boston jobbers’ 


inder type, wood tub, No. 10EF, $62 65 
each net; galvanized tub, No. 7T0F, 
$87.50: metal cylinder, No. 75E, $87.50. 


galvanized tub, No. E31, 
$113.75. 


Evere: ady, 
$104.65; copper tub, No. E41, 








Ovens 








PERFECTION— 
No. 211 1 burner’ plain door... .$2.30 
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No. 211G 1 burner glass door.... 2.70 


New York Sales Ahead of Last Year 


* oa . 

29 2 ‘ners glass yor... 6.00 

Business Continues Consistent No. 1i8d 2 burners! glass door. 600 

venles’s discount, on 10 or more, 

30 and 5 per cent; less than 10, 30 
per cent. 


USINESS in the New York wholesale market continues to hold | , bey sant 
up, as well as can be reasonably expected at this season of the me. Soe 2 Daeners gine peng NOR 
eaie aise oO > ‘ 
year. Several of the wholesalers report sales, on both staple and 5 per cent; less than 10, 30’ per 











and seasonal lines, as being slightly ahead of last year’s business. ae 
A large part of the business reported during the past week con- No. 05 1 burner solid door......$2.10 
sisted of fill-in orders, particularly on seasonal lines such as garden a. aan 2 bee et eee 
tools, lawn mowers, rakes, and steel goods for gardening purposes. ae ane S Gece aah ae ae 
Practically no price changes were reported during the week, | No. 20 2 burners glass door.... 5.40 
and while there were a few departures from prevailing price levels, ee 6 eee ee” ea 
Dealer's discount, 30 and 5 per cent. 


these were in mostly all instances, in the nature of minor readjust- 
ments. Retail sales have shown no marked improvement. 


een | Water Heaters 
' $45.00 











following household and personal use 
brushes, which are quoted here at list 


ED. | ioe bb obo dee eek bse kaa 7 
° Spring cotters, 30 per cent. Perfection No. 412 pb iee dae eee eed 40.00 
Rope Demands Fair | 7a ae aan ee, oe Perfection No. 421.............- 80.00 
cent. Nesco diseount, 30 and 5 per cent; 
rn . oa > : “_ *erfecti ise 30 and 5 per 
The rope demands continue fair. Round head iron rivets, 55-5 per Perfection discount, = 
Dealers ellie situated along the cent; tinners’ rivets, black and tin, cent in lots of 10 or more; less than 
< ; y 8th ions 60 per cent. | 10, 30 per cent. 
water front are reporting a satisfactory Machine screws, round head and ae 
volume of sales, but this condition does an head, iron 70-10-10 per cent, and , 
not apply generally. yrass, 70 per cent. Wicks, Etc. 
JOBBERS’ QUOTATIONS TO RE- _ Rockweave wicks, 25c. each. 
TAILERS, F.O.B. NEW YORK: . | Perfection and Puritan, $4 per doz. 
ope, No. 1 Manila standard Brush Prices Firm and $48 per gross. a 
brands. 24c per lb.: No. 2 Manila Discounts same as on oil cook 
ws pogcen on tag tte ; i sho — | stoves, ovens and heaters. 
standard brands 22¢. per, tb. Ne 1 | Household and personal brushes are ™ 
No. 2 sisal standard wwande, 18¢. continuing to move actively in the New | —— 
per Ib. York wholesale market, and some job- | 
Twine, 3-ply wrapping twine, No. bers repor i | Y 
1, 23¢. per Ib.; No. 2, 2c. per Ib. port a fairly active demand for | Good Demand for Freezers 
Twine, 3-ply wrapping twine, No. assortments. Prices are firm, and 
|, 23c. per Ib.; No. 2, 2lc. per Ib. | stocks are reported as being adequate. A fairly satisfactory demand is re- 
India, hemp twine, No. 8, 16c. per | Jobbers quote retailers f.0.b. New York ported for ice cream freezers in the 
lb.; BB twine, fine dark, 224%c. per a discount of 33 1/3 per cent on the : 
| New York wholesale market. Stocks 


Ib.: fine light, 24c. per Ib. : 
aoaiahmeniions are sufficient to meet the current de- 























, prices. _mand, and prices are holding. 
Roller Skates Active Nail-brushes, 85c. each; split duster, | JOBBERS’ QUOTATIONS TO RE. 
° $1.25; cloth brush and skirt brush, TAILERS, F.0O.B. NEW YORK: 
A consistent demand for roller skates $1.60; dust mop, $1.90; bath brush, | Gray Goose freezer, 1-qt., $2.45: 2- 
. , medium, $1.95; large, $2.30; refriger- . it. 
is reported by wholesalers in the metro- : . qt., $2.81; 3-qt., $3.35; 4-at., Si. 10, 
. ° Bat ator brush, 30c.; percolator brush, oe 5 Oo 
politan area during the past few weeks. 15e.; vegetable brush, 25c.; dish mop, and 6-at., $5. es 
12ac 35e.; 3 .: ‘ ‘ ‘ — a ¢ e Ts ; atcn 
Prices are firm, and stocks generally ee ee cos a | take a discount of 20-10 per cent off 
adequate for current requirements. anlar gil | list. 
JOBBERS’ QUOTATIONS TO RE- sas ; Peerless ice chippers, Cyclone ice 
TAILERS. F.0.B. NEW YORK oa chippers, Toy Town ice’ crushers 
eller ekates. Walen Mo. 6 bell and freezer floor clamps take a dis- 
sk: Ss, i , * e v 
bearing, for boys, $1.42 per pair; Active Demand for Oil Cook ee a Sen ol 
same, No. 6, for girls, $1.52 per pair. 10 per cent. — = nines 
—_ . ee Sa -— yy a Stoves White’ Mountain freezers, 2-at., 
No. 3. 78 ‘oan ‘wake —— a om , $2.83 @ach; 3-qt., $3.38 eagh; 4-qt., 
St, i ee eer ante: There has been no abatement in the $4.12 each; 6-qt., $5.23 each, 8-qt., 
No. 1624%, $1.19 per pair; No. 524%, demand from the suburban districts — ni ly sat. or 
$1.31 per pair; No. » 124%, $1.69 per for oil cook stoves. The demand from each: 2-at., $4 each; 3-qt., $5.35 each, 
peesig. 91.44 Ger oaie Ne” beeul, Long Island, Staten Island, and North and 4-qt., $6.67 each. 7 
i. ae nee ai Se See, Te Bes New Jersey is stated as being satis- a — freezer, 1-qt. size, 
pair. , : factory. Prices are holding, and stocks Fen> am. _ 
— bob ice skates, 45c. pe sufficient. 
—_---— JOBBERS. get ages | TO RE- W | G t 
, TAILERS, F.0.B. NEW YORK: | ood Screws Quie 
Bolts and Nuts Selling Well | perrection— | } 
* No. 72 2 burners onmeeer eee eee wnwnee $17.50 j No material improvement 18 reported 
i ee Ree 22.50 | ome é 
m New York ‘. hihees........., 98 50 fw the demand for wood screws. The 
. TUG. Te © WUPMOTE... . ccccccccccess SOM ‘bulk of the business being done con- 
The sale of bolts and nuts _ the Perfection dealer’s discount, 30 and ‘sists of fill-in orders. There has been 
New York market continues consistent. 5 per cent on lots of 10 or more: on | Sis , = : =. 
There has been no departure from pre- less than 10, 30 per cent. |no change in the price situation, anc 
vailing prices, and stocks are sufficient | puRITAN (Improved Model)— stocks are satisfactory. 
for current needs. No. 42 2 burners.............ee. $17 JOBBERS’ QUOTATIONS TO RE- 
JOBBERS’ QUOTATIONS TO RE- /— fs ee ee 25 60 TAILERS, F.O.B. NEW YORK: 
TAILERS, F.O.B. NEW YORK: No. 44 4 burners............... . 28.50 Wood screws, iron bright, fiat 
Bolte.— Common carriage bolts, _Puritan discounts same as Perfec- | head, 72%-33% per cent. . 
small sizes and large sizes, 30-10 per tion. | Same, iron blued, round head, 70, 
cent. NESCO— 25 and 5 per cent. 
Machine bolts, all sizes, 40 and 10 ee PR aaa _ Same, brass, flat head, 70, 25 and 
per cent. NO. Bie © WONMOTD 2... cscccses 17.35 5 per cent. ; 
Lag screws, 40 and 10 per cent. ee, eee 22.50 Same, brass, round and eval head, 
Stove bolts, 75-10 per cent; both PO, BEG SD POND occ cccccees 28.00 67%, 25 and 5 per cent. 
flat and round head. No. 215 5 burners ............. 39.50 _ Galvanized, flat head, 57%, 5 and 
Sink bolts, 75 to 75 and 10 per cent. No. 1102 high shelf only........ 5.25 5 per cent. ial 
Tire holts, 45 to 50 per cent. No. 1103 high shelf only........ 6.50 Nickel plated, round head, 60, 25 
Step bolts, 33% per cent. No. 1104 high shelf only........ §.00 and 5 per cent. 
Machine bolt shields, 65 per cent. No. 1105 high shelf only........ 9.75 Full packages are extra 5 per cent. 
Prices vary in different sections of Nesco dealer’s discount, 30 and 5 . Escutcheon pins, 33% per cent off 
wt. 





the city. per cent. 
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Consistent Demand for 
Spring Goods Reported in 
N. Y. Wholesale Market 


There has been no marked change 
in the demand for lawn mowers, prun- 
ing shears and kindred lines, and the 
majority of wholesalers in the metro- 
politan market report a consistent de- 
mand from retailers desirous of round- 
ing out stocks, particularly in West- 
chester County, Long Island and North 
Jersey. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 


Hedge Shears 


_ Disston, plain, 8 in., $1.65, and 9 
in., $1.78 per pair; 10 in., $1.90 per 
pair. 

Disston, notch, 8 in., $1.78: 9 in., 
$1.90, and 10 in., $2.02 per pair. 


Wheelbarrows 


Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow, steel tray, wood 
frame, steel wheel, $5.60 each. 

Same, with steel frame, $7.35 each. 

Dutchess garden barrow, body 
width, 19% x 15%, $5.60 each. 

Same, 21% x 19, $5.60 each. 

Same, 25 x 24%, $7.25 each. 


Border Shears 

Without wheel, $2.95 each: with 
wheel, $3.50 each. 

Lawn shears, with two wheels, 
$3.50 each. 

Sprayers 

Galvanized, 4 gal., $4.88 each: 
brass, 4 gal., $7.50 each; bucket 
pump type, $2.75 each. Tin, 3% pint, 
23c. each. Tin, 1 qt., 3le. each; 
brass, 1 qt., $1.15 each; galvanized, 
1 qt., continuous, 88c. each. 


Pruning Shears 


Pexto pruning shears, 9-in. blade, 
California pattern, black finish, vol- 
ute spring, 68c. each. 

Same, polished, $1.05 each. Same 
with ratchet nut, polished, $1.23 each. 
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S. Smith No. 0 Spiral spring, 9 in., 
$4.70 doz.; No. 21 Flat spring, 9 in., 
$8 doz.; No. 30 Volute spring, 9 in., 
N. P., $14.70 per doz.; No. 130 Volute 
spring, ratchet nut, $9.70 per do#; 
No. 140 Volute spring, 9 in., N. P., 
ratchet nut, $16.35 per doz.; No. 4770 
on spring, 6 in., N. P., $12.70 per 
doz. 

Disston’s Extra Quality.—No. 159, 
$24.75 per doz.; No. 250 Volute spring, 
half pol., 8% in., $21.50 per doz.; No. 
152 Hinge spring, full pol., 8% in., 
$21.50 per doz.; No. 153 Leaf spring, 
full pol., 8 in., $24 doz.; No. 253 Leaf 
spring, half pol., 8 in., $20.75 per 
doz. 

Disston Pruning Shears. — No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2, 
Med., 27% in., $2.17 pr.; No. 5, han- 
dies, 9 in., pol. blades, 3% in., $1.65 


pr. 

Standard Tree Pruners—6 ft., 
$1.30; 8-ft., $1.40; 10-ft., $1.55; 12-ft., 
$1.70 each. 

Disston’s Extra Quality Tree 
Pruners.—6 ft., $2.80; 8-ft., $3.05; 10- 
ft., $3.35; 12-ft., $3.50 each. 

Little Giant Pruning Hooks and 
Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each. 

Pruning Saws.—Disston’s 3 x 16, 
99c. each; 4 x 16, $1.19 each: 5 x 16, 
$1.25 each; 7 x 16, $1.48 each; 40 x 16, 
Sle. each. 

Pruning knives, 62c. each. 


J. T. Henry Manufacturing Co. 
Pruning Shears 


o. 0 spiral _ spring, 
i. «~<sdcesseskeucesees $4.50 per doz. 
o. 1 Henry’s genuine 


N 
N 


flat brass springs.... 8.25 per doz. 
No. 4665, 9-in. Califor- 
Se: DE 3 avessece 8.00 per doz. 


No. 466, 9-in. polished. 12.00 per doz. 
No. 4671, 9-in., ratchet 

TE on 0'668560666025000 9.10 per doz. 
No. 4770, 6-in., ladies’. 12.00 per doz. 
No. 471, heavy wide 

Pe «- Saesescuseseunes 14.50 per doz. 


Rubber Hose 


Rubber hose, %& in., black rib, 
molded, in 25-ft. lengths, 10c. per ft.; 
same in. 50-ft. lengths, 9%c. per ft.; 
same, better grade, red, in 25-ft. 
lengths, 12c. per ft.; and in 50-ft. 
lengths, 11%4c. per ft. Electric black 





early September. 
is looked for. 
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rib, in 25-ft. lengths, 1644c.; and in 
50-ft. lengths, 15%, c. 


Hose Nozzles 


Rainbow, $5.50 per doz.; Stewart, 
$1 each. 


Hose Reels 


All Metal, channel steel frame, 
cast iron wheels, 9 in. corrugated 
steel drum, enameled green and 
black, $2 each. 

All Metal, steel rod, electrically 
welded together, japanned, galva- 
nized steel drum, diameter of 
wheels 21% in., handle 20 in. long, 
$2.25 each. 

All Metal, tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels, enameled, 21 in., reel 
height, $3.85 each. Same, with 
height of reel 24 in., $4.45. 

Dahlia Poles 

Dahlia poles, 2 ft., 3%c. to 5%c.; 

3 ft., 7c. to 8c. 
Sprinklers 

Ring type, $6.25 per doz.; Revolv- 
ing, with three arms, $13.80 per doz. 
Two Purpose, $1.33 each; Rainking, 
$2.33 each; Giant Rainking, $6.67 
each. 

Poultry Netting 

Poultry netting, New York stock, 
50 per cent off list; factory stock, 
50 and 714 per cent off list. 





Wine Presses Moving Well 


As reported last week, wine presses 
are in fairly active demand in the New 
York wholesale market, and deliveries 
are scheduled for late August and 
No change in prices 


JOBBERS’ QUOTATIONS TO RE-.- 
TAILERS, F.O.B. NEW YORK: 
Boss press, No. 1, $6.70; No. 2, 
$7.50; No. 2%, $10; No. 3, $12.75, and 
No. 4, $16.25 each. 
Boss presses, with hinged tub, No. 
2, $8.60; No. 2%, $11.15; No. 3, $14, 


and No. 4, $17.30 each. 
Crushers, aluminum teeth, $6 each. 








Curb the Talk 


N unusually keen analyst the other day summed up the big difference between salesmen in 
A this wise: “Most of them only think through to the first comma. A struggling few man- 


age to reach the semi-colon. 


And you can count on your fingers those who really think 


through to the period.” He had in mind the salesmen of one organization but he might just as 


well have had salesmen in general in mind. 
No wonder Rodin’s great statue is “The Thinker.” 


ing is on the increase. 


This laziness in the matter of think- 
Perhaps salesmen are suffering from it no more than other classes but 


it is probably more unfortunate with them. And where they shy at thinking, they seem to be 


called upon to hide their deficiency behind a smoke-screen of talk. 


Dr. F. W. Wittich of the University of Minnesota announced the other day that he had found 
that the length of time a person can hold his or her breath is an indication of health quite as 
important as anything the pulse or blood pressure or thermometer may show. And what the 
world of selling needs is a few Dr. Wittiches of its own to point out and to emphasize that all 


that emits hot air is not salesmanship. 
listener” and the salesman is no exception. 


It is a compliment to say of a man: “He is a good 
No small part of successful salesmanship is meet- 


ing objections. The salesman who never gives his prospect sufficient opportunity to voice the 
objections which are in the back of his mind never can meet such objections. He does not know 


they exist. 


Everybody has read Mark Twain’s story about the preacher who talked him up to a flood 
of generosity and a willingness to put $5 and $10 and even $20 in the plate. But the preacher 


did not know enough to stop when he had won his case. 


15 cents from the plate when it was passed to him. 
Many salesmen overshoot their mark the same way. 


As a result Mark Twain finally took 
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You wouldn't use cheap, quick-rusting wire 

‘ 7 screen cloth for your home. Why sell it to 
Ri your customer? Recommend Hanover Apex 
“= Electroplated Galvanized Wire Screen 


Mo. Cloth. He'll thank you for it. 


| Zinc coated by a Special Electroplating 

Process after weaving, Apex Galvanized has a beautiful soft gray 
finish and withstands the continued hard wear of screens indefinitely. 
Repeat orders from big dealers everywhere for many years estab- 
lishes it as a leading wire screen cloth. 


! 





To meet the needs of the hardware trade, we also carry “Golden 
Rod” Bronze, the life-time screen, and “Vulcan” Black Painted, the 


low-priced quality wire cloth. 








Ask Your Jobber for Catalog 
and Prices or Write Us. 


JOHN M. HART COMPANY 


Manager of Sales 
Old Colony Building, Chicago, Illinois 


HANOVER WIRE CLOTH CO. 


Hanover, Pa. 
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58 HARDWARE AGE 


August 6, 1925 


Business ‘Trend Upwards in N orthwest— 
Collections Reported as F avorable 


(Minneapolis office of HARDWARE AGE) 
S has been said many times, this is primarily an agricultural 
center; the section of the Northwest which depends on the 
Twin Cities for its supplies. Therefore we refer to the crop 
conditions as a barometer by which to measure the market both 
present and future. Although there are parts of the territory 
where hail storms have done considerable damage, and same sec- 
tions where there is a lack of moisture, the territory taken as a whole 
is in very good condition. 
Reports from hardware dealers in various parts of the North- 
west indicate that business is on the upward trend as to volume, 
and is in good condition as to collections. Some of them state that 


the past two months are the biggest for several years, and that 
the past six months show a comfortable increase over that period 
of a year ago. Jobbers’ business is reflecting this condition, and al- 
though gains are not so large in percentage, there is a healthy trend 
toward better buying on the part of the dealers. 

The smaller communities are feeling this increase to a greater 
extent than the Jarger cities. As one man expressed it, last year’s 
crop “‘went into the sand’’—to pay back debts. This year a larger 
proportion of the returns from the crops will be spent for new goods. 
The retail merchant is going to receive his share. 

Prices on the items shown below are very stable, the only change 
noted being on solder. Under present conditions the tendency of 


prices is seldom toward a weaker market. 
| 


AXES.—Sales are normal for this time | 
of the year. Stocks are well assorted, 
and prices unchanged. 


We quote from 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50 and double bit 
base weight axes at $19.50 per dozen, 
net. 


BOLTS.—Demand is steady, with no 
price changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts at 50 per cent; large 
and small — bolts at 50-10 per 
cent; stove bolts at 75 per cent and rr ; . 
lag Screws at 60 per cent from stand- | FILES.—Demand is good, with stocks 
ard lists. well filled. Prices show no changes. 

BRADS.—Call is very good, with the | We quote from jobbers’ stocks, 
amount of building in progress. Stocks | o> Twin yr ome Pets ~ 
are well filled, and prices unchanged. me 60 cor Gant ‘ems fat. ne 

We quote from jobbers’ stocks, ‘ nil ; 

f.o.b. Twin Cities: Wire brads in FREEZERS.—Cool weather in the ar 
25-lb. boxes at 70-10 per cent from _two weeks has reduced the sale of 
list. freezers in a retail way. Jobbers’ 
BUILDERS’ HARDWARE.—There is | stocks are being scaled down for the 
a very good market here for builders’ winter months. Prices have not 
hardware at the present time. Many changed. 
new homes are being built in the small We quote from jobbers’ stocks, 
and medium price class, and hardware one ae ere 4 Ph gt Mountain 
is moving out freely. Indications are | ee a ae 


at $6.75 each, net. 
for a steady trade in this line all dur- | GALVANIZED WARE.—Sales 
ing the fall. 


_very good in this line, with stocks well 
CHURNS.—Sales are normal, with | assorted. Prices are steady as last 
prices steady and ample stocks on | quoted. 
hand. 


. Ne Bag from jobbers’ stocks, 
' .0.b. win Cities: Standard No. 1 
We quote from jobbers’ stocks, Or. r 
f.o.b. Twin Cities: Parrel type churns galvanised tubs. at $7.25; No. 2, 
at 30-10 per cent from lists. 


$8.00; No. 3, $9.20; heavy tubs, No. 

1, $12.30; No. 2, $13.50; No. 3, $14.70; 

EAVES TROUGH CONDUCTOR PIPE | singer an Oe sgt eek celts. tect 
AND ELBOWS.—Sales are very good, 

with new and repair work under way. 


$3.00; 14-qt., $3.35: stock pails, 16-qt., 
$5.00, and 18-qt., $5.50 per dozen, net. 

Stocks are ample for present needs. 

Prices have not changed. 





quote from jobbers’ stocks, 


We 
Slip joint, single 


f.o.b. Twin Cities: 
bead 29-ga. 5-in. eaves trough at 
$5.50 per 100 ft.; 29-ga. conductor 
pipe 3 in., $5.15 per 100 ft., and 3-in. 
conductor elbows at $1.73 per dozen, 
net. 


FIELD FENCE.—Call is only fair at 

this time, as the farmers are busy with 
harvest. Stocks are well filled, and 
_prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. L type field 
fence at $22.68 per 100 rods, net. 


jobbers’ stocks, 


GLASS AND PUTT Y.—Call is nominal 
in the retail trade. Prices show no 
| changes. 


are | 





| decrease 





jobbers’ stocks, 
Minn, prices, 
glass, 8&3 per cent; 
85 per cent; and 
in 50-lb. drums 


from 
Cities: 


We quote 
f.o.b. Twin 
single strength 
double strength, 
strictly pure putty 
at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Deal- 
ers are finding a steady though not 
exceptionally heavy call for tools. 
Building construction work has aided 
in the sales of this line. Stocks are 
well filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 
11% carpenter’s hammers at $12.60; 
Plumb No. HF81, $10.50; Plumb No. 

2 broad hatchets, $14.45; No. 2 shing- 
ling, $11.20, and No. 2 claw, $12.50 
per dozen, net. 
HOSE.—Demand still continues to be 
fairly heavy, although there is some 
as the season advances. 
Stocks are being reduced, with prices 
holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Good Luck, ®& in., 
6-ply hose at 10%c.; Bull 


Dog, se 
in., 7-ply, 13c.; Leader, % in., 
9%c.: molded in., 


black, % 
per foot, net. 
LAWN MOWERS.—Sales are still 
fair, with stocks showing the effects of 
the advance of the season. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and 3 lawn mowers at 35-5 
per cent; style E at 40-5 per cent, 
and style K at 35 per cent from lists. 

MILK CANS.—Demand is steady and 
fair in this line. Stocks are well filled. 
and prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.60; 8-gal. at $3.10 and 
10-gal. at $3.20 each, net. 

NAILS.—Sales have been very good, 


and indications are for steady trade as 


5-ply, 
llléc. 


long as the building season continues. 











| 


| 
| 
| 
| 


There is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
— wire nails at $2.65 per keg 
ase. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Sales are still very good 
in this line. Stocks are arranged for 
the fall trade. Prices are unchanged. 


Oil Cook Stoves 


PERFECTION— 
No . 72 2 burners 


Dasdeseten dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
ee fF fl eee $17.50 
i; i nc ccopeeaceecee See 
See, ee . . 5 scenes Se nwees 28.50 
Puritan discounts same as Perfec- 


1 burner 
2 burners 
3 burners 
4 burners 
5 burners 
high shelf only 

38 high shelf only........ 
high shelf only 
high shelf only 
dealer’s discount, 

per cent. 


20 and 5 
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- PIONEER HARDWARE HOUSE OF OKLAHOMA 
WENTY FIVE YEARS OF CONTINUOUS SERVICE 


Oklahoma Gy LSA. 


bo | s , ek Suig 13th, 1925. - i 


ee 
25 -27-20-3! EAST CALIFORNIA STREET 


es ¥. A-« Lem, Rep. 
Richards & Wilgox Efe. Co, 


Dear MIs Larmm: % 
«8% Pde 
a Mie if ‘eit the manufacturers. aus. that 
we carry in. ‘@tock in this department was as -.. 
a) el from the. point of turn-over and: - 
profit as Richards & Wilcox, we could make : 
this firm rich a 5 years” times. aot 


5 84 know you. will be very aad £0 receive 
8 letter of this kind. 


Yours truly ‘ 


OKLAHOMA CIT 
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Ovens 


PERFECTION— 
No. 211 1 burner plain door... : 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 
No. 122G 2 burners glass door... 
ee ee 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 





PU RITAN— 
No. 42G 2 
Dealer's 


and 5 per cent; 
cent, 


NESCO— 
No. 05 
No. 5 
No. 
No. 
No. 
No. 


burners glass door... .$5.25 
discount, 10 or more. 36 
less than 10, 30 per 





burner solid door......$2. 
burner glass door..... 2.2 
burner solid door...... 4.15 
burner glass door..... é‘ 
burners solid door..... D. 
burners glass door.... 5.40 
No. burners solid door..... 5.40 
No. burners glass door.... 5.70 

Dealer’s discount 30 and 5. per 
cent. 


1 
1 
1 
1 
020 2 
2 
2 
2 


Water Heaters 


Nesco $45.00 
Perfection No. 412.....cccccoces 40.00 
POTSOSIOR BOO. SElhccwccccevosess 80.00 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—Paint 
sales have been very good all during 
the season. With present crop indica- 
tions, there will be a demand for this 
material until winter sets in. Paint- 
ing has been far behind schedule and 
there is a vast number of new homes 
in the Northwest. 
condition, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1-gallon 
cans, and white lead in 100-lb. kegs 
at $13.83 per cwt., net. 


eer eo weer eevnee eee e ere eee eaee ee eee 


cook 


} 
j 


! 


| 


| 
| 
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PAPER.—Building operations have 
kept the demand for building paper 
at a good figure. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30-lb. rolls 
at $3.25 cwt., net. 


POULTRY NETTING.—tThe heavy de- 
mand for netting for this year has 
passed. Stocks are being graded down 
for the year. Prices show no changes. 
We quote’ from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 
netting at 50-10 per cent from lists. 
PYREX OVENWARE.—Sales are very 
fair in this line; merchants are begin- 
ning to order their holiday supply. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 197 casseroles 
at $1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24, $2.00; 
No. 36, $2.33 each, net. 


SCREWS.—Sales are steady and con- 
sistent with the amount of building 
being done. Stocks are well filled, and 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 75-25 per cent; flat 


head japanned, 65-25 per cent; 
round head blued, 70-25 per cent; 
flat head brass, 70-25 per cent, and 
round head brass, 70-20 per cent 


from lists. 


SCREEN DOORS AND WINDOWS.— 


Sales have been steady and fair, with 


Stocks are in good | 


still another month of good selling time 


ahead. Stocks are well filled, and 
prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.82 each; fancy 
doors, 2-8 x 6-8, $2.16 each; metal 
window screens, adjustable, 24-in:, 
$7.40 doz., and wood frame, screens, 
adjustable, 24 in., $6.00 doz., net. 


SASH CORD AND SASH WEIGHTS. 
_—Demand is steady and very good. 





| 
| 
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Stocks are well filled, with prices un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 


cord, 7&8%4c. lb.; second grade, 45c.; 
cast iron sash weights at $2.10 cwt., 
net. 
SHEETS.—Call is fair, with stocks 
well filled. This item shows the effect 
of new building in the Northwest. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black _ steel 
sheets at $4.25 cwt., base, and gal- 
vanized steel sheets at $5.35 cwt., 
base. 


SOLDER.—Demand is fair, with stocks 
well filled. Prices are stronger, 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Strictly half and 
half solder at 39'%c. Ilb., and war- 
ag half and half solder at 40%c. 

-» net. 


TIN PLATE.—Sales are good, with 


ample stocks for present demand. 
Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 


ICL, 20 x 28 tin at $14.25 box, and 
IC, 20 x 28, 8-lb. coating roofing tin 
at $14.60 box, net. 

still 


WHEELBARROWS.—Sales are 
very good, with stocks well filled. 
Prices have not ghanged. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Fully bolted bar- 
rel type tray wheelbarrows at $36.50 
doz.; No. 2 tubular barrows at $7.33 
each, and No. 1 garden barrows at 
$6.25 each, net. 


WIRE CLOTH.—tThe season is passing 
for this item. Retail sales are begin- 
ing to drop off, as the end of the in- 
sect season in this part of the country 
is not far distant. Stocks are being 
graded down accordingly. Prices have 


not changed. 


| 





| 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $2.00, and 
galvanized, 12 x 12 mesh wire cloth, 
$2.50 per 100 sq. ft., base. 








The Layout of Retail Town 


ANY merchants have but a hazy idea of how various store locations compare as to value. 
And most of them seem to hold to the idea that their town presents special problems in 


store location. 


But, as a matter of fact, practically every town and small city will be 


found to conform to the following specifications as regards store locations and the various divi- 
sions had best be kept strictly in mind by the retailer who would be successful: 


Main Street—man’s and woman’s side. 
It will be worth roughly 10 per cent more in rental value. 


afternoon. 


The latter usually is the side which is shady in the 


The side streets, just off 


Main Street, which do not have street car lines on them, are usually best for specialty shops 


because they offer ready access for much-desired automobile traffic. 
about 60 per cent of those on Main Street. 


Rentals here are usually 


The side streets which do not have street car lines 


on them are the logical locations for office buildings and banks, etc., because of their ready ac- 
cessibility. Opposite the railroad station will be the proper place for those stores where quick 


sales are made. 
shoe-shining parlors. 


and show rooms frequented by automobilists. 


They are the fruit, candy and drug stores, the news stands, the florists and 
And along the main avenues leading to the suburbs should be the stores 
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Congoleum 
Gold-Seal Stove Rugs 


Sure-fire Profit Makers 








Low-priced, useful, ornamental—three 
sound reasons for the quick sales of Congo- 


leum Gold-Seal Stove-Rugs! 


You'll find that women like them much 
better than the old-fashioned zinc squares 
and stove boards. [hey cost much less, yet 
look much better! In addition, they are water- 
proof, lie flat without fastening and are fire- 
resisting. Spilled things, ashes, dust can be 
wiped up with a fewstrokes of a damp mog. 
And they come in designs and color combi- 
nations equally as attractive as the famous 


Congoleum Gold-Seal Rugs. 
Many Other Year-’Round Uses 


When stoves go up in the fall, there’s bound to be 
a big demand for these rugs. But—you can sell them 
summer and winter for the hard wear spots around 
the house. They are attractive enough for use in the 
entrance hall; durable and labor-saving in front of the 
kitchen sink and the bathroom basin. The minute she CSM oe eae 
sees these little squares, a woman can think of a Che Peg SSS 3 
dozen places to use them. NC, 4 7) 


ff 
jut 
ft 


Congoleum Stove-Rugs make excellent leaders for 


special sales. And remember—they are guaranteed No. 242 : 
by the Gold Seal label, too. GUARANTEE | 
___\\ SATISFACTION GUARANTEED ff 
Write our Hardware Division Headquarters for in- available twgaasort | quemenagye f 
formation about Congoleum Gold-Seal profit-makers. patterns 234,236,238. ane 0 AST 


Asst. No. 2 -patterns é lyre _—_——— cat i 
No. 240, 242, 244. 


CONGOLEUM-NAIRN INC. 6’ x 6’ (3 different patterns to a carton). 


432’ x 44’ and 3’ x 3’ (6 rugs to a carton, 2 each of 
three patterns). 


Hardware Division Headquarters, Philadelphia, Pa. 
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Business Satisfactory in Cleveland 
Territory—Prices Firm on Most Lines 


(Cleveiand office of HARDWARE AGE) 

LEVELAND jobbers are doing a satisfactory volume of busi- 

ness and report a slight gain in sales in the past week or two. 

The volume is fully up to normal for this season of the year. 

While business is largely in staple lines, there is still considerable 

activity in some lines of seasonal summer merchandise. Merchan- 

dise for fall and winter is not active owing to the tendency of many 

buyers to defer placing orders until about the time the demand from 
retailers starts. 

Cleveland retailers are doing about the usual volume of business 
for the mid-summer season. Builders’ hardware has slowed down 
somewhat, although the volume of new work in residence construc- 
tion is holding up well. 

Few price changes are reported. Rubber roofing has advanced 
from 5 to 15c. a roll. Jobbers have placed the last advance in tires 
in effect. One radio manufacturer has made a sharp reduction in 
radio sets. Some manufacturers of lawnmowers have issued prices 
for next year which are the same as for this year. 

AUTOMOBILE TIRES AND ACCES- | 
SORIES.—Jobbers have made another | BOLTS AND NUTS.—The demand 
advance of 10 per cent on tires and 15 | continues good and regular prices are 
per cent on tubes, following the last | being maintained. 





advance by manufacturers. The re- Jobbers quote f.0.b. Cleveland: 

ants : seen : Large machine bolts, cut threads, 
action m prices Of crude rubber a | 50 and 10 per cent off list; small 
dicates that tires will go no higher. | rolled threads, 00 a 5 per cont = 

: — : . —_—" list; carriage bolts, large and sma 

With present prices jobbers are not | cat’ threads. 45 and & per cont off 
stocking up and the demand is not | list; stove bolts, wS and 10 ot 
—_ : : : | off list; hot presse nuts, ; fs) 

as heavy as earlier in the season. Ac- |  ji.¢. small rivets, 65 and 5 per cent 
cessories are moving in fair volume. off list. 

We quote from_ jobbers’ stocks, 'COOKERS.—Sales continue heavy. 


145 jacks, $4.75; Reliable jacks, No. 
‘Rg | for cookers. 


$2.33; No. 2, $3.33 in lots of 12; 
Derf spark plugs, 96c. each for all : , 
sizes in lots of less than 50; Cham- Cleveland jobbers quote cookers as 
pion X spark plugs, 45c. each for follows: Conservo, standard size, $8 
less than 100 and 41e. each for over | net. National preserving cooker, 12- 
100; Champion regular, 53c each for qt., $18; 17-qt., $20.50. 
less than 100, all sizes; 50c. each for FURNACE PIPE AND ELBOWS.— 
over 100; Reliable jacks, No. 00, $1; ° . : 

No. 1, $1.25; Nos. 2 and 3, $1.75. These items are in rather light demand 

AXES.—These are moving in about the | at present. : 

normal volume. Prices are unchanged. | Cleveland jobbers quote furnace 

pipe and elbows at 40 per cent off 
Jobbers quote f.o.b. Cleveland: list. 


First grade single bitted rustles: 
irst grade single “? rustiess GALVANIZED WARE.—The demand 


black finished, handled, 20.2 per 
doz.; unhandled, $15.20 per doz.; is fair and prices are firm. 


| 
f.o. Clevel: : i ‘alls, No. . 
ee: fee sae oe | This has been an unusually good season 
| 
j 








bronze finished, handled, $19 per 

(oz.; unhandled, $14 per doz.; double Jobbers quote f.o.b. Cleveland: 

bitted, $5 per doz. additional for all 1-bu. galvanized baskets, corru- 

types; 60c. increase for dozen lots gated, $6.50 per doz.: better grade 

Weighing 42 to 48 lb. and similar ad- with rope handles, $20 per doz.; pails, 

vance for each 6 Ib. additional 10-qt., $2.40 per doz.; 12-qt., $2.65 
doz.; 14-qt., $2.90 per doz.; 16- 


weight increase. per 


BATTERIES.—The demand for these e. Tere Ser Soe. 
is holding up fairly well. GLASS BAKING WARE. 


booking a fair volume of fall business 














Jobbers quote f.o.b. Cleveland: ‘ " 
No. 766 B batteries, $1.30 each for and report a very satisfactory sale in 
sy packages and $1.40 for small mourtings. 
Eveready B batteries, No. 486, $3.58 Jobbers quote f.o.b. Cleveland: 
“ae ret Ny packages and $3.85 each Casseroles, round or oval, 1-qt., 
or smatier lots. $1.17; 2-qt.. $1.33; 214-qt., $1.66; 
on Ogee type dry cell bat- square, $1.50: casserole with fancy 
teries, 29c. each. covers, 35c. higher. 
BINDER T . . Pie Plates, S-in., 50c.; 9-in., 60c.; 
SR TWINE.—While the buying 10-in.. 67c. 
season is pretty much over, jobbers are ‘ Bread Pans, No. 212, 60c.; No. 214, 
+47 : 91c. 
getting a fair volume of late orders. Utility Dishes, No. 231, 67c.; No. 
Jobbers quote f.o.b. Cleveland: 232, $1.17. 
First quality binder twine, $6.98% | Tea Pots. 2 cups, $1.67 4 cups, 
per 3e Ib. bale; second quality, | $2; 6 cup, $2.33. 
po OrA. per bale. The mill price | HANDLES.—There is a moderate de- 
Cleveland jobbers’ price. For ship- 'mand for small lots of handles in prac- 
ments outside of Ohio jobbers quote | os 
first quality twine at $6.8714 Auburn, tically all types. 
Jobbers quote f.o.b. Cleveland: 


N. ¥., and Chicago. 
Reading matter continued on page 64 











Axe Handiles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4. 50 1” doz.; bent, 
4% ft., $4.15 per oo 5 ft., $5. 10 per 
doz.; a bent, 4% ft., $2. 90 per doz.; 
5 ft., $3.20 per : gg 

Manure Fork WHandles.—Bent XX, 
4 ft., $3.90 per doz., 4% ft., $4.25 per 
doz.; X, bent, 4 > $2.80 per doz.; 
4% ft., $2.90 per doz 

Garden Hoe Handles. —XX, 4% ft., 
=. “7 per doz.; No. 1, 4% ft., $1. 50 per 


~< Rake Ne ee —XX, 6 ft., 
$6.25 doz.; No. $2.65 per doz. 

Shovel viendidastieaen pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, $5.60 per 


OZ. 
‘ Spade Handles.—X grade, $5.40 per 
OZ. 


LAWNMOWERS.—Prices on  lawn- 
mowers have been announced for next 


year. These prices are the same that 


prevailed this year. 

NAILS AND WIRE.—The demand for 
nails and wire is quite slow. Regular 
prices are being firmly adhered to. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 


Jobbers quote as follows from 
stock: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3. 45 per 
100 Ib.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $2. 40 per 
100 Ib.; polished fence staples, $3.70 © 
per 100 lb.: galvanized fence staples, 
$3.95 per 100 lb.: miscellaneous nails 
—_ wire brads, 70 and 10 per cent off 

st. 

Barbed Wire.—80-rod spools, Ly- 
man 4 point cattle wire, $3.25; same, 
hog wire, $3.50; American special hog 
wire, $2.50. 


NIPPLES.—A price reduction has been 


made on nipples. 


Jobbers quote f.o.b. Cleveland: 
Black nipples, % to 3-in., 68 and 
10 per cent off list. 


OIL STOVES AND OVENS.—tThe de- 
mand has eased off considerably as the 
season’s buying is about over. Sales 
this year have been very satisfactory. 


Jobbers quote f.o.b. Cleveland: 
$22.50: 3 burner double wall, blue 
$22.50; 3 burner duble wall, blue 
chimney, $27; 3 burner, Superfex, 
$45; 4 burner, blue chimney, $28.50; 
4 burner. double wall, blue chimney, 
$33.50: 4 burner, Superfex, $58.50 
1 burner, junior, $6.75; 2 burner, 
junior, $13.25. Above are list prices, 
f.o.b. Cleveland and are subject to a 
discount of 30 per cent for less than 
ten and 30 and 5 per cent for ten 
and over. 

The following prices are subject to 
a discount of 30 and 5 per cent: 


LIST PRICES 


Nesco Oil oot Stoves.—No. 211, 1 
burner, $9.50: No. 212, 2 burners, 
$17.35: No. 213, 3 burners, $22: No. 
214, 4 burners, $28: No. 215, 5 burn- 
ers, $39.50; No. 1102 high shelf only, 
$5.25; No. 1103, high shelf only, $6.50 
No. 1104, high shelf only, $8; No. 
1195, high shelf only, 75. 

Rockweave wicks, 25c. each. 

Nesco Ovens.—No. 05, 1 #£burner, 
solid door, $2.10; No. 5, 1 burner, 
glass door, $2.25; No. 010, 1 burner, 
solid door, $4.15; No. 10, 1 burner, 
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STILLSON (like Walworth) 


is a trade mark and regis- 
tered by its owner—the Wal- 
worth Manufacturing Com- 


pany—in the U. S. Patent 
Office, in the several States 
and in foreign countries. 





ifits Handy! 


Peery 0 





Man ~tond 


Bo 


Just order “carton packing” 
—the price is the same 


good-looking display carton for your 
window or counter—or both. And in- 





All you need to do is be specific. If 
you want the extra push behind your 














STILLSON sales which only good dis- 
play can add, why just say so. Write 
‘*Carton Packing’’ on the next order 
for 10-inch STILLSONS. The price is 


the same. 
Each 10-inch wood-handled wrench 


is individually boxed for easier han- 
dling. Six of them are packed in this 


side you'll find another easily stood-up 
display to call attention to some of the 
many household uses of this handy, 
nationally advertised tool. 


Just ask for ‘‘Carton Packing.’’ It 
costs no more and it sells them quicker. 


Walworth Manufacturing Co., Boston 


Sales Units and Distributors in Principal Cities of the World 
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glass door, $4.40; No. 020, 2 burners, 
solid door, $5.15; No. 200, 2 burners, 
glass door, $5.40; No. 030, 2 burners, 
solid door, $5.40; No. 30, 2 burners, 
glass door, $5.70. 

Nesco water heaters, list price $45. 

Hiarvard oil cook stove, 2 burner, 
regular, $11.50; 3 burner, $14.75; 4 
burner, $18.75. 

Harvard Geen, 3 burner, $17.50; 
4 burner, $21.50 

Cabinet shelves for both types, 2 
burner, $3.60; 3 burner, $4.25: 4 
burner, $5.15. Harvard oil ranges, 
$46. 

Florence, blue or gray, No. 41-25, 
4 burner, mantel and 2 burner oven, 
$49: No. 1-25, 3 burner, mantel and 
2 burner oven, $39.75: No. 21-25, 2 
burner, mantel and 1 burner oven, 
$31; the above are list prices and are 
subject to a discount of 33% per 
cent for less than ten pieces and 
33% and 5 per cent for ten or more 


pieces. A stove, mantel and oven 
are considered three pieces. 


PAINTS AND OILS.—Retailers have 
good stocks and business that is being 
placed now is largely of a hand to 
mouth character. 


Jobbers quote f.o.b. Cleveland: 
Mixed Paints, regular shades, best 


grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 
gal. cans. 

Turpentine in bbls., $1.12; less than 


bbl., $1.27 per gal. 

Linseed oil in bbls., $1.09 less than 
bbl., $1.24. Boiled, 3c. extra per gal. 
White lead, in 100-lb. kegs, 15%4c. 
per Ib.; in 50 and 25-lb. kegs, 15%4c. 
per Ib.; in 12% lb. kegs, 16c. per 
Ib.; in 500-Ib. lots, 10 per cent dis- 
count; other prices are net. 


PRESERVING EQUIPMENT.—Early 
sales were rather light because of the 
light strawberry and cherry crops but 
the demand at present is fair. 


Jobbers'’ prices f.o.b. Cleveland are 
as follows: 
Bottle cappers, Everedy, 
padded, 80c. each. 
Strainer sets, Everedy, in dozen 
lots: Strainer stands, $4 per doz.: 
strainer bag, $2 per doz.; filter bag, 
$4 per doz. 
Ltottle caps, 


steel base, 


50 gross lots, 18c. per 





~ROPE.—tThere 
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gross in bulk; 10 gross cartons, 2lc. 


per carton. 

RADIO EQUIPMENT.—New prices 
have been announced on Fada radio 
sets. These show marked reductions. 
No. 160 formerly $120 is now $60 list. 
No. 195 formerly $75 is now $40 list. 
No. 175A has been reduced from $160 
to $125 list and No. 185A from $220 to 
$175 list. A new five tube model, No. 
192A is listed at $85. 

is a fair demand for 


light rope but the seasonal call for 








heavy rope is about over. Prices are 
unchanged. 


Cleveland jobbers quote first grade 
manila rope, 25%c. per Ib. at mill and 
26c. per lb. out of stock; 
grade, 2c. less. Sisal rope, 18c. 
mill and 18%c. out of stcok. 

RUBBER ROOFING.—A net price ad- 
vance of 5c. per roll on smooth sur- 
face rubber roofing and 15dc. per roll 


on slate surface roofing has been made. 


second 
at 


Cleveland jobbers quote rubber 
roofing as follows: 

Cornell, medium weight, $2.19 per 
roll; heavy, $2.49 per roll. 

Adelbert, light weight, $1.52 per 
roll; medium, $1.93 per roll; heavy, 
$2.24 per roll. 

Columbia, light weight, $1.07 per 
roll: medium, $1.35 per roll; heavy, 


$1.56 per roll. 
Vassar, slate surface roofing, $2.15 
per roll. 


SHOVELS.—The demand is steady and 
prices are holding well. 

Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bun- 
dles, $11 per doz. 

STOVE PIPE SHEETS.—A price ad- 
vance of 20c. per 100 lb. has been 
made on stove pipe sheets. 


Cleveland jobbers quote: 

Banner, smooth uniform cold ham- 
mered open hearth sheets, 24 x 101 
in., 28 gage, one to nine bundles, $5.24 
per 100 1lb.; 10 to 24 bundles, $5.09 
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per 100 lb.; 25 bundles and over, $4.99 


per 100 Ib 
STEEL ROOFING.—The demand 
fair and prices are unchanged. 


Cleveland jobbers quote 29 gage, 
2%-in. corrugated roofing at $3.89 
per square. 


STOVE PIPE AND ELBOWS.—The 
call for these items is light. Prices are 
unchanged. 


Jobbers quote f.o.b. factory: 

Stove pipe in crates of 25 joints. 
Security blued, 28 gage 3 in., $3; 
4 in., $3.16; 5 in., $3.37; 6 in., $3.60; 
7 in., $4.20. 

Elbows, 
ed, 28 
5 in., 
all 


is 


Security blued, corrugat- 
3 in., $1.02; 4 in., $1.14; 
6 in., $1.38; 7 in., $1.88, 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
close with funnels, $6.50 per doz. 

Stove boards in full box lots, paper 


lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 in., 
$11. 45: same, wood lined, 24 _in.,; 
$11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50: 30 in., $18 and 33 in., $21.30: 
oblong, w ood. lined, 18 x 24 in., $9.95 
per doz.; 18 x 30 in., $12.50; 20 x 30 


in., $15.10: 24 x 26 in., $16. 65; oblong, 


paper lined, 18 x 24 in., $6. 45: 18 x 
30 in., ve 20 x 30 in., $9.45; 24 x 36 
in., $10.1 0. 


WIRE CLOTH AND POULTRY NET- 
TING.—Buying for the season is pretty 
much over. 


Cleveland jobbers quote poultry 
netting, galvanized after weaving, 
50 and per cent off list. Wire 
cloth, $1.95 per 100 sq. ft. for black 
and $2. 45 for galvanized. 


WOOD SCREWS.—The market is 
rather weak and jobbers often find it 
necessary to allow an additional 5 per 
cent to the regular discount for good 
orders. 


Jobbers quote wood screws f.o.b. 
Cleveland: 

Flat head, bright, 72%, 33% and 
5 per cent off list; flat head brass 70. 
33% and 5 per cent off list. Round 
head, blued, 70, 3314 and 5 per cent 
off list: round head brass 67% per 
cent off list. 








The Makeup of Salespeople 


which vary in importance. 


They are: Appearance, Approach, Interest, Knowledge and Force. 


ik be a successful salesperson, it is well established that five initial characteristics are esential, 


There can be no denying that the physical appearance of the salesperson is of prime impor- 


tance. 


the clothing appropriate and neat. 
in which the stock is kept and displayed. 


It is certainly worth 10 per cent. 


The physical appearance must be such as to be inviting, 
Usually that same neatness will be reflected, too, in the manner 
Of equal importance in percentage is Approach. By that is 


meant the manner of meeting the customer and of opening up the conversation which has selling as 


its ultimate aim. Of even greater importance, probably, ranking 15 per cent, is Interest. 
on the parts of clerks has driven away more purchasers than inadequate stocks. 


person should be sincerely and genuinely interested in his or her job, goods and customer. 


15 per cent goes to Knowledge of the job. It includes knowledge of merchandise, its location, condi- 


tion, qualities, prices, durability, competitive worth, etc. 


That totals 50 per cent. 


fully compel sales. 


The other half goes to Force, which is the real selling instinct. 
successful salespersons are born or made, they must have this element of Force, this ability to tact- 
That is the non plus ultra of merchandising. 


It is easily half the battle. 


Indifference 
The successful sales-: 
Another 
Whether 


As 


a matter of fact, a salesperson may well afford to be low on knowledge (of stocks, qualities, etc.) if 
only he or she tallies the maximum fifty points on Force of Salesmanship. 
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SAMOLINE — The Universal Cleaner has 
been used for years by big Hotels, Hospitals, 
Clubs, Railroads, Steamship Lines, Office 
Buildings, Stores, Factories and other Large 
Institutions for cleaning All Painted, Var- 
nished and Enameled Surfaces, Furniture, 
Floors, Linoleum, Bath Rooms, Tile, Marble, 
Silverware, Aluminum, Nickel, Brass, Copper, 
Glass and any non-absorbent material— 
without injury. 


These big users could not be bothered with 
dozens of different cleaners. They demanded 
ONE product that would do everything. 


Thousands of Barrels Have Been Sold 
—We Have Never Heard a Complaint. 


Word of Mouth Advertising Has Forced 
Us Into the Retail Field. 


Because of our Big User business we have 
never heretofore entered the retail field to any 
extent but the Consumer Demand for SAMO- 
LINE, through The Retail Hardware Stores 
of America, has forced us to organize our busi- 
ness to properly serve the retail trade. 





HARDWARE AGE 


Sammy Samoline 


Play A New Profit Tune 
on Your Cash Register 


How many different cleaners do you 
How many different demands 
are you trying to meet?.. 
of your money is tied up in slow mov- 
ing stocks that can only be recom- 
mended and sold for one or two uses? 








-How much 





Little 
Sammy Samoline 


How would you like to have ONE ‘Universal Use 
Product’ that you can safely recommend for cleaning 
anything without injury that can be wiped with a 
damp cloth? 


Every recognized Hardware Jobber knows 
about SAMOLINE. They are ready to fur- 
nish you with samples. They are readyto prove 
to you that you can meet practically every 
demand with this ONE “Universal Use Prod- 


uct. 


They are ready to show you that you can 
make more money and build a bigger repeat 
business with SAMOLINE than on all other 


cleaners combined. 

Call up your jobber today or write us direct 
and we will give you further information, 
samples and explain in detail our new “Direct 
to [he Consumer ’ plan of advertising SAMO- 
LINE over your name in your neighborhood. 


Use the Handy Coupon Below: 


Please send me full information about SAMOLINE. 





Name 





Street & No. | aes 
City ‘adi Se ee ee 


Be eR ee 

















Samoline Corporation 


1300 FLETCHER STREET 
CHICAGO, ILLINOIS 
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Midsummer Sales Active in Chicago— 
Prices Firm on Practically All Lines 


(Chicago office of HARDWARE AGE) 


per 100 ft.: corrugated conductor el- 
bows, 3-in., $1.36 doz. 


NY midsummer slump in general business conditions in this | py ECTRICAL AND RADIO MER- 
territory has failed to materialize as yet and all reports indi- | (HANDISE—The demand is getting 
cate a good steady volume both in wholesale and retail sales. | stronger on all lines. No price changes. 


Dealers in the agricultural districts especially are enjoying a good 
business and crop reports continue to indicate that the farmer will 
be in a prosperous condition this fall. Harvesting of small grains 
is already well along in many sections and while the yields per acre 
are not enormous they maintain a satisfactory average. 

The continued building activities in the larger cities has done 
much in maintaining a gratifying level of business and builders’ 
hardware and materials are moving at an unusual rate and dealers 
are anticipating that there will be no slackening up within the next 
thirty days at least. 

The demand for fall merchandise to cover the future needs of the 
dealers is beginning to be felt slightly and jobbers are looking for a 
heavy volume as the season approaches. At present there is a good 
number of fill-in orders for warm weather items being placed and 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.—No. 14 
rubber-covered wire, $7.20 per 1000 
ft.; in 1000-ft. lots, $6.95; No. 18 
lamp cord, $13.64 per 1000 ft.; in 
1000-ft. lots, $13; W%-in. brush brass 
key sockets, 18c. each; two-way 
plugs, 60c. each; in lots of 10, 49%4c. 
each; one-piece attachment plugs, 
13c. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
50, 80%4c. each; less than case lots, 
34c” each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—Anco line, ‘in » 
lots of less than 10, $13.50 each, net. 

Tubes. —Cunningham and R. C. A. 
$3 list. Discount 25 per cent. 

Loud Speakers.—Western Electric 
No. 522W, $9.50 list. Discount 30 
per cent. 


general staples are moving fairly well. The steel in this area is | FIELD FENCE.—Sales are seasonably 


steadily increasing its output and mill prices are very firm with 
every indication of some early advances. 


AUTOMOBILE ACCESSORIES.— | 
f.o.b. Chicago. 2¥% x 316 steel butts, 


| 
| 





fair and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, .$29.02 per 
100 rods; 1948-6-14%, $44.08 per 100 
rods, 


The demand is holding up well on all case lots, old copper and dull brass | FISHING TACKLE—The demand is 


ee minae fF finish, $2.76 per doz. pair; 4 x 4 steel . 
items. Prices firm. . butts, old samen aad dull brass | strong for all kinds of tackle. 
We quote from jobbers’ stocks, finish, $3.84 per doz. pair; heavy | FILES.—tThere is a good steady vol- 
f.o.b. Chicago: - steel bevel inside sets, case lots, ; 
Spark Plugs.—Splitdorf, 20c. each; $6.75 per doz.; steel bit-keyed front _ ume reported. 
regular, 58c. each; Champion X, 45c. door sets, $1.75 per set; wrought We quote from jobbers’ stocks 
each; Champion Blue Box line, 538c. brass bit-keved front door sets, $3.25 f.o.b Chicago: American files 60-10 
each; A. ad Titan, 58c. each; lots of | per set; cylinder front door. sets, per cent off list: Nicholson files, 50 
100, 56c. A. C. Special Ford, 44c. $7.50 per set. per cent off list; Black Diamond files, 


40-10-5 per cent off list. 


each. 
Ss Lights.—Anderson, No. 3280, CHAIN —Prices fi rith fair de- | 
‘pirate. | EES EEN NEEL EEESSS\ eeurD PRESSES AND CIDER 


"ae —E. A. Electric (Ford), $4 | mand. . . . 
re eee ee MILLS.—The demand at this time is 
Jacks.—National Standard, No. 21, | f.o.b. Chicago: *,-in. proof coil chain, only fair. 
$1.20 each. ° $8.50 per 100 Ib. ; Tenso, Bull Dog We uote from iobbers’ stocks 
Pumps. — Rose, 114 -in. cylinder, and Brown coil chains, 50-10 per f.o.b. iiamiene ng fruit scaanen, 
$1.55. _ ". cent discount; No. 00-4% electric 3-qt., $3.60 each: 6-qt., $4.40 each: 
Chains.—Non-skid, dozen pair lots, welded cow ties, $2.75 per doz. 12-qt., $6.25 each. Enterprise, Junior. 
$10 each; Medium, $13 each; Senior, 


33% per cent discount; 50 pair lots, r . 
40 per cent discount. COPPER RIVETS AND BURRS.— | 
: 9 9 \versize 
Tires and Tubes.—30 x 3% oversize |The demand is increasingly good and 


cord tires, $12.55 each; regular cord, 
$8.60 each: gray inner tubes, 30 x | prices show no change. 


$17.40 each: Extra large, $28 each. 

Cider Mills.—Junior, $21.75 each; 
Medium, $25.50 each; Senior, $38 each; 
Self Feed, $16 each. 


214. $1.80 each; red inner tubes, 30 x , 

ar” 26 oF _ We quote from jobbers’ stocks, 

3%, $2.25 each. | f.0.b. Chicago: Copper rivets and GALVANIZED WARE.—Prices are 
AXES.—The current demand is some- burrs, 45 per cent discount. stationary, with a good active demand. 
what quiet. Prices are firm. DRAIN PIPE CLEANER.—The de- Wee quote from Jones’  StOONs, 

ro jobbers’ stocks | . , f.o.b. Chicago: Standard galvanized 
We quote from jobbers stocks, mand is good and prices unchanged. after made tubs, No. 1, $5.85; No. 2, 

f.o.b. Chicago: First quality single : $6.60: No. 3, $7.75: 10-at aemeteieendl 

| We quote from jobbers’ stocks, a ~~ "aniie.” dia i2<at ier cry 


hitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. f.o.b. Chicago: 
base; good quality black unhandled Economy Plumber drain pipe clean- | 
axes, same weight, single bitted, $13 er, in 1 lb. net cans, in lots of 3 doz., 

doz. base: single bitted handled axes, $2.70 per doz.; in lots of 6 doz., $2.60 

$15.50 to $24 per doz., according to per doz., and in 12 doz. lots, $2.50 
quality and grade of handle; special per doz, 
unguaranteed handled axes, $12 per Same, in 2 lb. net weight cans, in 


14-qt., $2.50; 5-gal. galvanized oil 
cans, galvanized breasts, $7.50 doz.; 
1%-bu. galvanized after made _ bas- 
kets, $4.75: 1-bu. galvanized baskets, 
$6.75 doz.; 1%-bu. galvanized bas- 
kets, $8.75 doz. 


lots of 2 doz., $4.90 per doz.; in lots KLER EN HOSE AND LAWN SPRIN- 


doz. base. ‘6 dc $4 70 d * ie toe 
. j ‘) , ( _ « » 6 per OZ., an in oO S 
KLERS.—The selling season is prac- 


BOLTS AND NUTS.—The demand is | of 12 doz., $4.50 per doz. 


very satisfactory and prices are un- |. 
: in 1 Ib. net weight cans, $2 per doz. | 
changed. | in_lots of 2 doz. | 
We quote from jobbers’ stocks, | Hercules boiler liquid, in 1 qt. can, 
f.o.b. Chicago: Carriage bolts, cut $3 each; in % doz. lots, $2.50 each; | 
thread, 50 per cent discount; small in 1 doz. lots, $2.25 each, 

carriage bolts, rolled thread, 50-19 Same in %-gal. cans, $5 each; % 

per cent discount; machine bolts, cut doz. lots, $4.75 each, and in gal. 
cans, $9 each. 


thread, 50-10 per ? _oo a | 

small machine bolts, rolled thread, , y ; 

50-10-5 per cent discount; all stove — TROUGH AND CONDUCTOR 
bolts, 75-5 per cent discount; lag | PIPE.—The demand is only fair. Prices 
screws, 60 per cent discount. | are unchanged 








Hercules tile and porcelain cleaner, tically over for this year. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, W%-in., 10%c. 
per ft.; %-in., 18c. per ft.; 3-ply, 
zood quality, wrapped, %-in., 100. 
per ft. “%-in., 12c. per ft.: 4-ply, 
good qui ility, Ww rapped, W%-in., 12c. 
per ft.; %-in., 1l4e. per ft.: 5-ply, 
good quality " wrapped %-in., 9c. 
per ft.; %-in., lle. per ft. Lawn 
sprinklers, Rain King, $28 doz.: 
original fountain sprinklers, $8 doz.; 


, , 4 . - 
BUILDERS HARDWARE. are We quote from jobbers’ stocks, Rainbow, 38-in. high, $24 doz. 
reported as increasingly good. Prices f.o.b. Chicago: Single bead lap joint GLASS AND PUTTY.—The demand 

gutter, 5-in., $4.50 per 100 ft.: corru- . . . 
hold firm. gated conductor pipe, 3-in., $4.75 per is decidedly active. Market firm. 
We quote from jobbers’ stcoks, 100 ft.; plain ridge roll, 1%-in., $4 We quote from jobbers’ stocks. 


Reading matter continued on page 68 





August 6, 1925 HARDWARE AGE 67 











SCT PITT «ah 
RES PR! Le sh — eS MBA te ST en Ere et” 
: Rae Aas SOADESTL PORE Fa LTA Dama 














pooestpuasneees 
3 


Po 

tee 

sini 

ee es. 
ITOK - . : 
: tT] EA as 8; 
relat ll a 

. 












































Kawneer Windows Make It Easy 
to Display Hardware 


Store Fronts an efficient and profitable 
solution of window display problems. H. 
A. Weaver, Montoursville, Pa., reports it 
takes but a few minutes to put in a display. 
Hundreds of hardware dealers depend 
upon their Kawneer window displays to 
pay their rent. 

If you are bothered by display problems 
why not investigate the Kawneer way of 


Your merchandise responds readily with 
profit pulling sales when it is shown pvop- 
erly in your windows. But no matter how 
much effort you put in on your displays, 
you cannot make them efficient unless your 
store front is neat and attractive and of 
proper design. 


More than 260,000 merchants, whose 


stores would make a business street reach- 
ing form New York to Chicago have 
found in their Kawneer Solid Copper 


window selling. Just pin the coupon to 
your letter head and let us send you a 
copy of our Book of Designs. 





4 THE 
/ KAWNEER 
COMPANY, 
fi 1917 Front Street, 
‘ad Niles, Michigan. 





a ACe Yo Please let me know how 


vA Kawneer Store Fronts solve 
/ display problems and send me 
f/f one of your Books of Design. 





4 


7 MAAYTESS -.-. once cee cece «ee: 
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f.o.b. Chicago: Single strength A, 
295-in. bracket, 88 per cent discount, 
single strength A, 34 to 4U-INn. 


bracket, 86 per cent discount; single 
strength A, all other brackets, 85 per 
cent discount; double strength A, all 
sizes, 86 per cent discount, double 
strength B, 87 per cent discount. 
Putty, pure grades, $3.75 per 100 lb.; 
commercial, $3.40 per 100 Ib. 


HATCHETS.—tThere is a good steady 
demand and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.: medium quality hatchets, No. 

2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Prices are 
firm and the sales volume satisfactory. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughn-Bushnell, 16- 
oz. nail hammers, $10.50 doz.; Stan- 
ley, $10.50 per doz.; Maydole, $12.60 
per doz.; other makes, 16-02. machin- 
ist hammers, $7.85 doz. and 16-02. 

nail hammers, $6 doz. 


HANDLES, AGRICULTURAL.—Sales 
are good and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 
Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 


ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.; 4%-ft., $5.75 doz.; XX, bent, 
4%-ft., $4.50 doz.; 5-ft., $5.50 doz 
5-ft., $3.40 


X, bent, 4%-ft., $3 doz.; 
doz 


Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X, bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe Handles.—XX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles.—XX 5%-ft., 
$5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handiles.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, 
$7.95 doz.: X grade, $6 doz. 

Spade Handiles.—-D handles, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Sales are good. 
Prices show no change. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 





Axe WHandles.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 


ond growth hickory, $6 doz. 

Hatchet and Hammer WHandles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 


HINGES.—Prices are unchanged. The 
demand is steadily good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Sales con- 
tinue to show a satisfactory volume. 
No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain I1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list: 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
25.60 list; 20-qt., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 


list; 6-qt., $8.60 list; 8-qt., $11.10 list. 


All the above less 50 per cent dis- 
count, 
LAWN MOWERS.—tThe season is 
practically over, with only a_ small 


scattering demand. 
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| We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $1¢@ each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearings, 4-kKnife, 
|  9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. Wheels, $7.35 

16-in. ball bearing, 4-Knife, 
wheels, $8 each; 16-in. plain 
3-knife, S-in. Wheels, $5.85 


ball bearing, 


| each; 

8-in. 
bearing, 
each. . 
| NAILS.—The demand is fair. 
' unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.25 per keg base. The extra for 
galvanized nails is now $2 for l-in. 
and longer, $2.25 for shorter than 
1-in. 


OIL STOVES.—tThe sales are holding 
up well. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 


tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, 


28 each list; new Improved Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $45 each list; 


4-burner, $58.50 each list. All sub- 
ject to 30 per cent discount. Lots 


subject to 30-5 
Nesco Oil Cook 


of ten or more are 
per cent discount. 





Stoves, No. 211, 1l-burner, $9.50 each 
list; No. 212, 2-burner, $17.35 each 


list; No. 213, 3-burner, $22 each list; 
No. 214, 4-burner, $28 each list; No. 


| 215, 5-burner, $39.50 each list: No. 
1102 High Shelf Only, $5.25 each 


list; No. 1103 High Shelf only, $6.50 
each list; No. 1104, High Shelf only, 





$8 each list; No. 1105 High Shelf 
only, $9.75 each list. Rockweave 
wicks, 25c. each. Nesco Ovens, No. 
5, 1-burner, Solid Door, $2.10 each 
list; No. 5, 1-burner, Glass Door, 
$2.25 each list; No. 010, 1-burner, 
each list; No. 


Solid Door, $4.15 10, 
l-burner, Glass Door, $4.40 each list; 


No. 020, 2-burner, Solid Door, $5.15 
each list; No. 20, 2-burner, Glass 
Door, $5.40 each list: No. 030, 2- 
burner, Solid Door, $5.40 each list: 
No. 30, 2-burner, Glass Door, $5.70 
each list; Nesco water heaters, $45 
| each list. All subject to 30-5 per 


| cent discount, 

The manufacturers of Nesco Oil 
Cook Stoves have four zone price 

| lists, varying according to the freight 

rates. The above prices are effec- 
tive in Zone 1. 


PAINTS AND OILS.—Oil advances 
| and turpentine drops one cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, $1.13 
per gal.; 5-barrel lots, $1.08 per gal. 
Linseed Oil.—Boiled, barrel , lots, 
$1.16 per gal.; 5-barrel lots, $1.11 per 





gal. 
+ SOpERENG Darrel lots, $1.10 per 
gal. 
| Denatured Alcohol.—Barrel lots, 
58c. per gal.; steel drum, extra, $6 
returnable. 
White Lead.—100-lb. kegs, $15.25: 
50-lb. kegs, $7.75; 25-lb. kegs, $3.90; 


| 12%-lb._kegs, $2. 
| . Dry Paste.—Barrel lots, 7%c. 
} ). 
Shellac.—(414-lb. goods), white, 
$4.25 per gal.; orange, $4.05 per gal. 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are fair. Prices 


| 

are unchanged. 
| We 
} 


per 


quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. , $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
doz.; No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 


$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
KOLLER SKATES.—Prices unchanged. 


Sales are rather slow as is to be ex- 





| pected at this season. 


Prices | 
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We 


f.o.b. 


quote from jobbers’ stocks, 
Chicago: Union roller skates, 


for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 


$1.40 per pair. 


ROOFING AND PAPER.—There is an 


active demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 


faced prepared roofing, 2.30 per 
square; best grade tale _ surfaced, 


$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 
ROPE.—The demand is quite strong. 
Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila standard 
brands, 24lec. to 26%c. per Ib.; No. 
2 manila, 234c. per 1b.; No. 1 sisal, 
1T%C. per lb.; No. 2 sisal, 164%c. per 


SASH CORD.—Sales are reasonably 
good and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: vO. standard 
brands, $9.55 per doz. hanks; No. 8, 
$11 per doz. hanks. 


SASH PULLEYS.—The demand is ac- 
tive and prices are firm. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 


barrels, 48c. doz. 


SCREWS.—Sales are fairly good and 
there is no further change in prices. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-10 per cent new list; round 
head blued, 78-10 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new he japanned, 72-10 per cent 
new 1ISt. 


SOLDER AND BABBITT METAL.— 
Prices are firm and the demand is sat- 


isfactory. 
We quote from jobbers’ stocks, - 
f.o.b. Chicago: Warranted 650-50 


solder, $38 per 100 lb.; medium, 45-55 
solder, $37 per 100 lb.; tinners’ 40-60 
solder, $36 per 100 Ilb.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
- No. 4 babbitt metal, $13 per 100 
De 


STEEL SHEETS.—Sales are fair and 
prices show no change. 


We quote from jobbers’ stocks, 
f.o.b.. Chicago: 28-gage galvanized 


sheet&, $5 per 100 Ib.; 28-gage black 
sheets, $4 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Fall sales are opening up well, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 12c.; 28 gage, 13c.; 26 gage, 
15%¥c. per joint. Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 


TRAPS.—The demand is rather slight 
at present, as the selling season has 
hardly started. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 
1, $1.38 doz.; No. 1%, $2.44 doz.; No. 
2, $3.36 doz. 


WIRE GOODS.—The demand is good 
and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
-wire, $3.05 per 100 lb.; No. 9 gal- 
vanized plain wire, $3.50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.: 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.60 
per 100 Ib.; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6.25 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount; gal- 
vanized after poultry netting, 50-5 
per cent discount. 
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WOMEN 
like 
it 
and 
buy 
it! 
p> Acme 


home and 
see ! 


Yes, 


you can 
sell it 
ata 


PROFIT! 























So much simpler, so much easier, 
so much quicker—this new way to 
open cans! Turn the handle and 
the cleanly cut top is off. Opens 


square, flat or round cans. At your 
dealer's, $2.00: by mail, $2.20. . 


The Turner & Seymour Mfg Co., 


Torrington, ¢ 


BLUE STREAK 


Housewoto Caw Openine Macuine 











The advertisement above 
runs in September Good 
Housekeeping and Ladies’ 
Home Journal. We ad- 
vertise consistently. 


THE TURNER & SEYMOUR MFG. CO. 


Torrington, Connecticut 






































the middle of the summer. 


ders for fall and winter lines. 
no important price changes. 
scribed as comparatively slow. 


(Pittsburgh office of 
E hardware business in the Pittsburgh district is somewhat 

quiet at present, but this is usually so between seasons, the pe- 

riod through which the trade now is passing and nearly all 

the traveling salesmen are on their vacations. 
business of July last year, last month fell somewhat behind. There 
was only fill-in business in seasonal lines and not the usual amount 
of futures business which is depended on to take up the slack during 
The common explanation for lack of 
futures business in normal volume is that buyers are not expecting 
higher prices and consequently have been very sparing in their or- 
The week has been productive of 
Collections in this district are de- 
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HARDWARE 


AGE) 


Compared with the 


























of 10 to 49, 44c.; lots of 
lots of 100 to 200, 39c.; 
more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off 


BALLOON TIRES 


To fit 20-in.-21 in.-22 in.-23 in. Rims 
Ply Casings Tan Tubes 


50 to 99, 42c. | 
lots of 300 or | 








list; lots of 10 to 19, 30 per cent off | 29 x 4.40-21 in. 4 $16.10 $3.55 
list; lots of 20 or more, 37 per cent 29 x 4.95-20 in. 4 20.35 4.00 
off list. 30 x 4.95-21 in. 4 21.00 4.20 
Horns.—Spartons, single lots, 3344 31 X 4.95-22 in. 4 21.65 4.45 
per cent off list; $60 list and over, hed te in. 4 23.30 4.55 
40 per cent off list; $90 list and over, 31 x 5.25-21 in. 4 24.00 , 4.70 
40 and 65 off list. 30 x 5. 77-20 in 6 30.65 5.95 
Windshield Cleaners.—Trico, uni- | 32 x 5.77-22 in 6 32.60 6.00 
versal automatic cleaners, $3.25 each. 33 X 5.77-23 in 6 35.85 6 10 
Jacks.—Millers Falls, No. 145, $3.75 33 x 6.00-21 in. 6 32.60 6.50 
enehs. | 32 x 6.20-20 in. 6 35.25 6.70 
Pumps.—Anthony line, $2.20 each. 33 x 6.20-21 in. 6 36.25 6.90 
y a" . " 33 X 6.75-21 in. 6 40.60 7.10 
AUTOMOBILE TIRES AND TUBES. 34 x 7.30-20 in. 6 15.95 8 15 
—As is usually true of an advance in| paTTERIES.—There is a very fair 


the market retailers and garage owners demand for the time of year with 





are trying to buy more tires than job- 
bers want to sell, but speculative buy- 







prices holding quite firm. 













. . . Jobbers’ quotations to. retailers, 
ing is strongly resisted. Jobbers are f.o.b. Pittsburgh: 
not disposed to carry very heavy stocks | Broken Unit 
. Packages Packages 
and generally are taking orders on the Each “na 
basis of prices subject to change with- MO. TSS coscvevscvss 1.05 $0.97 
: , eer 1.32 1.22 
out notice and on the basis that the —_——<_—* 129 114 
billing price will be that in effect at + 766 LKoRneon ewes 1.20 — 
° . . uw. e. Sewer r rece. o 02 Be 
time of shipment. Dealers’ prices on we oe ** 9 69 2 44 
standard makes of tires and tubes as. No. ave (che seeee ens 5.33 3.08 
i ” > _ SUD. CER sesnsevesecs - . 
handled by the hardware trade follow: No. 6 dry cells, ignition type, 29¢. 
Fabric Tires Tubes each in full packages; 30c. each for 
Non-Skid broken packages. 
Size. "37.90, Gray BOLTS, NUTS AND RIVETS.—Prices 
30x 3% Cl 9.25 2.00 are very steady although there is not 
Cord Tires much activity. Both jobbers and re- 
Heavy tailers are buying close to their known 
Regular Duty -—-Tubes-— requirements 
Size Cord Cord Gray Tan q = 
20x32 Cl $10.65 .. $1.75 $2.20 We quote out of jobbers’ stocks as 
30x3% Cl 11.15 $13. 15 2 00 2.45 follows: 
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Consistent Demand for Seasonal Lines in 
Pittsburgh—Future Business Rather Quiet 


Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
15 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. off list; ¢.p.c. 
and t. blank or tapped, 3.35v. off 
list; rivets, small wagon and tinner’s, 
60 per cent off list 


GUNS AND LOADED SHELLS.— 
Retailers seem to have more confidence 
in the fall demand for these lines than 
some others and are ordering out pur- 


chases with a fair degree of freedom. 
_KEGS, 


(WOODEN).—Rather’ = _ good 
movement still is noted in wooden kegs 


_ with prices steady and unchanged. 


| 


AUTOMOBILE. ACCESSORIES.—tThe ans SS. 12.60 +E Py ee 
> . ° am At >.>. 5.3 6 e.o0 aove 
complaint still is general of rather 21x4 S.S. 17.45 19.95 2.95 2355 
light business. This is due in part. se os ge png ner mae 
. . . oe >... ‘ “ae.De . .0o9 
to the fact that car builders in their | 34x48 S. 20. 0.50 23:45 320 385 
,; e s of 1926 cars are includ-| 32x4%S.S. 27.15 3.80 4.15 
announcements of 1926 cars are se | 338x416 S'S. 2790 3.85 4.25 
ing as standard equipment many items | 34x41 SS. 28.55 4.00 4.45 
‘ ‘ar oW s usuallv buy as extras. | 35x4%% S.S. 29.20 4.10 4.50 
that car owners usually buy | 36x4%% S'S. 30.00 4.20 4.70 
There is some interest in alcohol for 8x5 SS 36.30 4.75 5.40 
delivery over the latter part of the 5x5 S.S. 37.70 5.05 5.80 
year, but prices vary widely, ranging Truck Cord Tan Tubes | 
all the way from 56 cents to 62 cents 99x41h $34.25 $4.15 
per gal. 33x4% 35.10 4.25 
34x4 35.85 4.45 
Prices from jobbers’ stocks, f.o.b. | 230x5 , 40 55 5.00 
Pittsburgh, follow: 33x5 43.80 5.40 
Spark Plugs.—A. C. plugs, lots of 34x5 44.85 5.60 
less than 10, 65c. each; lots of 10 to 35x5 46.00 5.80 
49, 58c.; lots of 50 to 99, 55c.; lots of 29x 63.65 9.35 
100 to 200, 57c.; lots of 300 or more, 26x6 70.75 10.55 
47c.; <A. C. nt No. 1075, for Ford 28x7 104.50 14.20 
cars, lots X less than 10, 49c.; lots 40x8 134.70 17.15 


_week ago and oil 1 cent. 


Red White White Oak 
Oak Oak Charred 
5 gallon ....$1.15 $1.30 $2.35 
10 gallon .... 1.55 1.70 2.70 
15 gallon .... 1.80 2.00 3.00 
20 gallon .... 2.00 2.20 3.50 


MILL, MINE AND FACTORY SUP- 
PLIES.—Business still reflects the fact 
that coal mine operations in this dis- 
trict is at a very low rate and pur- 
chases by other industries, although 


fairly frequent usually are small. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 per 
cent off list; Trimo, 70 per cent off 
list. 

Fittings.—Cast iron screw, 36 per 
cent off piece list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
35 and 5 per cent off piece list; 


standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 


Rope.— First grade long fiber 


manila, 26c. per Ib. 

Belting.—No. 1 leather, 45 per 
eent off list; No. 1 rubber, 50 per 
cent off list. 

Twist Drills.—Carbon, 60 per cent 


off list; high speed, 45 per cent off 
list. 
: Files.—High grade, 50 per cent off 
ist. 


Screws.—Wood screws, 72% and 5 
per cent off list; milled cap and set 
serews, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 45 per cent off list. 

Hacksaw Blades.—Best grade, 56 
per cent off list. 


SUPPLIES.—Turpentine 
has dropped 2 cents a gal. since a 
Other items 
under this heading are holding at re- 
cent prices. Business is considerably 


below that at this time last year. 


Prices to retailers: 


Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50: 
White lead, 15%4¢. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less in lots of a ton or more: tur- 
pentine, $1.10 per gal. in barrel lots: 
linseed oil, $1.09 per gal. in barrel 
lots. 

PLATE GLASS.—Leading manufac- 


turers have just announced a reduction 
in prices of 25 per cent. 


The explana- 


_ tion made public is that such a step 
was necessary to meet foreign competi- 


tion and preserve American markets to 
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AWN MOWERS 


A Great Season for the 
Hercules 








Never did we introduce a new mower with 
greater success than that which has at- 
tended the introduction of the Hercules the 
past season. Best of all, was the volume of 
repeat orders—some customers re-ordering 
several times. 


The reason is obvious. The wheels of the 

ood Hercules are mounted on Hyatt Roller 

Eineieeeon L Bearings which run on steel studs and 
—— oly i steel outer races, eliminating wobbly wheels 


| and promoting smooth, efficient operation. 


| 4 Furthermore the blade cylinder runs on 
self-adjusting ball bearings, and in every 
respect the Hercules is the embodiment of 


streneth and durability. 





No line is complete without the Hercules, 
for it is a distinctive lawn mower. 


Blair Manufacturing Co. 
ESTABLISHED 1879 
SPRINGFIELD, MASS. 
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the American manufacturers. It is 
probable, however, that the fact that 
the larger automobile manufacturers 


| 
} 


who are very heavy users of plate glass | 


and make so much of their own supply, 
also is a factor in the price reduction. 


PRESERVING EQUIPMENT. — Re- 
tailers are making quite a window dis- 
play of preserving equipment and sales 
are growing steadily with a consequent 
increase in jobbers’ sales to retailers. 
The shortage and high cost of rubber 
still is making it dffiicult for makers 
of jars to deliver some sizes with 


promptness. 

Jobbers’ prices follow: 

Bottle Cappers.—Everedy, in dozen 
lots, steel based padded, $10.80 per 
doz.; wood base, $11; steel base, plain, 
$10.50. 

Strainer Sets.—FEveredy, in dozen 
lots, strainer stand, $4 per 4doz.; 


Raymond-Clopeck Co. Form- 
ed at Fort Lauderdale, Fla. 


The Raymond-Clopeck Co., Inc., Fort 
Lauderdale, Fla., has been formed to 
do a jobbing and contracting business 
in builders’ hardware, paints, varnishes 
and other kindred lines which are used 
generally in the construction business. 
The company has been capitalized at 
$75,000 with $37,500 paid in. Location 
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strainer bag, $2 per doz.; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 


Jar Rubbers.—Double lip, red, T0ec. 
per gross in 12-gross lots; 75c. in 6- 
gross lots and 80c. in 1-gross lots. 


WINDOW GLASS.—Demand is at 


well. 


August 6, 1925 


of nails the jobbing prices are holding 
Some of the supply houses are 


_moving nails at a much closer margin 


| 


| 


least steady and sales are fairly large, | 


WIRE PRODUCTS.—Business 
time of the year. 


_ activity in other directions. 


although there is no claim that they | 


are equal to those this time last year. 
Quotations still are subject to some 
shading. 


Jobbers quote: Single strength A 


and B, 84 and 5 per cent off list; 
double strength A, 86 per Cent off 
B, 87 per cent off list. 


list; 
is of 
about the usual proportions for this 
Nails seem to be 
moving steadily but there is not much 
Mill prices 


appear to be well stabilized and outside 





of profit than the regular hardware 


jobbers. 

We quote from Pittsburgh jobbers’ 
stocks: 

Fence Wire 

(per 100 Ib.) Annealed Galvanized 

Nos. A o> 9D MRMO. ..c<s $3.00 $3.45 
i: 00 Ceenéecendecemnaa S 3.05 3.50 
No. 1 eee errr. 3.55 
lS eer 3.65 
OE ee 3.25 3.80 
a Te. scbaswencueeeeee Se 4.00 
i, i Cheek eheeeen ees 3.55 4.30 
Ss SE: Scene Kees eed. Se 4.50 
Barbed Wire (per 80-rod spool): 
Pe MD. ccteeceeesue seas $3.01 
DE ME  cesspactesddeesecece GE 
Se. SEED ccccecevccesecscse Ge 
SE EE ec vcceccumsseonscesecs s SEO 
2-npoint cattle (special) ......... 2.28 
Woven wire fence (per 100 rods): 
DEE ¢uttecececesaseenes oeaees $39.36 
DET soncadenasieassencdankssss ee 
939-11 eeeeasdeeenesensesoeecess TIE 
SS BO re eT Ter 8.85 


Bright nails base per keg, $3 to $305 





has used 


push plates, door steps, 


pull grips, 


spring hinges, etc., in preference to 





is at the General Properties Warehouse. | 
The building which the company will | 


occupy is a new one, 


and the entire | 


second floor and ground floor space will | 


be occupied by this new business. 


This | 


space provides a total of 13,000 sq. ft. | 
John A. Raymond is president and | 


general manager; Charles Holmes 


is | 


vice-president, and Frank Clopeck is. 


secretary and treasurer. 
ficers with Eugene Chloupeck and E. A. 
Raymond comprise the board of direc- 
tors. 


Mr. 


ation, Detroit, for the past 33 years, 
and for some time has been sales man- 
ager. Mr. Holmes is the proprietor 
of the Arcade hardware store, Highland 
Park, Mich., and Mr. Clopeck has re- 
cently severed his connection with the 
Aluminum Utensil Co., Manitowoc, Wis., 


The three of- | 


Raymond has been associated | 
with Standart Bros. Hardware Corpor- | 


illustrates the 


half-tone which just 
The 


general appearance. company 


feels this feature is quite an improve-| 


ment, as it enables the user of the 
catalog to determine the nature of op- 
eration and installation of each piece 
of hardware listed. 

In pricing this catalog the decimal 
system has been used. 





detailed line drawings of | 


| tilators. 


Continental Screen Issues 
(Quotations 


The Continental Screen Co., 1323 
Book Building, Detroit, Mich., has re- 
cently issued quotations to all jobbers 
on Continental fresh air window ven- 
These prices are for the fall 
and winter season. The company has 
made no advance in its price on the 
wood frame ventilators, despite the 


slight advance in the cost of materials 


entering into their manufacture. 


Kees Issues Catalog Supple- 


combination screen and storm doors. 


ment on Roller Skates, Etc. 


F. D. Kees Mfg. Co., Beatrice, Neb., 
has issued Bulletin No. R-7, dated June 
25. This covers the company’s line of 
Brownie roller skates and Kees roller 
skates and scooters. This bulletin is 
section 4 of the company’s catalog. 





George M. Taylor Buys Share 


of Price Business 


George M. Taylor, has purchased 
from W. W. Ezells his share in the 


_ business of C. S. Price, 319 West Third 


whom he has represented on the road | 


for the last eight years. 





Vice-President Birney Now 
Winchester Sales Director 


W. T. Birney, vice-president of the 
Winchester Repeating Arms Company, 
took control 
the Arms Company 
July. 
made assistant sales manager. 


on the first 





of all domestic sales of | 
of | 
Irving L. Lippencott has been | 


Street, Louisville, Ky., dealers in garden 
seeds, farm equipment, etc. Tay- 


_lor was formerly in the loose leaf to- 


| baeco business. 


Detailed Line Drawings Used | 


in Sargent & Greenleaf 
Catalog 


Sargent & Greenleaf, Inc., 
ter, N. Y., manufacturer of banks, safe, 
key locks and hardware, have issued 
catalog No. 16, in which the company 


Mr. Ezells has recent- 
ly obtained an interest in the Clark- 
Coombs grocery business at Seven 
Hills, and will hereafter devote his 
time to that business. 





621 June Contracts Reported 
on Installment Paint Plan 


The Commercial Credit Company of 
Baltimore and the Aetna Finance Cor- 
poration of Philadelphia, in a_ joint 
statement, announces that during June, 
621 contracts on the Installment Plan 


| for Painting were closed. 


Roches- | 


} 
| 


| 


The work completed up to July 1 
totaled $205,526.55. Not included in 
this total are 141 contracts which have 
been approved but the work is not yet 
completed. 























| William 





The 
new Continental metal frame ventilator 
is also quoted, as are also Continental 


New England Hardware 
Trade Hold Outing 


HE annual outing of the New 
England hardware trade, held 
Wednesday, July 15, at Mansion 
Inn, Cochituate, Mass., which was 
under the management of the Hard- 
ware Associates, was not only one of 
the largest attended, but one of, if not 
the most successful enjoyed by the re- 
tail trade and affiliated jobbers and 
manufacturers. Practically everybody 
made the trip to the Inn in automo- 
biles, most of them from Kenmore Sta- 
tion, Commonwealth Ave., Boston. 
Upon arrival at the Inn, the enter- 
tainment committee started the ball 
rolling. Thanks to the generosity of 
jobbers and manufacturers there were 
a large number of prizes up for com- 
petition in various sports. Perhaps 
the most enjoyed sports were the ball 
game, tug-of-war, clothes changing 
contest, which was won by Ed. John- 
son, the renowned paint salesman, and 
the fat men’s race, which was won by 
G. McIntyre, Boston, with 
George A. Perry, Decatur & Hopkins 
Co., Boston, a very close second. A 
total of 185 sat down to dinner, follow- 
ing which there was dancing with 
plenty of good music. Evert W. Hinck- 
ley, Berry Bros., Boston, was chair- 
man of the general outing committee. 
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The live hardware 
dealer says: 


“No Questions Asked— 


‘‘In mid-summer I appreciate my adver- 
tised lines even more than at other 
seasons of the year. They save the 
time it takes to answer questions about 
unknown brands. 


“Take GOOD LUCK Rubbers. Every 
woman knows the name and the red 
package, that they are made down 
Boston way and that for the last dozen 
years canning teachers, demonstrators, 
and home ec. writers have been praising 

oust Game & them, and I have been selling them 
right here with perfect satisfaction to 


RUBBER CO. i ‘ 
Cambridge, Mass. a concerned. 


Makers of these famous ‘“This leaves us plenty of time to talk 
brands of Garden Hose 99 
ath te about the hot weather. 
GOOD LUCK 
and MILO 


Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
Boston Spray Nozzles 
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A New Display To Speed Up Your Sales of 
CARBORUNDUM COMBINATION STONES 


ARDWARE men have never be- The display panel is supported by 

fore had sucha stimulant for —astrong easel. It commands atten- 
the sales of Combination Stones — tion—arouses the desire to buy. 
as this new display. Put this display on the counters 
It is an attractive, business-like of the cutlery or tool department 
display board of steel,23 inches or on your shelves and watch 
high, 12% inches wide, litho- — yoursales of Carborundum Com- 
graphed in four colors. bination Stones jump. 


It displays six of the popular sizes This is just another item in the 

of the Carborundum Combina- line of trade helps that The 
tion Stones, each stone securely | Carborundum Company is using — 
attached to the panel, plainly to back up the man behind the .“ 


numbered and priced. counter. 
. 7 . . The 
This Display is sent Free with Stone Assortment te 
, fompany 
Use the Coupon to get the Details Niagara Falls, N. Y. 
The Carborundum Company © Please Send Me Details of 
Niagara Falls, N. Y., U.S.A. 7 __ ay _ 


Canadian Carborundum Company, Ltd. 
Niagara Falls, Ont. 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati 
Pittsburgh, Milwaukee, Grand Rapids Street 


Name 


Srate - 
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W hat Does the Cutlery Business Need ? 


By JOHN CASSIN—A Man Who Knows 


FTER making sure that he had enough 
A cutlery articles in hand to complete the 
schedule for the balance of the year, our 
good natured editor has granted me the use of 
this space in which to express my personal 
opinions about a subject upon which there 
seem to be as many thoughts and opinions as 
there are about how to operate the universe. 

Perhaps the easiest way would be to repro- 
duce some of the letters received from our 
readers. I will inject but one, written by our 
friend Bill Dress. As a preamble to the per- 
tinent question, it may be permissible to men- 
tion that during the past 18 months I have 
been talking cutlery with manufacturers, job- 
bers, buyers, sales managers, salesmen, retail- 
ers and their sales people as well as with thou- 
sands of men and boys, many of whom have 
never been given a good reason for purchasing 
a new knife, razor or other cutlery item. 

This eighteen month period has been a sort 
of “post graduate course” to the previous 20 
years of service in the-industry. Like many 
“special courses” it has offered advantages 
not obtainable in the regular course, where one 
is usually confined to familiarity with a few 
lines of goods. One of the principal advan- 
tages of this special course has been the op- 
portunity to meet and discuss cutlery with 


nearly all of the American cutlery manufac- 
turers upon the common ground of seeking— 
ae does the American cutlery business 
need ?” 

These talks have been supplemented by dis- 
cussions with hundreds of salesmen and many 
hundreds of retail hardware merchants, the 
majority of whom can be interested in cutlery 
—provided the ways and means offered are 
easy for them to accept and use. While these 
twin questions might be answered by replying 
“More Sales Power,” I doubt if that reply is 
sufficient, as even sales power is ineffective un- 
less or until the proper application of it is un- 
derstood and that is obtainable only after cut- 
lery and its sales possibilities are better under- 
stood. When more jobbers, salesmen and retail 
merchants become better acquainted with cut- 
lery, then the perspective supplied by knowl- 
edge will permit visualization of avenues 
of sale which will allow the correct use of sales 
power without waste of time, effort and money. 

What does the American cutlery business 
need? The answer is easy: all that is needed 
is the interested, coordinated cooperation of 
cutlery manufacturers, hardware jobbers and 
retailers. How to obtain sufficient interest and 
cooperation is the dark question that keeps our 
“Nigger hiding in the Woodpile” instead of 








A Clever Cutlery Display 


of color or a highlight that will make his 

picture a success. The successful merchant 
knows just where to put a little extra effort which 
will make his profits larger. 

There is no denying that cutlery is one of hard- 
ware’s decidedly profitable lines, and the success- 
ful hardware dealer is the one who has a good 
trade on cutlery items. Find a hardware dealer 
who makes money and you will find a live cutlery 
stock. 

To illustrate how easy it sometimes is to in- 
crease sales of profitable goods and how little 
effort it requires, read what an Arkansas hard- 
ware dealer did. He had seen pocket knives stuck 
into corks and then balanced on pins stuck in 
wood or corks, and even on other pins. So he 
got some bottles, put pins in the corks and stuck 
some pocket knives into wood pieces, which were 


\ N artist knows just where to put a little touch 


then balanced on the corks. An electric fan was 
placed in the window near these exhibits, but out 
of sight, and the wind revolved the balanced 
knives. Of course, folks stopped to look and spec- 
ulate. 

The first day this display was made in the 
window this dealer sold 36 pocket knives, which 
was a great many more than he would ordinarily 
sell in a week. The remarkable thing about it 
was that 18 of these knives were sold after supper 
to men who happened to be going by the store. 

A good pocket knife appeals to man and boy 
alike. Show either of them:-a new knife and 75 
times out of 100 they will buy it, because the one 
they have is no longer desirable in face of the 
new one which they have examined. Good cutlery 
represents quality merchandise, and the sale of 
high-grade edge goods makes lasting friends and 
good customers. 
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working on it. It seems to me that this ques- 
tion has to be agitated from both ends—By the 
retailers who draw their supplies from jobbers 
—By the manufacturers who supply jobbers. 
Of course those jobbers, who are sellers as 
well as servers (as yet I haven’t said servants 
—though I admit the close relationship of the 
words servants and servers—and how I do love 
sellers), will be found keeping step with those 
progressive manufacturers and retailers who 
are finding cutlery to be merchandise of desire 
as well as of necessity—the improvements and 
changes in our methods of living, pursuit of 
recreation, sports and broadening of our voca- 
tional fields, all offer increased use for an op- 
portunity to sell more cutlery as well as pleas- 
ure, convenience and gift items. 

HARDWARE AGE has published and will con- 
tinue for some time this series of cutlery ar- 
ticles as part of its program to assist its read- 
ers to develop the natural market for American 
made cutlery. Those manufacturers who are 
cooperating in the movement to obtain a more 
general appreciation of the value of good 
American made cutlery are entitled to the sup- 
port of retailers and jobbers interested in pre- 
serving, and enhancing the value of one of the 
“Key Lines” of the hardware business. 

Of the many comments received about cut- 
lery conditions or conditions which affect the 
cutlery business I reproduce but one—the fol- 
lowing letter from Mr. W. J. Dress: 


“Mr. John Cassin, HARDWARE AGE. 

“The writer has followed your articles on 
‘The Observations of a Cutlery Salesman,’ 
with a great deal of interest and commends 





you for the manner in which you express the 
many truths relating to why the pocket knife 
business is not as successful to the average re- 
tailer as it should be and how it can be im- 
proved. 

“In a recent article you stress what may be 
construed as a lack of interest or acceptance 
of opportunity on the part of jobbers salesmen 
—of which there is no denying. However, as 
one who is very intimately acquainted with job- 
bers’ salesmen we must not overlook the fact 
that frequently it is volume of business that is 
expected of them and that their working hours 
are so scheduled that they must make a certain 
number of visits a day to cover ‘want book’ 
needs of the retailer, who in turn has been so 
fed up on ‘turn over’ that he carries too lean 
a stock and unless he receives prompt service 
on his ‘want book’ needs he is inclined to pass 
up the salesman who misses prompt visits. 
Therefore the salesman (not always by desire) 
will not work lines of merchandise that require 
much time to show or sell and pocket knives 
have never successfully been sold from pic- 
tures. 

“Permit me to suggest for a future article 
the importance ‘as I view it’ of what I take 
the liberty to call the weak link between man- 
ufacturer and salesman ‘to wit’ the buyer or 
department manager—If a buyer is sold a line 
of pocket knives it means that he believes in it 
—and to believe it in he must necessarily have 
absorbed its advantages over other competitive 
lines, why then should he not convey these 
facts that he believes in to the salesmen whom 
he expects, will sell the merchandise he bought. 








Suggested Cutlery Stock for the City Hardware Retailer 


The average hardware retailer’s cutlery stock should not, as a rule, exceed ninety 


patterns, including the following: 


12 patterns of pearls—price range........ 
4 patterns of four-blade stags—price range 
10 patterns of three-blade stags—price range 
17 patterns of vest pocket knives—price range 
» patterns of Scout knives—price range.... 


sa ob et le gaarvenniieeoaeaiartiekdalil $2.00 to $5.00 each 
hase sesae aie ecsabel-aittaste th aici acasell $2.50 to $4.50 each 
> dnd @ Dbelao eee aconte ae $1.75 to $3.50 each 


.75 to $3.50 each 


sveteidliatas tienda abet iad tia totaal $1.25 to $2.25 each 


10 patterns of sportsmen’s knives—price range..... er ee $1.25 to $4.00 each 
17 patterns of mechanics, farmers, miners’ knives—price range...... .85 to $3.00 each 
5 patterns of shackle knives (other than pearls—price range....... $1.00 to $2.50 each 
6 patterns of punch blade knives—price range.................. $1.00 to $2.50 each 


6 patterns of boys’ knives—price range.... 


ee Be 2 Ce 2 2 Pe CC BS Se CC. = 22 


.50 to $1.25 each 


—John Cassin. 











Reading matter continued on page 78 
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Tie up with 64,000,000 Pages of 
Gillette advertising 


The national maga- 
zines are telling the 
people in your neigh- 
borhood why they will 
want the New Im- 
proved Gillette Safety 
Razor. 





Do they know that you carry this razor? 


Tell them by using this Display No. 1TX 
GILLETTE SAFETY RAZOR CO. Advertising Dept. Boston, U.S. A. 














YOU CAN SELL MORE SHEARS 
IF YOU CARRY “EVERSHARP” 
POPULAR PRICED CUTLERY 


Every customer who visits 
your cutlery department is a 
prospect for shears and scis- 
sors. On the other hand, 
Eversharp Shears will bring 
more women to your store if 
you feature these practical, 
serviceable items. 

They are every day neces- 
sities and are made to retail 
at a reasonable price and still 
allow a liberal profit for 
dealers. 

Let us send details 
and prices. We have 
a complete line of 
Shears and scissors in 


Carving Sets 


The merchant who confines his 
carver sales to mnewly-weds and 
first buyers is overlooking a big 
opportunity to sell to the far larger 
number of families which already 
own and use carving sets. As 
families grow, not only in size but 
in wealth, they outgrow the cut- 
lery and furnishings with which 
they began house-keeping and 
sooner or later are in the market 
for better and more expensive carv- 
ing sets, relegating the old set to 
the kitchen. This is especially true 
now that Stainproof blades are so 
popular. Nearly every woman 
who sees one, wants one. 


LAMSON & 
GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 

















































EVERSHARP SHEAR COMPANY (i 


2000 Knowlton St. 
BRIDGEPORT, CONN.,U.S.A. 


SCISSORS AND SHEARS - 
FOR ALL PURPOSES 
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“Too frequently the buyer or department 
manager is loaded with detail work that assist- 
ants ought to handle so that he can devote 
more time to the promotion of his stocks—to 
my mind he is, after all, the best ‘special sales- 
man’ of his house if he will take the time to 
sell his salesmen and occasionally visit the re- 
tail trade with the salesmen. To do so is to 
become more familiar with territory needs, the 
grievances of his salesmen and the competitive 
conditions to cultivate the good will of dealers 
and be of greater assistance to sales depart- 
ment. 

“Very truly yours, 
“W. J. Dress.” 

While I heartily agree with the foregoing— 
the situation in many instances is being im- 
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proved, if not corrected by the use of Sales 
Promotion Departments. Where these depart- 
ments are conducted by seasoned, experienced 
salesmen or sales directors who know the value 
of the Re-Sale—cutlery is coming into its own. 

Manufacturers are noting the increased in- 
terest of retailers and jobber salesmen. Some 
day there may be available an educational fund 
—not a large amount—just enough to find the 
right way to reach the thousands of retailers 
(through their sources of supply, or with the 
jobbers’ cooperation). 

Many lines of business have been greatly 
benefited by small investments of time and a 
little money on cooperative educational work. 
Surely cutlery—one of the real creative selling 
lines—will respond to similar treatment. 








Big Market for Pocket Knives 


NE of the best means of determining the extent 
of the market or possible sale of pocket knives 
was disclosed by the personal investigation con- 

ducted by the president of one of the largest pocket 
knife manufacturers. From eighty to one hundred 
men, mostly strangers, he borrowed the use of their 
pocket knives. Of the entire lot but two were in good 
condition. Of the balance, most of the lenders prof- 
fered their knives with excuses for either the condi- 
tion or quality of the knives. 

This original method of investigation developed the 
astounding fact that at least seventy-eight of eighty 
men were prospective buyers of pocket knives. Fur- 
ther investigation has convinced the writer that the 
situation is general. In every community of any size 
there are men, boys, girls and women who want good 
pocket knives. As the next step is to determine the 
part that “goods offered’”’ or patterns selected by mer- 
chants regulate sales, we start to ascertain reasons 
that govern and determine the -selection of pocket 
knife patterns offered to the public. Proceeding upon 
the theory that purchases are planned to accelerate 


sales, one would naturally believe the retail merchant 
knew exactly why he purchased each pattern of knife. 

Desiring to avoid the influences, ideas and theories 
formed by twenty years’ experience in the cutlery 
business, the writer during the past four weeks has 
visited and interviewed owners, buyers and sales- 
people in more than one hundred hardware stores. In 
each store we have tried to ascertain how and why 
the assortment of pocket knives were selected. Aside 
from budding, pruning, scribe, cattle and scout pat- 
tern knives, which are but a small part of a pocket 
knife line, we were unable to find any method, plan 
or reason governing the selection of pocket knife pat- 
terns other than the desire to have an assortment of 
patterns ranging in price from the lowest to the 
highest figures the buyer thought salable in his store. 
This absence of purpose in selection, putting the 
burden of sale entirely up to location and display, ac- 
counts for one of the reasons why pocket knives, at 
least temporarily, lost their place as the leading sales 
item of the cutlery business.—John Cassin. 


i 








If You Are 


HOSE who preach the gospel of speed, who 

advocate the speeding up of production and 

effort, who demand action and energy and 
momentum, usually mean more than they say, for 
speed is worse than useless without proper co- 
ordination. 

The beginning skater may find his feet going 
faster than his body, but the extra speed often 
leads to a tumble. If the hour hand of a watch 
was as speedy as the minute hand in the race 
around the dial the watch wouldn’t be worth 
much. Many an inefficient office man bustles 
about the works on high and accomplishes much 
less than the man with his feet on the brakes 
when need be. 

Of what use would the speed of a railroad that 
brought ore quickly to the smelter be if the speed 
of its branch line that brought coal was not suffi- 
cient—the ore would only bunch at the sidings. 
Of what use the speeded-up sales department of 


in Gear—Speed 


a business if the production was not commen- 
surate? 

In business and personal efficiency, railway or- 
ganization of America offers a beautiful preach- 
ment. American railroads first coordinate the 
system, so that every operation fits with other 
operations perfectly, so that schedules fit to the 
instant, so that dispatch is always under control. 
Then they speed up. 

If you are in gear, if everything is coordinated 
and tested so that speed will bring increased real 
results in your personal production and achieve- 
ments, then step on it. If not, first get in gear. 

If your business units are coordinated and in 
gear, and tested, then speeding up may be in 
order. If not in gear, that comes first. You will 
find it surprising how much you can speed up if 
everything zs in gear.—J. G. Chapline, president, 
LaSalle Extension University, in Personal Ef- 
ficiency. : 


Reading matter continued on page 80 








August 6, 1925 


HARDWARE AGE 


79 








CHRADE ()AFETY 
Push Button Knife 


No Breakingo 
Singer nails 4 


e Paley 
Lock 


\ 


™ 


Sure to sell on sight. 
Absolutely safe in pocket and in use. 
or convenience you can’t beat it 
Easily operated with one hand. 
The safety slide locks the button. 
ou can't afford .o be without it. 


reaoe FVERLASTINGLY SHARP manu 
Schrade Cutlery Co. 


Manufacturers of Superior ae, oe 

Factories: Walden, N. ¥. N.Y. 
Main Office: Walden, N. 

ORDER THROUGH YOUR JOBBER bs DIRECT 








Known as Reliable for 
over Fifty Years 





Priest’s 
The bobbed hair fad is at its peak 
—take advantage of it. 


Priest’s Tiger and Shaver are 
ideal for keeping the cropped hair 
short. The daintiness and light 
weight of these clippers always at- 
tract women customers. 


Remember Priest quality and 
service are back of every clipper 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 














Curiosity 
Creates 
Customers 





A good window display is the 
best cutlery salesman you can 
engage. No man can resist the 
glitter of a well-arranged knife 
assortment; it stops him every 
| time. Once his interest is 
aroused it’s an easy step to a 
| profitable sale; profitable not 
only in the gain from that one 
sale, but in the building up of 
good-will for continued busi- 
ness. 


The merest novice of a win- 
dow-trimmer can qualify with 
the best by taking advantage of 
the display ideas in Hardware 


Age. 





SHUMATE 





Largest distributors of Straight razors in 
the United States 


If you haven’t them in stock send for catalog C. 


Shumate Cutlery Corp., St. Louis, Mo. Established 1884 








_ the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit”? will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 





maker. 

















bile bd hii Lat 4301 Warne Ave. 
St. Louis, Mo. 
SHOE SLOYD 
KITCHEN OYSTER 
PRUNING RUBBER 
ty A PATTERN 
s MAKERS’ 


Catalogue 





ROBERT MURPHY’S SONS CO., Ayer, Mass. 





























80 HARDWARE AGE August 6, 1925 











‘Ol 





wants 


UDGING from the response since our first 

announcement, this new nine-inch wrench with 
the three-inch capacity has a market as wide as 
the western hemisphere. For the car, for farm 
machinery, for general mechanical work, for the 
home, it is a rapid seller. It is drop-forged, in- 
cluding the jaw, and its attractive finish makes a 
striking display in the window or on the counter. 
It retails at 75 cents. Order from your jobber. 


CRESCENT TOOL COMPANY 
204 Harrison St. Jamestown, N. Y. 


Originators of the Crescent Wrench 








Crescent Tools 




















Efficient Stock Arrangement 
Helps Sales 


IME and space mean money in the retail 
hardware business. Eddie Denecke, sales 
manager, James & Hawkins, Inc., Jamaica, 
N. Y., tells us his firm endeavor at all times to 


save time and money and that this effort starts 
with President P. G. James and works all the 
way down the line to the youngest J. & H. recruit. 


Builder’s hardware is an important profitable line 
with this firm, and the line includes not only the 
large items but also the many small pieces, such 
as hasps, hinges, butts, casement hardware, etc. 
The Jamaica store is headquarters for the com- 
pany’s nine branches. All of them sell builder’s 
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hardware, but the bulk of the stock is kept at 
headquarters. 

This photo gives you a good idea of the sim- 
plicity of the J. & H. builder’s hardware stock 
room. No ladders are used. Instead a substan- 
tial ledge 23 in. wide is built 50 in. from the 
floor. The shelves are 15 in. deep and each sec- 


| tion measures 12 in. by 34 inches. 


Underneath the ledge the compartments are 35 
in. deep and will each provide storage for four 
cases of butts, lock sets, etc. 








COMING CONVENTIONS 








MERICAN HARDWARE MANUFACTURERS ASSOCIA- 
TION CONVENTION, Atlantic City, Oct. 21, 22, 23, 1925 
Headquarters, Marlborough- Blenheim. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York City. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Atlantic City, Oct. 19, 20, 21, 22, 23, 1925. Headquarters, Hotel 
Ambassador. T. James Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, INC., CONVENTION AND EXHIBI- 
TION, Commercial Museum, Philadelphia, Pa., Feb. 15, 16, 17, 
18, 19, 1926. Sharon E. Jones, secretary, 604 "Wesley Building, 
Philadelphia. 
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Suggest Improvements in Postal 
Service 


RECENT study of the postal service discloses 
A a need for numerous improvements to put 

it on a properly efficient basis, according to 
the Postal Affairs Committee of the United States 
Chamber of Commerce. The committee’s sugges- 
tions were presented to Postmaster General New 
today by Lucius Teter of Chicago, chairman of 
the committee. The committee presented its views 
on rates yesterday at a sitting of the joint Con- 
gressional Subcommittee on Postal Rates. 

The source of the committee’s information on 
service is found in reports from local chambers 
‘ of commerce, and while recent improvements in 
service have been made, progress, says the com- 
mittee, “has, in our opinion, been far from that 
which is urgently needed, both in scope and 
promptness of application.’”’ Some of the improve- 
ments suggested by the committee will require, 
it is declared, new items of expenditure in the 
Post Office Department’s Budget, as well as future 
increases in items already in the budget. 

The suggestions made to the Postmaster Gen- 
eral follow: 


Our Postal Service Committee met recently in 
Washington to consider two important matters vi- 
tally affecting the business welfare of the country: 
First, the question of a permanent schedule of post- 
age rates now under consideration by the Joint 
Congressional Subcommittee, and, second, the need 
for further improvements in the Postal Service along 
the lines laid down in the Chamber’s Referendum 
44, which has heretofore been brought to your at- 
tention. 

These two questions are in some respects insepa- 
rably linked, for the reason that the necessary im- 
provements recommended by-:the Chamber in the 
referendum will require some additional items in 
the budget of the Post Office Department, as well 
as an increase in the coming years of some of the 
already existing items. 

Other questions in the referendum deal with the 
subjects of rates and salaries. With respect to rates 
we will shortly send you a copy of the statement 
which we purpose submitting to the Congressional 
Joint Subcommittee. On the question of salaries 
action was taken at the last Congress. 

At this time we wish especially to invite your 
attention to the program of improvements recom- 
mended. In doing so, we should say that the in- 
formation in the possession of this Committee shows 
that progress has been made with regard to some 
of the items listed, but this progress up to date has, 
in our opinion, been far from that which is urgently 
needed, both in scope and promptness of application. 

To give you specific comments and suggestions 
we would refer to the items on pages 4 and 6 of 
the referendum pamphlet as follows: 


Working in Transit 


The Chamber’s recommendation is for “working 
first class mail in transit to the maximum degree 
wherever this will expedite delivery.” Our informa- 
tion is that there are many instances in which the 
reinstatement of distribution of mail in railway 
mail cars would accomplish this important purpose. 
We are in favor of economy, but not at the sacrifice 
of efficiency. We urge that the principle quoted 
above be effectively applied, and that the necessary 
items be included in the budget of the Post Office 
Department for the coming and subsequent fiscal 
years. 


Separation of Parcel Post 


The recommendation is for “proper separation of 
parcel post from other classes of mail to improve 
the handling of all classes.” We urge the prompt 








NEW! 
for CHILDREN 











“Falcon” 
Buddy Snow Skates 


Retail for $1.75 


Everyone can skate everywhere—the 
packed snow of sidewalks, streets, hill- 
sides—in the city or country. Even the 
smallest child can have loads of’ fun 
without the usual dangers. 


REPLACES THE ROLLER SKATE 
IN WINTER 


Made of wood, steel concave runner. 
Has rubber foot-bed, rawhide straps. 


Write for complete details. 


‘— ; 
lo « If interested in Toys 
: Ys that la® request Catalog S. 


SINCE 1888 





AMERICAN MFG. CONCERN 
FALCONER, N. Y. 
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Taming the “‘Difficult”’ 


Customer 


All hail the “difficult” customer—-the 
benefactor of the selling fraternity. He 
is an eternal challenge to good salesman- 
ship. 


A customer becomes “difficult” only 
when he taxes the ability of the sales- 
man to satisfy him. 


To the salesman of tact, good judgment 
and wide information in regard to the 
product he is selling and its utility to 
the purchaser, there are few “difficult” 
customers. A “good” salesman rarely 


meets one. 


Tame your difficult customers by in- 
creasing your own resourcefulness as a 
salesman. That salesman can sell best 
who knows most about his merchandise. 
Study the merchandise that is pictured 
and described in the advertisements in 
this issue of HARDWARE AGE. You'll find 


helpful ideas on every page. 
Note the following items for example: 


Know the Service-Giving Qual- 
ities of the Tools You Sell. .Page 4 


Know the History of the Manu- 
facturers of Your Merchan- 


Be scé¢ecwsavevucsvewed' Page 95 
A Talking Point for Your Tool- 

Making Customer......... Page 6 
Be Definite on Washing Ma- 

chine Performance ....... Page 7 
Satisfy the “Cranks for Good 

eS Page 8 
Sales Points for Bricklayers’ 

EE eeesvcesesescel Page 9 
A Selling Plan for Fencing and 

WE OS nn ccs ccowss Page 18 


Something New in Saw Handles Page 26 
Wrenches for Unusual Cases. .Page 88 
Virst Sell Yourself.......... Page 90 
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application of this principle and proper provision in 
the Department’s estimaets to that end. 


Buildings 


The recommendation is for “a proper building 
program for relief of many post offices which now 
have insufficient work room for efficient handling of 
the mails.” The Chamber also calls attention to 
the poor lighting and ventilation, as well as other 
unsatisfactory working conditions which prevail in 
many post offices. We appreciate that the applica- 
tion of this recommendation depends to some de- 
gree upon the general policy to be followed by the 
government et regard to public buildings, but we 
strongly urge in the interest of efficiency of the 
Postal Service that the requirements of this building 
program be provided for. We urge the necessary 
action by the Post Office Department to this end. 


Employees 

According to the information received by this 
committee the salary increases granted at the last 
session of Congress have proved amply sufficient to 
attract the necessary additional employees in the 
larger cities and industrial centers, where difficulties 
had been experienced, and to justify the placing of 
the more experienced and highly paid employees on 
night work as recommended. 

The committee finds, however, that there has 
been little, if any, improvement with regard to 
substitute service. The recommendation here is for 
“elimination of the system of requiring employees 
to go through long periods of service as substitutes 
prior to appointment to regular positions as clerks 
or carriers.” 

We urge that a thorough-going inquiry into this 
question be instituted by the Post Office Department, 
and that action be taken to bring the method used 
by the department in securing emergency or part- 
time service in line with the sound practices followed 
in business and in other branches of the government 


service. 


Postmasters 


The recommendation is for “completion of removal 
of the office of postmaster from the realm of political 
appointment, and making it a professional position 
under Civil Service regulations, to which postal em- 
ployees may be promoted, thus offering greater op- 
portunities for a career in the postal service.” The 
Chamber has for many years supported this propo- 
sition which, we believe, will receive almost unani- 
mous support throughout the country. Therefore, 
we recommend that this matter be taken up by the 
Post Office Department with a view to having it 
again urged upon Congress by the Administration 
with all necessary details to enable prompt action. 


Packing 

The Chamber has noted with satisfaction and has 
participated in supporting the movement carried on 
by the Post Office Department for obtaining the co- 
operation of mail users for the better packing of 
parcel post and also better addressing, presorting 
of mail and other measures designed to improve the 
working of the Postal Service. We urge continua- 
tion of this movement, including an organized sys- 
tem for the postmasters to confer and inform the 
public on these matters. 


Planning 


The Chamber’s recommendation is for “a perma- 
nent planning division in the Post Office Department 
exclusively occupied with developments of technical 
equipment, improved methods and plans for expan- 
sions to meet future demands.” We understand that 
certain steps have been taken in the direction sug- 
gested by this recommendation, but that this pro- 
gram has not been carried sufficiently for either 
to produce any extensive results or to show the ad- 
vantages of the system proposed. We urge that 
provision be made for this organization. 

As a further aid in putting the Post Office Depart- 
ment on a business basis, it is essential that it 
should have a modern cost accounting system in con- 
tinuous operation. This does not mean that the 
system need be the same as that followed in private 
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industry, but it should be of such character as will 
meet the requirements of this vitally important ser- 
vice which, more than any other branch of the 
government, should have the character of a business 
enterprise. 

Being firmly convinced that the application of the 
program outlined above will go far toward putting 
the Post Office Department on a business basis, 
we submit these recommendations for your considera- 
tion. Industrial and commercial concerns through- 
cut the country are keenly alive to these questions, 
and on behalf of the Chamber of Commerce of the 
United States, we assure you of our continued in- 
terest and support for improved Postal Service. 





The Summer Slump 
By William Ludlum 


HE Summer Slump is here again, 
So, come, now, all together, 
Let loose the same old business bunk 
And lay it on the weather— 
It’s always dull when June shows up, 
With days so moist an’ hazy 
Folks sorter quit their buyin’ ways 
An’ trade gets kind o’ lazy. 


An’ when July comes trailin’ in 
An’ things get hot an’ hotter, 
When nearly everybody droops 
We guess we’ve also got ter. 
When August, month of dogs an’ doze, 
Arrives, as is expected, 
We sit around an’ mop our brows 
An’ grumble most dejected. 





That is—we always do like this 
If we are only quitters; 
But nary one of us, be gosh! 
If we are—up-an’-gitters! 
What matters it if things are slow 
An’ trade’s inclined to slumpin’? 
Just bump the slump an’ thump the slump— 
An’ biz will keep on jumpin’! 





My Ma Says—YES—She Does 


Y Ma says the trouble with most people is that 
they could do somethin’ else better’n what 
their doin’. Least that’s what she says to my 

Pa when He says to Her you seem to think all I’m 
good for is Talk. And that got him real mad and He 
says, Think I have nothin’ else better’n to be chasin’ 
round for this and that just cause you’re houseclean- 
in’ and can’t go shoppin’t the same time. ’S I under- 
stand if you want I should go down to Bill Bump’s 
store and get you this list of things for all about the 
house, and you stand there and tell me that what 
ever they send up will be perfectly sa’sfactry to you 
only so I let them pick it out. And that there ain’t no 
question ’bout prices cause all their prices are same’s 
what they send, right and fair. And you think I’m 
goin’ do it? And my Pa done it cause my Ma says 


YES, She does.—Sonny Smiles. 
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No. 04263 (Half Size) 


Protect 


Your Reputation 


When a customer says “I want a padlock” he 
respects your judgment and expects you to re- 
spect his intelligence by realizing that he wants 


security. 


An Eagle Lock invariably reinforces your 
judgment because it faithfully serves its pur- 
pose of protection year after year. 


Add No. 04263 and other numbers to your 
stock—made entirely of bronze and carefully 


constructed in every detail. Sizes | to 3 inches. 


The Eagle Quality Line 


Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


EAGLE LOCK CO. 


General Sales Office— 
26 Warren St., New York «= 





™ PaTorr 
REG ‘MUS PAT OFF us ° 


Branches—521 Commerce St., Philadelphia, Pa. 
77-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 


Works at Terryville, Conn. 
SSS SSS SSS 555% 
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City Methods in a Town of 1300 


HEN Car! Bliss, the son of 

C. H. Bliss of Waterville, 

Minn., returned from the 
army about six years ago, his 
father took him into partnership 
and the firm title was changed to 
C. H. Bliss and Son. Immediate- 
ly the new partner began advo- 
cating a series of reforms in the 
conduct of the business that filled 
the father with alarm—for hadn’t 
the store been a moderate success 
for a good many years without 
the aid of any new fangled ideas? 
But ill health about this time 
forced Mr. Bliss, Sr., to retire 
from the active management of 
the store and he grudgingly gave 
permission to his son to “go 
ahead and wreck the business.” 
_ Carl Bliss started the “wreck- 
ing’”’ process by completely re- 
modeling the place. The old 
shelving which had formerly run 
clear to the ceiling on both sides 
of the store was cut down to a 
heighth of 8 ft. 6 in. from the 
floor. Display doors were placed 
in front of the shelving down the 
entire length of both sides and 
sampled with practically every 
item of shelf hardware that was 
carried in stock. The counters, 
which had originally blocked off 
the customers from the merchan- 
dise on the shelves, were dis- 
carded and a horseshoe arrange- 
ment of floor show cases made in 
the center of the store, leaving a 
wide aisle down each side. Back 
of the show cases a series of tables 
and display stands accommodated 
the entire stock of kitchen-ware 
and beyond that were a nail coun- 
ter and bolt rack. 


Splendid Paint Department 


One peculiar feature in con- 
nection with the arrangement of 
the store is the fact that the paint 
“department” is spread all over 
the place. Along the floor, under 
the display doors on both sides 
of the room, is piled the paint 
stock and while this stock ac- 
tually will inventory less than 
$900, it gives the impression of 
being many times larger. No 
matter what a customer comes 
into the store for, he cannot help 
but see the paint and the very 


fact that the paint stock is turn- 
ing six or seven times a year 
proves that the somewhat novel 
display arrangement’ creates 
sales. 

Atter arranging the store more 
to his liking, Car! Bliss turned his 
attention to credits and collec- 
tions and in spite of numerous 
warnings from his father and the 
other merchants in town, he pro- 
ceeded to establish a set of 1ron 
bound credit terms. Up to this 
time not a single merchant in 
Waterville sent out statements 
oftener than the first of each year 
and twelve-month credits were an 
accepted fact, so that the plan of 
young Bliss to send out state- 
ments monthly and to charge in- 
terest on all accounts that ran 
over sixty days was looked upon 
as a short cut to bankruptcy. 
However, the plan was put into 
effect and while there were a few 
complaints at first, not a single 
customer has quit trading at the 
store in the past five years on ac- 
count of the credit terms and now 
six other merchants in town have 
adopted the same credit policies. 


Monthly Statements 


Promptly on the first of each 
month, every credit customer, re- 
gardless of who he is, is sent a 
statement of the amount of his 
purchases for the previous month 
and if it is not paid by the first 
of the next month, an itemized 
statement is mailed, across the 
bottom of which is printed in 
large type, ‘““Notice—All accounts 
are due and payable the first of 
the month following the date of 
purchase. Interest charged on 
all accounts from the date due if 
not paid by the 10th of the sec- 
ond month. Statement to all cus- 
tomers on the first of every 
month.” If the account is still 
unpaid at the end of the second 
month, another itemized state- 
ment is sent, this time with the 
interest added and if this does 
not bring in the money within 
ten days, a personal call is made 
and a settlement in cash or by a 
short term bankable note exacted. 
You may say that, while this sys- 
tem is possibly all right, you 


haven’t got the time to go running 
around the country on collection 
trips. Neither has Carl Bliss— 
in fact in 1924 he made less than 
ten collection calls because he 
now has his customers educated 
to pay their bills within sixty 
days and avoid interest charges. 
Although his annual credit busi- 
ness will run between $20,000 and 
$25,000, the total outstanding 
book accounts and notes is less 
than $2,500 today and at no time 
in the past four years has it ever 
amounted to more than $3,500. 
The big point to remember is 
that Bliss plays no favorites— 
every credit customer gets a state- 
ment and if the account is not 
paid in sixty days interest is 
added and when interest is once 
added it is collected. 


Sales—A Hobby 


Another pet hobby of Carl 
Bliss is sales. At least every 
three months he gathers up the 
odds and ends of slow moving 
and over stocks, sweetening them 
up with the purchase of a few 
specially bought items, puts the 
whole bunch on tables at the 
front of the store marked at 
somewhat reduced prices and 
runs a sale for a week or ten days. 
In this manner he gets rid of a 
lot of the slow moving items and 
on a reasonably profitable basis. 
While Bliss uses the local weekly 
newspaper to considerable extent, 
he gets wonderful results from 
his window displays, which he 
changes about every ten days, 
and from the eight-page store 
paper he issues monthly. He has 
built up a live mailing list of over 
800 names who receive regularly 
the store paper and in addition 
frequent circular letters. 

That his farmer customers ap- 
preciate his modern methods of 
merchandising is evidenced by 
the annual sales of himself and 
one clerk (the only help in the 
store) which run approximately 
$50,000 and his stock the first of 
this year was less than $11,000. 
Although his father was opposed 
to the changes at first, he now 
says that Carl] has the best_store 
in southern Minnesota. 
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EVERY 
CUSTOMER 
YOU 

HAVE 

CAN 

USE 
SANDPAPER 





We'll be glad to tell 
you about the pack- 
age of a thousand 
and one uses and 
how it will plus 
your sales—just 
send us a card re- 
questing this free in- 
formation. 


Minnesota Mining & Mfg. 
Company 


Producers of the complete line of 3-M Brand Abrasives. 
Originators and sole producers of Wetordry 
Waterproof Sandpaper. 


799 Forest Street, St. Paul, Minnesota 


Chicago Philadelphia Boston New York 
San Francisco Detroit Grand Rapids 
Chattanooga Los Angeles St. Louis 


High Point 
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Let this Automatic Feature 
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Make Big Money for You ! 


ERE is unquestion- 

ably the greatest 
forward step in incubator 
building —the patented 
self-operating revolving chute as used on 


this famous line of 
incubators. Itisthe 
one reliable and 
positive method of 
maintaining perfect 
temperatures 
throughout a hatch > 
—cannot overheat 
or underheat—and 
its completely auto- 
matic operation 
makes it the out- 
standing selling 
point in the entire 
incubator field. 














syst anes tcOUUOOONSRUURUASTUOHANENN THN TaGet yaa 
Witt 


AUTOMATE 


un tin 
ny quell 
wit Wann HV0UtHvoucavuunconynonnavnnnannvaenvonnnenuassuonssnsss000000 





Add to this big “AUTOMATIC” feature the excellent 
cabinet work of genuine red-wood, the patented cooling 
device and the wide range of sizes and prices and you 
will readily see that here is the incubator line that will 


make big money for you. 


Write Today for Exclusive Dealership 
There is an “AUTOMATIC” 


or wire today for catalog, jobbers name and exclusive 
agency proposition. 


jobber near you! Write 


THE AUTOMATIC INCUBATOR CO. 
Dept. 3 Delaware, Ohio 


PRESS SSSSSSSSSSSSSeeessesessosrorrurssurrcu 


| 

é 
a ° 
1 The Automatic Incubator Co. i 
’ elaware, Ohio ; 
a 7 ‘ a 
s Send catalog and dealers’ proposition at once to : 
- ‘ 
Ret HE 6655.00 ecb abedehipderene renee sncee es Seuns be ewdeee : 
i 
i et a a : 
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“SINCE 1855” 


HEREAFT KR HE WILL DEMAND A DE- 


PENDABLE “T D & W” HANDLE. 


HANDLES BEARING Our REGISTERED LABELS or STAMPED IN THE 
Heap “T D & W” Are UNIFORMLY OF THE HIGHEST STANDARD 


OUR BEST GRADES ARE THE CHEAPEST IN THE LONG RUN, ELIMINATING 
EXPENSE AND ANNOYANCE OF FREQUENT BREAKAGE. 


Turner, Day & Woolworth Handle Co. 





WILL COVER COST 


REGISTERED BRANDS 
DANIEL BOONE 
AMERICAN BEAUTY 
DAISY 

SUNFLOWER 
PEERLESS 

BEAUTY 


TIME LOST 





Incorporated 


LOUISVILLE, KY., U. S. A. 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, 
SLEDGES, MAULS, HAMMERS, HATCHETS, CANT- 
HOOKS, PEAVIES AND JACKS 


REGISTERED BRANDS 
PERFECTION 
TRIUMPH 
HERCULES 
SUCCESS 

EAGLE 

ROYAL OAK 








Modern Homes 
Want ) 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘‘The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, al!-steel hinges also give the 
right kind of “service” every time the doors 
are opened and closed. 





The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed. one pair in a bos 
with screws to match. 

We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 





GRIFFIN MANUFACTURING CO. 


WAREMOUSE 


45 Warren St.NewYork ERIE,PENNA. ’ 74w.Lake$t.Chicago.I 
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“Threadwell” on Tools Means Madewell 


Men who accomplish great things are always made of the right 
“Stuff.” It’s the same with tools—‘Threadwell” Tools are noted 
for their actual accomplishment. ‘They aid production by saving 
time and in the last analysis the work they do proves they are 
made of the right stuff. 


“The Line That Keeps Moving” 


Because of the unfailing satisfaction that “Threadwell” Tools always give, 
the “Threadwell” Line keeps moving. 











One customer tells another what downright good ‘Taps. 
Dies, Screw Plates and Small Tools “Threadwell” are and 
the result is that dealers who sell them build permanent 
trade and good will. 

Send for handy 88 page Catalog which describes the com- 
plete line. 





GFFICES: 
New York City Chicago, Ill. Philadelphia 
396 Broadway 300 Wrigley Bldg. 809 Harrison Bldg. 
The THREADWELL TOOL CO. 
Round Die Screw Plate Set a Mass 
9 - 


The Same Quality as Our Famous “Hex” Line 
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NEW 
ALUMINUM =f 
LEVEL 
No. 192 


fi 
‘ys if f 
Y 


They'll be asking 
you for this— 


] “the aluminum level that’s 
Sf) made right!”’ 


Frame of special, shock-resist- 
ing aluminum alloy. Adjusted 
to perfect working accuracy 
when it leaves the plant and 
built to retain that accuracy on 
the job. Four plumb vials and 
two level vials make this level 
always ready for contact with 
the work. Vials are neither too 
fast nor too slow in action and 
are protected by heavy glass 
discs. Level is made in three 
lengths—18, 24 and 30 inches. 


Send for Catalog No. 23 “A.” 


THE L. S. STARRETT. CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS. 
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Information 


About COES Gaim 


TRADE ~MARK 


WRENCH 


Many dealers have never 
seen a 72 in. Coes Key- 


Model Wrench. 














This 6 ft. giant has jaws 
which open to 1214 ins. It 
weighs 165 pounds. It 
takes two men to handle it. 
It is supplied on special 
order only. 


TTT ATTY 


The 48 in. size takes a 9 in. 
hex. nut and opens to 914 














ins. Weight 62 lbs. 


The 36 in. size takes a hex. 
nut union on a 5 in. pipe. 
Opens to 614, ins. Weight 
27 lbs. 


The 28 in. size takes a hex. 
nut union on a 4 in. pipe. 
Opens to 514 ins. Weight 
16 lbs. 


For extremely big, heavy 
work on nuts, reseating 
valves, large piping and 
kindred use, this wrench 
has no equal. It offers 
perfect purchase, has al- 
most unlimited power and 
leverage and replaces many 
improvised tools. 


Your Jobber will supply 
you. 





Coes Wrench Co. 


Worcester Mass. 
“In business since 184]” 


Selling Agents: 


Se ©. BGsCORTY @ CO... cccs 29 Murray Street, New York 
JOHN H. GRAHAM &CO..... 113 Chambers St., New York 
FENWICK FRERES...... 8 Rue de Rocroy, Paris, France 








Sell Starrett To 
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Next to the Dealership for 
Allen screws, your best asset 
in the Hollow Screw line is 
a complete line. 


Orders gravitate to the house 
with a well-balanced stock. 
Orders are lost when buyers 
must wait for some sizes. 





Rather than telling the cus- 
tomer youll “send for’ his 
ALLENS, send to us for a well- 
rounded assortment—and be 
ready. 














We'll advise you out of 
wide experience what will 
make up a balanced stock, 
with the best provision for 
rapid turnover and steadier 
profits. 











—ChChRUWT 


> 
"Ane mar™ 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 








Write for Catalogue 
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F. & N. Lawn Mowers 


BALL BEARINGS 
Require No Adjusting 


When you deliver an F. & N. Lawn Mower 
to your customer the customer spends his time 
in cutting the lawn—not in fussing over com- 
plicated adjustments. 


The customer always has a mower that 1s 
ready for business, because the ball bearings 
are continually adjusted by a device auto- 
matically. 


This device is a Patented Feature of F. & N. 
Lawn Mowers and ts “fool-proof,” being com- 
pletely enclosed and fully protected. 


F. & N. Ball Bearing Lawn Mowers are made 
in sizes and styles for every requirement. 


They sell on merit and because of an enor- 
mous production can be sold at prices prac- 
tically as reasonable as others ask for inferior 
mowers. 


Write us if your Jobber cannot supply you. 


Richmond, Indiana 


The F. & N. Lawn Mower Co. 


The World’s Largest Lawn Mower Manufacturers 





Patented 
Automatic 
Ball Bearing 
Adjustment 

On the F. & N. 














This exclusive feature makes every Ball Bearing 
F. & N. Lawn Mower Self-Adjusting without any 
attention on the part of the operator. 
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PRENTISS VISE COMPANY -106-110 LAFAYETTE ST.. 
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Let him 
handle 


this vise 
and he’s sold! 


HOW the new Prentiss to any 

tool user. He never fails to 
appreciate its advantages — four 
inch opening, detachable steel jaw 
faces, hardened pipe jaws, cold 
rolled steel sliding bar, beautiful 
workmanship throughout. 


= a 


 . 





And tell him about the Prentiss 
improved collar fastening, iron fin- 
gers sunk into the shaft so that 
they can’t let go, instead of a set 
screw that quickly works loose. It 
means that only in the Prentiss can 
he be sure of positive movement of 
the front jaw with the lever, for the 
life of the vise. 


This Prentiss Vise is handsomely 
finished in red and black, packed 
in individual cartons, six to a case. 


If you believe in selling your cus- 
tomers exactly what they want, sell 
them the Prentiss Vise. Order a 
case from your jobber today. 


8129 





NEW YORK CITY 
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CHENEY NO. 4 





First “‘Sell Yourself”’ 


Usually dealers who are most successful 
in selling Royal and Cheney Tool 
Grinders use them themselves in their 
own store, home or garage. These 
dealers are thoroughly “Sold” on the 
merits of 


Royal and Cheney 
GRINDERS 


and are enthusiastic about the rapid, quiet 
way they put a keen edge on dull tools. 


This enthusiasm is an asset to any mer- 
chant. When a man believes in a Tool 
Grinder wholeheartedly it is easy to con- 
vince others and turn prospects into 
sales. 


Our Jobbers will be glad to send you a 
Royal or Cheney Grinder which will 
prove its efficiency and at a price which 
will prove that it pays to handle the 
Cheney Line. 


Obviously dealers who sell them don’t 
require any “‘Proof.” Send for complete 
catalog. 





S. CHENEY & SON 
Manlius, N. Y. 
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Approved! 


by the keenest buying 
brains in the country 


Through unity of effort, 
large scale production, the 
2 elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 


Tubular Rivet and Stud 





Company has for 50 years 





U 





manufactured rivets that 








are the recognized stand- 


ard in their field. 


KHAKI 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








A 40096 Margin 
of Safety / 


UST as an example of how ex- 
tremely well all LOWELL 
Sprayers are made, consider that this 


model is capable of standing five 
times the pressure required of It. 


The fact is that the LOWELL 

Fountain is the strongest com- 
pressed air sprayer made—double 
| tested for workmanship and efh- 
ciency. 








Other reasons why it sells quickly 
and at a good profit are found in its 
| simplicity, its easy and positive ac- 
tion, its many features of conven1- 
ence and its well deserved reputa- 
tion for being a long lived quality 
product. 

Write for iwlustrated booklet de- 
scribing this and all other types 


of compressed air and hand 
Sprayers. 


LOWELL 
Fountain 
Compressed 
Air Sprayer 


Made in both 
Galvanized 
Steel and 
Brass 





LOWELL SPECIALTY CO. 
Lowell, Mich., U. S. A. 























LOWELL 

































































Quality SPRAYERS 
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SIDE CUTTER ANGULAR CUTTER END CUTTER 


PORTER’S 2 TIME SAVERS 


H. K. PORTER, Inc. Sold by Hardware and 
EVERETT, MASS. Tool Dealers Everywhere 














EXCELSIOR 


Poultry and Rabbit Fence 
Graduated Mesh 


You can give your trade this product with 
the assurance that it is— 


correctly spaced from top to bottom, 
securely woven, 

true to wire sizes, 

heavily galvanized. 


It is a quality product that meets the 
demand for a fencing strong enough for all 
ordinary purposes and with bottom wires 
spaced to hold the smallest chickens in. 


AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF 
WICKWIRE SPENCER STEEL CO., Inc. 


GENERAL OFFICES: 41 EAST FORTY-SECOND STREET, NEW YORK 
Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester Buffalo Cleveland Detroit San Francisco Los Angeles Seattle 
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The Stick to “One Brand” 
~ Customer 


You've met his kind. He won’t buy anything 
unless it has been tried and proved worthy. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 


Dal orth . er 
NNTED SCRE panies who assume full responsibility for depend- 





am 6s able service. MVAntED wine CHO 


1 


Naturally he says: ‘Perfect Brand” when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Y our Jobber does—he knows. 


UNUVAVUTVUTGRUVLUUGUULLVALU UATE UTA 


Ludlow-Saylor Wire Co. 


Painted St. Louis Missouri Galvanized 


RS 
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PUMP JACK 


The practical man—the conservative 
buyer with a keen eye for exceptional value 
—finds much to satisfy his sense of appre- 
ciation in Myers Self-Lubricating Pumping 
Jacks. 


The positive self-lubrication, the housed 
working parts, the machine cut gears and 
pinion, the steel connecting side arms, mean 
long time service to him. Service without 
continuous attention and with perfect safety 
are other factors which come under his 
observation, have his approval and ulti- 
mately influence him to purchase the 
MYERS. 





















Summer time is peak water time for most 
folks who depend on pumping jacks to 
pump their daily water supply. With the 
| _SELF-LUBRICATING eo Myers Self-Lubricating Jack to meet the 
y~ ALL WORKING PARTS ‘a demand you can rest assured that most of 
1 COMPLETELY ENCLOSED |e the prospective purchasers will gravitate to 
DIRT -WATER-SLEET your store before buying elsewhere. 

SNOW PROOF 




















Drop us a line—we are ready to quote. 


ie eas 


THEF.E MYERS & BRO.<co. 
ASHLAND, OHIO. 
en oe ee ees RRR DAME tT Le ties RS 
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Profitable- 
Line of Gates 


Cyclone Gates—the standard of the world. 
They are backed by all the prestige of the 
famous Cyclone Line. 


Built in many attractive styles. Suitable for 
all purposes. 





Sell Cyclone Gates with other Cyclone 
Products—get maximum profits by handling 
the complete line. 


Write for No. 14 Catalog 


CYCLONE FENCE COMPANY 


Factories and Offices: 

Waukegan, IIl. Cleveland, O. 
Newark, N. J. Fort Worth, Tex. 
Pacific Coast Distributors: 

Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 








































Ornamental 

Walk Gates 
i Pritt 1 Frames made of 
AVAGIARIAN NY with scroll top. Fur 
IN MITT |< ee ee eee ee 
MRT NN nished with hinges 
SMe pen and spring latch for 
f Gecreeeerereneereneels J wood posts. Frames 





painted green. 
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Doub!e-Drive Gates 


Built in standard heights for openings 8 to 18 
ft. Furnished with wood post hinges, also 
fittings to hold one-half of gate while other 
half is used as walk gate. 


The Mark of 
Quality 


The 
**Red-Tag,”’ 
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Profits That May As 
Well Be Yours 


The fly menace alone makes every cus- 
tomer a prospect for garbage pails— 
right now! Why not make this increased 
demand more profitable with Witt Guar- 
anteed Pails? Every sale you make 
means many times more profit than sell- 
ing just ordinary pails. 


Witt Pails sell themselves—ycur cus- 
tomers know Witt Cans for they are 
nationally advertised. They recognize 
the sturdy Witt Construction the instant 
they see it. Then when you point out 
the guarantee feature, you appeal to their 
sense of economy—for every Witt Can 
is guaranteed to outlast from 3 to 5 ordi- 
nary, cans. Backed by the guarantee, 
Witt Pails are the outstanding money- 
makers in their line. 


Win your share of these increased profits 
—put the Witt Yellow Label Line on dis- 
play—today. If your jobber cannot sup- 
ply you, write 


Department D 
THE WITT CORNICE COMPANY 
Cincinnati, Ohio 


Manufacturers of 


Whi lk 


CORRUGATED 
"CANS and PAILS”: 
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CORBIN 
SCREW 





PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 


AAI RARARRTAGRA ASAT 





| 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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NONE BETTER, 
@)Socket Wrench Sets 
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Don’t hide them— 
Show them and 
youll sell them 
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As a matter of fact, the No. 201 Display [eo 
Carton, with its green and black labels, is so |O 
attractive that you’d have to cover it com- |® 
pletely to hide it. If on the counter or in P 
the show window, it’s sure to attract atten- O 
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tion, and, when attention 












is once attracted you are 
bound to make a sale if 
your prospect needs a set 
of sockets and has the 
price. Every car owner 
does need a set of sockets 
and most of them have 
profitably at a_ price 
which is as moderate as 
the quality is high. 


SS 


This is but one of a number of sets in the NONE 
BETTER Line; send for the complete catalog. 


The New Britain Machine Co. 
14 198 Chestnut Street 


New Britain Connecticut 
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Don’t Let Him 


Carry Water 
All His Life! 






















Talk him out of the “pail 
habit.” Tell him what he is miss- 
ing in not having an up-to-date 
water system. He might or might 
not “warm up” at first, but keep after him! 


When you sell him a Deming “Oil-Rite” (Automatically 
Oiled Right) Water System you know you have given him 
MORE than his money’s worth. 


We want YOU on our list of progressive merchants who are 
building their pump business the Deming way. Send today 
(not tomorrow, but TODAY) for complete details about 
Deming “Oil-Rite” and many other famous water systems. 








THE DEMING CO. Est. 1880. Salem, Ohio 


7 PUMPS 
































Every Article Guaranteed 


You can safely recommend every BATHWHITE a special process. It will not stain, can be wiped 





Fixture to your customers because every article clean instantly. Does not chip or crack. 


is guaranteed. - , 
‘ ; : BATHWHITE is the right line for you to carry. 

Made of solid brass, they wear indefinitely. They It's nationally advertised, it’s moderately priced 

cannot rust and there are no awkward solder and sells readily. It gives you good profits and 

joints. makes friends for the store. 

The beautiful glossy finish comes from three 


coats of durable white enamel that we apply by Write tor more iniormation and prices. 


E. H. Titchener & Company, Dept. 4, Binghamton, New York 
Chicago Office, 34 No. Clinton St. 


New York Office, 74 Murray Street 


BATHWHITE FIXTURES 
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No. 10—Vegetable or Almond 
rater. 





No. 720—Nut Cracker. 





CHROETER’ 


on “812-814 WASHINGTON AIC. SLES 





SCHROETER BROS. HARDWARE CoO. - — Mo. No 


(Patentees and Manufacturers) 


Write for Specialty 
Catalog and Price 
List. 


SPECIALTIES 


Our Own Manufacture 
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No. 1500—Horseradish or Cocoa- 
nut Grater. 





No. 4—Home Rowl Nut Cracker. 





No. 10—Electric Motor Driven Scroll Saw. 


1—Velocipede 
Scroll Saw. 
_ . se 














5 274 few of 
no2or the fifty, 
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VERYWHERE in sindustry— 

from the largest factory to the 

smallest repair shop—there is need 
for grease cups and oil cups. 


This constant demand for them as 
repair and replacement parts makes 
them profitable to handle. 


The Empress line is complete. __ It 
consists of more than fifty types of 
grease and oil cups, each in several 
sizes. There is an Empress cup for 
every place requiring lubrication. 


Complete data on these cups and over fifty other 
types is given in Booklet No. L-103. Write for it. 


BOWEN PRODUCTS CORPORATION 
AUBURN, NEW YORK 


BRANCHES: 

SAN FRANCISCO, Monadnock Bldg. 
MINNEAPOLIS, 983 17th Ave. 
CLEVELAND, 7113 Euclid Ave. 
CHICAGO, 2110 — Ave. 


NEW YORK, 220 Broadway 
DETROIT, 2760 W. Warren Ave. 
KANSAS CITY, 2005 East 15th St. 
BOSTON, 161 Massachusetts Ave. 
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Why not sell your cus- 
tomer a cooler which he 
will appreciate ten years 
from now? 


Because— 


It has no seams to leak or 
rust thru. 


It looks and is the aristocrat 
among coolers. 


There are more X Xth Cen- 
tury Coolers sold and in use 
than any other make, so 
they must be made and 
priced right. 





Send for complete details. 


Cordley & Hayes 


10 Leonard Street 
New York, N. Y. 


CENTURY” 
COOLERS 
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evators 


Careful and accurate workmanship has placed the 
Kimball Light Electric Elevator in its present envi- 
able position of leadership. Wherever a light electric 
elevator is needed the Kimball will successfully oper- 
ate with a maximum amount of service and at a 
minimum cost of upkeep. 

All parts are built sturdy to withstand rough 
usage and all parts are sawed, drilled and 
fitted and easily installed. 

If you need an elevator machine, write or wire 


your needs to us and we will supply you with de- 
scriptive matter on the Kimball Elevator Line. 


KIMBALL BROS. CO 


COUNCIL BLUFFS, IOWA. 








Council Bluffs, Ia. 








Which Hod Would You 


Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Ohio 
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Worth considering 


LOBE “Superior” Brand Oil 

Cook Stoves are made in a wide 
range of types and sizes to meet the 
requirements of any cooking need. 


You will find them giving satisfac- 
tion in large homes or small cottages. | 
Large or small, they conform to the 
requirements of service and hard use. 


No other stoves can offer greater 
value or more selling opportunity. 
Globe “Superior” Stoves are up to 
the minute in construction and qual- 
ity. 

Get acquainted with this line which 
sells readily and returns a handsome 
| profit. 





The Globe Machine & 
Stamping Co. 


1207 W. 76th St., Cleveland, Ohio 
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Interior view, Henry W. Kaynor’s new ‘store, 7425 Cottage 
Grove Ave., Chicago, Illinois. 


Let One Hardware Dealer 
Convince Another 


Any dealer facing the problem of starting a 
store in a new neighborhood can profit by the ex- 
perience of Mr. H. W. Kaynor of Chicago. 


“When I opened here I was able to gratify 
the one dream of my life—to own a store com- 
pletely equipped with Warren Fixtures. 


“And I’m certainly getting ‘action’ for my 
investment. Results have more than justified 
my expectations, for despite the fact that I am 
within a few hundred feet of an old established 
competitor, my sales have run four times the 
volume I expected. 


“This is apart from the wonderfully attractive 
appearance of the store. Everything is neatly 
displayed under glass, in full view of every cus- 
tomer. Even the little tots who can hardly ex- 
plain their needs can point out what they want. 


“They offer a unit idea in merchandising, 
and merchants, living in their store fully ten 
and twelve hours daily, can find no better in- 
vestment. Equally important, I have fixtures 
I can list among my assets.” 





Mr. Kaynor’s experience is no exception and 
we are prepared to offer vou our fullest co-opera- 
tion in suggesting floor plans. Why not send tor 
the Warren Catalog, today? 


The Railey-Milam Hardware 
Florida, have 


News Item: a: dae order for a 


complete equipment of Warren Fixtures for their 
new store. 


‘“‘There Is No Substitute for Warren Fixtures’’ 


J. D. WARREN MFG. COMPANY 
159 N. State Street Chicago, Illinois 
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Windsor, Ont. 


LEFIN ON Ong DSEEN TRAY. 


But 2'4 dozen popular selling Boxwood Rules in Handsome Oak Dis- 
rT ° p Pp * . S . 7 
play Tray, which will sit flat or at an angle in show case or window. 


The smallest, well assorted stock any dealer could carry. Keeps your 
rule stock in good order and effectively displayed in small space. 


IS BOUND TO INCREASE RULE SALES 
Tapes—Rules—Tools 


THE [UFAIN, PPULE C' @. Saginaw, Mich. 














“Old 
Fashioned” 


Quality 





Highest Quality 
Tools 


(Of course you have to have 
cheap tools, too, but why not 
have a few ot the best for your 
particular trade> 


They make a quick turn-over 





and are strictly hand made tools. 


Have You Our Catalogue and Prices? 


The L. & I. J. White Co. 


125, Columbia St., 


Buffalo, N. Y. 








OBERG’S FILES 


With the trade marks 



















2) C.0. OBERG &C° 
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FULLY GUARANTEED 





Hi 





Circular Cut Files 








Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great endur- 
ance and uniformity of temper. 


Order from your jobber today, or write 


_ SCANDINAVIAN 
WESTERN IMPORTING COMPANY 
116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Caa. 
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"NE VES, \-)-19 Gn 
SAW VIS VISE _ , 


Pan O81 14° (ole) a lo Ay 


500 MILLS ST. BUFFALO,NY. 
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THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 
All Pickets Made of No. 9 Heavily Galvanized Wire 





Increased Manufac- 



































Manufacturers of 
| Ornamental Lawn 7 ee | 
Fence nables Us 
| Walk, Drive and ED | to Make Very 
Farm Gates Prompt Shipments. 
Rubbish Burners Let Us Submit 
Trellis Prices Before 
Flower Border 7 You Place 
Spring Orders. 





Tree Guards 















FORSTNER| 
Labor Saving 


AUGER BIT 


Radiovise 














Bores Any Arc 


° . ° + ° il t « 
This special vise which retails readily a of a Circle 


Many 








$5.50 shows the greatest value of any vise 

made for radio, automobile garage, small | 

workshop and general home use. New Uses 
The Forstner Auger Bit, un- 


like other bits, is guided by its 
circular rim instead of its center, 


Made with a Swivel Base and Jaws of 


steel 314 ins. wide which open to 4 ins. ins 

a consequently it will bore any arc of 
Weight 19 lb ; 7 

e1lg t Ss. a circle, and can be guided in any 

direction regardless of grain or knots, 

Write for prices and details. leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

ROCK ISLAND MFG. Co. and delicate patterns, veneers, screen work, 

scalloping, fancy scroll twist columns, newels, 


ribbon molding and mortising. 


Type and Size Send for Catalogue. 
VISES | | M Pnocnessive wre. co. 


“COLD HANDLE” FRY PANS AND SKILLETS 
























QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 


























102 


HARDWARE AGE 


August 6, 1925 














Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 
Every one of the scores of beautiful pictures and every line 
of the reading matter is designed to increase sales in 
Hardware Stores. 


A GUIDE TO BETTER BUSINESS 


> 








Coupon 









Reference Book No. 27-A. 





Magazine. 
Main Office and Factory: ae 
700 Wabash Ave., Montpelier, Ohio of ==> °  ~""""""" 
Eastern Display Room: BEGTORS. 0 066660066006 660668 | 
20 Vesey St., New York City 


Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made clear. 

Dealer writes, ‘‘You have increased my sales.’’ 
The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. 
It need bother you no _ longer. 


W. C. HELLER & CO. 


Ww. C. Heller & Co. 


Always the Montpelier, Ohio 


Please send without charge 
and without obligation on my 
part the reference book on 
Hardware Store Fixtures ad- 
vertised in Hardware Age 


Ask for -your copy of 








































Combination Service 


Wrench 


A practical and convenient tool 
that increases the usefulness of a 
wrench. 


Strongly constructed for gripping 
and holding both round and square 
parts. 


Eliminates lost time and_ the 
bother of carrying two wrenches 
on one job. 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 
chanice. 


Made of a forged steel bar, case- 
hardened throughout. 


Bemis and Call 
Wrenches will mean more sales 


Featuring 


with less sales effort. 





Let us send you details and 


prices. 


BEMIS & CALL CO. 


Springfield Mass., U.S.A. 














ARMSTRONG’S 





SO we ee ee 
THE ARMSTRONG MFG CO.BRIOGEPORT. CONN 


CeoCee 


Improved Nipple Holder 






No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 























Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


ware Age. 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 
Send your ad to 
Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York 
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The ROOSEVELT 
“ADJUSTA” 
WRENCH 


This new wrench fits all 
shapes of nuts and covers 








95% of all uses of a 
wrench. 


Will handle go% of all 
exposed nuts on a// makes 
~of automobiles. 


Retails at 
$1.00 


West of Denver $1.25 
Canada $1.50 


Length 8 ins. Weight 13 ozs. 
Made of cold rolled steel case- 
hardened. Adjustable with 
thumb or forefinger to 1/32nd 
of an inch. 

Masters 24 sizes of hex. nuts 
and 8 sizes of square nuts from 
3/16 to 1% ins. Cannot slip. 
If unable to obtain this wrench 
from your jobber, we will ship 
direct at dealer prices. Sample 
sent to rated dealers. 


Roosevelt Mfg. Co. 
53 West Jackson Blvd. 
Chicago Ill. 























Frost’s Friction Catehes 


Invisible— 


Dependable— 


No Adjusting 
Wrenches Needed 





Easy to Install 


When vou stock these 
catches you can be certain 
of one thing—your cus- 
tomers will be satisfied. 
The reason is simple. We 
know what the cabinet- 
maker and carpenter pre- 
ters. 


Your jobber has them. 











C. L. FROST & SON 


345-347 Summer Ave. N. W. 


Grand Rapids, Mich. 
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home, shop, 
warehouse or 
office as- 
sures the 
= A user the 
= . ma same degree 
:- a> of security 
as a Massive 
safety de- 
posit vault 
affords a 
modern 
bank. 
The bronze bolts 
with revolving steel 
inserts render the saw, 
jimmy or wedge useless. 
Cannot be put out of order 
by either locking, handling or 
forcing—a major point in mak- 
ing a lock sale. 


© 1925 


The locking bolts shoot out 
perpendicularly — turn and 
rest horizontally in locked 


ietom Cylinder pattern Write for particulars on the Keil 
position. » . 


Lock counter display model 


FRANCIS KEIL & SON, Inc. 


Established 1876 
401-425 East 163rd St. New York, N. Y. 














“The Easy Hardware”’ 





WHITCO 











is stocked and ‘distributed through 
the leading jobbing houses in every 
section of the United States. 
than 2000 dealers in builders hard- 


ware are now retailing it. 
Ask your jobber or inquire of us. 


In solid brass 
In rust proofed steel 


More 


per set $2.25 
é¢ <¢ 1.75 




















Sines. 





VINCENT WHITNEY Co. 


_—_ Western Offices: 
\ 265 Market Sereet 
San Francisco 


Eastern O flices: 
626-645 Mace. 
rust 
Boston 


Sendallinquirestonearer Office. 
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MORRILL Liquid 
Soap Dispensers 


A PRACTICAL DEVICE FOR HOME 
OR COMMERCIAL USE 

















the use of “Soapurn” Dispensers is by no means con- 
tined to public use. We have made a special effort to 
offer the Hardware Dealer an attractive, sanitary and 
durable product that appeals to his trade. They are 


made in many designs and will meet the requirements 
of stores, office buildings or private homes. Illustration 
of full line will be sent upon request. 


Your Jobber can supply you. 


CHAS. MORRILL, Inc. 
102 Lafayette St. New York City 








“OHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF “SSD GuaranrEeep 
SEMI-STEEL AGAINST 
a BREAKAGE 


’ Zs 
a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 























Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 

It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 




















Simple Binding Mechanism 


Release the two handy levers, one on each 
cover of this Proudfit Ledger Binder and 
you can take out or insert a sheet anywhere 
in the book. 
Whether for catalog binders, ledgers or any 
‘ other use where loose leaf devices are re- 
quired, the simplicity of Proudfit Binders 
will save you time and money. 


Agencies in all principal cities. 


PROUDFIT LOOSE LEAF CO. 


21 Logan Street Grand Rapids, Mich. 
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Sell the Best 
HARDWARE 








Oo eee , eee 
4 For Hard-wear 
For more than 48 years 
\e Co) Bommer Spring Hinges have 
maintained their leadership and 
Ke] proven their superiority over all 
Oo others. 
| 














times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 
hey are in universal demand—are 
quickest to sell—easiest to apply and 
_, most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. It is a Ole la 
big help in ordering. | 


5 s They have kept pace with the 


loka irlS 


(Reg. U. S. Patent Office) 





WOOD SCREWS 
MACHINE SCREWS 


DRIVE SCREWS 
STOVE BOLTS 











, Service 
Samples Gladly on Request 


ark CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 

















Bommer Spring Hinge Company 
‘Manufacturers BROOKLYN, N. Y. 


here a house has twenty 
pairs of Shutters it has 


twenty good reasons for 




















In Beauty and 


Strength 
Our Lock Set No. 250B 


EXCELS 


Lock Case is stur- 
dily constructed and 
smoothly cperated. 


Glass Knobs are of 
pretty design— 
ground and polished 
—silver backed, giv- 
ing high lustre. 










can make 


inact FASTENERS 


strong summer sellers 
in your vicinity. 


Controlled Shutters should 
be a part of every dwelling 
that is a real home. ZIM- 
MERMAN FASTENERS 
assure shutter control. 


Order a quantity of these 


practical, proved Fasteners. Same as above ex- 
Put them in your window No. 250B cept with small oval 


and watch the home trade escutcheons instead of large plates. 
come in for them—and for 
—_* » 4 2CAD acne x 
other hardware, too. Set No. 250A—Same as No. 250B except with 
metal knobs instead of glass knobs. 























Write today for facts about this nationally ad- 
vertised fastener. Our = sa give it a Do not hesitate to request our catalog and 
big boost, and assure you ot good profits. , pee 

Stig , — prices—they will interest you. 


- M M E RMA N | @@INDEPENDENTIOCKCO.(® 


FASTENERS for SHUTTERS and CASEMENTS Leominster, Mass., U. S. A. 


THE . F ~ 7IMMERMAN Co Inc Mfrs. of cylinder locks, padlocks, key blanks and hardware 
: a as : a oy specialties 
12 Broadway Frederick, Maryland 
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ORR DEN Hose | | MOE’S POULTRY SUPPLIES 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for. over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a _ perfect 
spray and shuts off tight. It never 
drizzles or leaks. 

The user is insured against wet feet. 
Made in 34” size only. 

Diamond Nozzle The name 


SHERMAN 


on hose nozzles and hose 
clamps is your guarantee ot 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 

Your Jobber can _ supply 
you. If not—write us. We 















































This is our No. 3 Mammoth hopper for feeding dry 
mash. Holds more than a full bag of feed, prevents 
waste, and is a great favorite with poultry raisers. 
Write for Catalog and attractive prices on “Moe's 
Line” which is a standard, complete line of Poultry 
Supplies—everything for the poultry yard. A fine 
line for you to sell. 


HOEFT & COMPANY, INC. | 





























also make Brass Hose Coup- 
a SHERMAN MFG. CO Sherman Hose Clamp ° amen . 

. B. » CO. (Patented) 2305 Davis St. North Chicago, IIl. 
Battle Creek Mich. | 




















Note heavy steel wire 
folded around edge and 
through handle, mak- 
ing absolutely, non- 
breakable handle. 








New “SAVORY” Roaster 
to Meet Popular Demand 


To help our dealers meet every kind of demand 
we have added two new numbers to the line sold as. L 
of “SAVORY” Roasters. hae) omplet n pans pack - 
l , ack yA ate) Aa € te ase 
neil . Ploodcer ds 


In the new rich brown color 





They are made in the new, rich brown color, 
finished in porcelain-enamel and designed as i 
shown above. Here are three prime requi- Ag lhe emg 
sites i the ———— ecll- liga ald nhdheteges 
. ers, with rapid turnover, eac bulk or « Dib 
3 or quick profit turnover one a profit-maker Py busi- 
tter. You’ll find M. M. 
Add these popular styles to your stock because ee . . 
they are going to be rapid sellers. In fact the P. — sturdily built — 
whole line of “SAVORY” Roasters is easy to each giving full measure of 
sell because nationally known. Write for in service—a line that you can 
formation and prices on the new models. cash in on extra profits. 
Sold by all leading Jobbers 





The REPUBLIC METALWARE Co. 


RiM eft gy ae | 
Dept. V Michigan Metal Products Co. 


p 
AP 1067 90 Alabama St. BUFFALO, N. Y. . ree 
Battle Creek, Michigan 
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The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 


Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 


Gives the consumer an excellent vyalue 








“No—This is not 
a Victrola” and the retailer a handsome profit. 
Write today for exclusive agency 
Patent No. 12494 plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


‘“‘We melt more than 100,000 ounds of 
Southern pig iron per oa 
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_ RUBBER CHAIR TIPS 


; he loy U € { | 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark. 

Our Catalogue.shows our complete 
line of rubber specialties with prices. 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. Boston 

















Famous HEART BRAND Stoneware 





















Jugs 

Acid Jars Water Kegs 

Milk Pans Cuspidors 
Churns Chambers 

French Pots Bake Pans 
Dutch Pots Poultry Fountains 
Mixing Bowls Ewers and Basins 
Salt Boxes Flower Pots 
Tankards Hanging Baskets 
Combinets Cemetery Vases 


Vinegar Measures Jardinieres 


Milk Feeders Steam Table Jars 
The Burley & Winter Pottery 
Co 


Crooksville, Ohio 











Don’t Judge 
All TACKS 
By Some Tacks 


Tacks are a good deal like men—some are 
“clean cut” and save good heads—others 
present an unfavorable appearance and _ it’s 
hard to “drive” them. 

But you don’t judge all men by some men, so 
don't judge all tacks by some tacks. 

Send to us for Samples—look them over— 
note the Prices we quote and then judge tor 
vourself. 


BAUR TACK CO. 
Indianapolis, Indiana 
Our complete line also includes Staples of every de- 


scription, Double Pointed Tacks, Basket, Clout and Trunk 
Nails. 


Write for Samples and Prices 


[BAUR | 























108 HARDWARE AGE 


August 6, 1925 








Good soldering de- 
mands a clean solder- 
ing iron. 


Speco Solid Sal Am- 
moniac “Cleans as it 
Tins” without waste. 


Alwavs a ready sell- 
er. Write to— 


SPECIAL CHEMICALS CO. 
Highland Park, III. 



































Satisfied 


4 Customers 


Profitable 
Sales 


Russell Jennin ings I Mfg ‘Co, 


Chester, 


ANY 
\ Wy 
py 


\ 


\ \ \ \\ \ 
. \ \\ 


x 


\ 


Sw 
a\\ 
\ 


—_ 








PERFECT—CORRECT—TRUE 


ur levels are manufactured by highly skilled me- 
chanics, and the best of material used. 

\ll levels are guaranteed against warping. 

Write us for our latest catalog and price list. 


NATIONAL LEVEL MFG. CO. 
6197 FIELD AVE. DETROIT, MICH. 











You Should Always 


} consider the quality and the merits of the 


“‘Always Reliable”’ 


when you order torches and furnaces. These 
articles have given perfect satisfaction since 
1876, and will continue to do so in the 
future. 

If you have not stocked this line in the 
past, you should do so immediately; then 
watch your sales increase. 

Also a full line of plumbers’ tools. 


Jobbers can supply from. stock, or will 
gladly order for you. 


OTTO BERNZ CO., INC. 
Newark, N. J. 


NO. 65 QT., 
Offices in New York City, San Francisco, Los 


NO. 66 FF. Angeles, Seattle, Helena, Mont., and St. Thomas, 
Polished brass reservoir. pnt. 





COVERED BY _  SEV- 
EKAL PATENTS 














Osborne High Grade Punches 


Belt Punches 
Spring Punches 


Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our p. “ducts. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


C. S. OSBORNE & CO., NEW - N. J. 
ESTABL ISHED 1826 
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‘THE BIGGEST SELLING 
POCKET SCREW DRIVER 
MARCY TOOL WORKS, Inc., Putnam, Conn., U.S.A. 


NEW YORK CHICAGO 
75 Barelay St. 180 N. Market St. 















































COMBINATION , 
OLDERING AND TINNING FLUX 


It’s easier and more profitable to sell the 

The best known products. Ruby fluid is preferred 

Perfect Flux because it is non-corrosive, non-explosive and 
non-injurious. 





a trade winner 
and steady profit 


producer the year | The RUBY CHEMICAL COMPANY 


68 McDowell St. Columbus, Ohio 


Order from your jobber or write to 
































nandling purpose. A 
stock always on hand to 











list and Fn. ng sheet. 
GIFFO 


1 Main OMice e Werks: 7 Hill 8t., 
New Vor Raaton, , Pitteburgh 
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ICE TOOLS 
| fi E pd Ss, for vovery ice | 
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The 


H. B.Ives Co. 


New Haven, Conn. 


U. S. A. 


Established 1876 
Incorporated 1900 





Manufacturers 
BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 





Black and Galvan ized 


Hi 


Mi 





TIN AND TERNE PLATES 











We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses — American Bessemer, and 
American Open Hearih Stee! Sheets, 
Keystone Copper Steel rust-resisting 
Sheets, Apollo Galvanized Sheets, 
” Formed Roofing and Siding Products, 
fy Culvert and Flume Stock. Sheets for 








\\ ; | Bright Tin Plate, Black Plate, Etc. 
AMERICAN SHEET AND TIN PLATE COMPANY, Frick Bldg., Pittsburgh, Pa. 


Send for booklets and weight cards— valuable to hardware merchants. 











TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 





ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many 
styles of eaves trough hangers made by us which may 
be adjust- 
ed every 
eighth of 
an ineh for 
drainage in the 
gutter. 

These hangers 
are widely used 
throughout the 
United States. 
Write - cata- (o] «aq 
log No. 27, which 

also oD oon 

and describes 
conductor hooks 

and fasteners. 


A 
Free samples gladly furnished. 


L. D. BERGER COMPANY 


59 N. 2 ST., PHILADELPHIA, PA. 
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PRIVATE BRAND Post Hole Diggers Are Not 
IWAN Tools 


We do not make private brands for any jobber, nor compete with you 
by selling to mail order houses. Specify GENUINE IWAN Auger, 
Invincible Digger, Eureka Digger, ——- (Atlas) Digger, Hercules 
Digger and Vaughan Auger te your job 

See complete IWAN line, page 229 ~~ Buyers catalog. 


IWAN BROS., Mfrs., SOUTH BEND, IND. 











TAPLIN 


Double Dasher Beaters 
Dover Egg Beaters 


NEW CAN OPENERS. 
STAINLESS STEEL AND 
OTHERS. Write today 


for particulars. 











THE TAPLIN MFG. CO. 


New Britain, Conn. 
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Sell Tacks by Length 
and Reduce Your Tack Stock 50% 


Our modern way of grading tacks ts in eighths instead 
of sixteenths. It not only makes it unnecessary for 
dealers to carry such big stocks of tacks, but makes 
buying easy for customers. 
When people see the size 
marked by the length in- CES. tia 

stead of by the ounce they Bedok fo a pa 











know just what size tacks UPHOLS — 

, TER TACKS | 
to ask for. Our cartons ~ sehetwd KS | 
are plainly marked and rE 


very attractive —they Ji 
SELL tacks. Insist on | 
Shelton Tacks from your 
Jobber. 

The Shelton Tack Co. 


Shelton, Conn. 














MILBRADT 
LADDERS 


Will pay for themselves ina 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 


























lron Fence, Gates 

Lawn Vases 
Settees 

General Iron 

and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 























































Deastll|| 


| THE STEWART IRON WORKS CO., Inec., 225 Stewart Bleck, Cincinnati, 0. 
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Robertson “Horse Shoe Magnet” Hammers | 


Permanent magnet which holds 
the tack in position for driv- 
Awarded the Silver Medal 


7 i ee 
’ Pa a —— 
iene . zee) at the |. ates Exposition. 


rite for 
# “ae design trade marks registered U. 8S. Pat. Of. 


ARTHUR R. ROBERTSON 





94 Portland St., Boston, Mass. 

















as | 


BOLT 
“VICTOR” CLIPPER 

























Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 
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HACK “J LENOX” saws 
en 


UNIFORMITY OISTINCTION 
“The Toots in Lhe Puaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
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SIRALION ™®egette 
HANDL E. S 


For Small Tools, Utensils, E 
Enameling, both oT pew pes and air rior’ 


STRATTON MFG. CO. Stratton, Maine 











CcCREC OI T E& 


Tools You Can Sell 
With Confidence 


Write for Catalog H 


MARION .TOOL WORKS, 


Marion, Indiana 





Broad Hatchet 


INC. 











SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
mew descriptive catalogue. 


SEYMOUR SMITH @& SON, Ine. 
Oakville, Conn. 


113 Chambers 8t., New York 













John H. Graham & Co., 


Bales Agents: 

















Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 


oe Write for prices. 


and Copper Spargo Wire Co., Rome, N. Y. 

















Jersey Copper Screen Cloth is easy to sell because its dura- 
bility, stiffness and tensile strength are soextensively advertised 


THE NEw JERSEY WIRE CLOTH Co. 


628 South Broad Street 
Trenton ew Jersey 
























PUERSENE 


Copper Screen Cloth 


Made of Copper 99.8 % Pure 








Donley Screen Door Guards 


Prevent bulging and_ sagging. 
Add to the life of the door. Five 
sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 











THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plent of 
1000 MILITARY RD., BUFFALO, N. Y. 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 











SO BOSS The Improved Cow Hobble 


Selling fast wherever cows are 
milked. The So Boss Com- 
bination Hobble and Tail 
Holder retails at 75c. with 












generous profit for the dealer. 
Sold by Packed in individual cartons 
Leading —unit packages of six in- 

cludes display material—Na- 
Jobbers tionally advertised. 








Simonsen Iron Works 
Sioux Rapids, lowa 














Better Machine Screws 
for the Hardware Trade 


Bridgeport, Conn. 





HARVEY HUBBELL, INC. 











For quality trade—the quality ware. 


~ Mor beled 


For catalog and prices, write 


THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 14 























Meet every ‘“call”’ 


Taste in percolators varies——-but the 


Rome complete line meets them all, 
its 


And meeting the ‘‘call’’ means profit- 
able turnover. 


Write— 


ROME MFG. CO. 


Factories and Offices, Rome, N. Y. 
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Feature 


SIX FOR ONE 6 piece Brush Set 
HOUSEHOLD BRUSH SET 


Ask the Clerk 


“‘Leader” or “Special’’ 


You can sell this set of six 
practical Brushes for $1.00, 
having a regular value of 
$3.50. These brushes are 
adaptable for city or country 
home use and the set is a 
volume sales item. 
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Write your jobber or to us 
direct 


Jean Caro Products Co., Mfgs. 
Freeport, IIl. 


Fach set packed in box, 24 sets 
to shipping carton. Store Dis- 
play Hanger Free. 











Make First Keys Without Taking Locks Apart 


BEISSER KEY MACHINE 


Add profits to your store without extra expense. 
boy or girl will make all ki 
KEY MACHINE, turning idle moments into money, 
No experience necessary. 

Put in a Key Department. 

Make $15.00 to $35.00 per day profits. 


Write today! 
BEISSER KEY MACHINE 
COMPANY 


7 West Elizabeth St., 
Detroit, Mich. 


























CUSHION TIRE 
f [ADDERS 
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Spas y 5 STORE METHODS 
om} : IC, ‘ ( 
SBI To provide adequate storage facilities for 

SS shelf stock—to make it accessible and con 


venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
YERS NOISELESS CUSHION TIRE STORE LADDERS, 
Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibtation and noise and produce a ladder 
of ample strength for safety, convenience and ° 
efficiency One style only-neat of design— at 
yf attractively finished —any height — > FF 
Lj/ easily installed—meets most ' . N 
“7 wvequirements. Circular “4 LA oO. 
on request. Ao oH! 











is the ORIGINAL 
and tried by 


Ensign Bickford 
safety fuse—tested 
time and experience. 
We manufacture various 
brands of fuse, amiong 


which you should find 
one adaptable for your 
work. 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








BUY YOUR SHOVELS NOW 


Do not wait until the last minute 





You will find Jumbo No. 2 of the Fulton Line a real 
shovel bargain. Every other number also represents 
a big value. 
“Always Specify Fulton Fire Shovels’’ 
“The Sturdy Shovels” 


PATENT NOVELTY CO. 


Manufacturers of the Fulton Line 


On the Mississippi, Fulton, Illinois 





REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 


They prevent mixing of bolts 
or screws. 


Large capacity. Small space. 


Many sizes. Send for Cata- 
log and Price List. 


Your Jobber will supply you. 


American Bolt & 
Screw Case Co. 


Dayton, Ohio 























SUNBEAM 


CABINET/ \ HEATER 


es 





"e208 mane 


This modern heating plant requires no basement, yet it heats the entire 
bouse. It takes up little space and is as attractive as a fine piece of 
furniture. Write today for our dealer proposition. 

THE FOX FURNACE COMPANY 
Largest Makers of Heating Equipment 
ELYRIA, OHIO 




















QO. Lindemann & Co. 


Manufacturers of 


BIRD 7 
CAGES ZN ses 


35-37 Wooster Street, New York 


CTI) 
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CEGDCEROGGREECLCeaLLaaaaceagl 


Original House Established in 1850 
RED X BRAND 
Friction Tape, Rubber Tape and 
White Mason Tape 


Force-O, the Peerless Fuel Invigorator 


3 in 1 Cement Auto Metal and 

Patching Cement Nickel Polish 
Vulcanizing Cement Top and Cushion 

Relining Cement Dressing 

Channel Cement Neatsfoot Oil Solu- 
P. B. & B. Cement tion 

Bicycle Rubber Carbon Remover 
Cement Penetrating Oi] 

Wood Rim Cement Radiator Sea] Com- 

Tire Gum pound 

Plug Tight Rubber Patching 

Quick Repair Solu- Outfits 


tion Patching Cement 
Air-Tight Solution Tire Fluid 

for Bicycle Tires Gasket Shellac 
Hard Tire Cement Hand Soap, Fte. 
Auto Body Polish And Many Others 





Catalogues and Samples on Request 


ST. LOUIS RUBBER CEMENT CO., 3951-53 Laclede Ave., St. Louis, Mo. 








Your errand 
kinds of keys with the BEISSER 


Dept. 105 














HARDWARE AGE 








An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages 

Allow seven words for Keyed Box Number Address. 


1 inch ‘‘Box’’ 








Each addi 





All Capitals, Minimum 50 words...... 
tional word.. 
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ties 


Pp} Set Solid, Minimum GO words. oo..0cccccccccccccccccccccccGS.00 
.06 


rN sania a nels cece edd (etna eenee oe 


.08 
ccocce 4.00 


off 


Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Business Opportunities 








. Tack Factory for Sale 


Located at New Bedford, Mass., in 
a modern fireproof building contain- 
ing 15,000 sq. ft. of floor space. 
Equipment includes everything nec- 
essary for an up-to-date tack 
manufacturing plant. Everything 
is practically new, including 45 Per- 
kins tack machines. Plant is ready 
to operate. Building can be pur- 
chased or leased, as desired. Ap- 
pointment can be made to see the 
property, and particulars furnished 
by addressing { 


PAUL V. MURPHY 








) 378 Cottage St. New Bedford. Mas<. 

















| FOR SALE Stock and fixtures, hardware, 
hilla, turniture, paints, etc., modern store and 
up-to-date fixtures, investment of say five thou- 


est of reasons for wanting to sell. 
greatest bargains ever offered: must 
appreciated. Address Box G-693, 
ARE AGE, New York. 


sand dollars 
(One otf the 
he —f'e'T ti if 


ire ot Harpw 


liardware stock and fixtures to 
invoice about $3,000. Located in Illinois’ best 
tarming center. Only stock in town. Low rent. 
Splendid opportunity for young man tto start 
vith small capital Store paying at present, but 
an be increased. Address Box G-694, care of 
HARDWARE Acre, New York. 


FOR SALE 


llardware. 
Clinton 


FOR SALF 
business at Champlain, 
Only hardware store in the place. 
established and profitable. Fire two years ago 
caused buildings to be rebuilt and stock is new. 
xceptional opportunity. Jas. DeF. Burroughs, 


plumbing and coal 
County, N, Y 
usiness long 


> ° 


Champlain, N. 


FOR SALE—Eastern Ohio Hardware Store 
tor sale, stock and fixtures invoice about $6,000: 
hne location; reasonable rent: no finer place to 
live in the State. Address Box G-701, care of 
HiaRpDWARE Ace, New York. 


FOR SALE—Retail Hardware 


Store. Doing 
good business. Located busy corner. First class 
location, Buffalo. N. Y. Clean stock. Fixtures 
almost new Good reasons for sellirg. Address 
Box {, 704. are ot HTARDW ARE AGE New York. 

FOR SALE—Four 8&-ft. Floor Cases with 
mirror doors, electric lights. plate glass tops and 
drawers in base. ANDERSON JIIARDWARE 


COMPANY, 34 South George St.. York. Pa 


FOR SALE-—64 feet latest design Duluth 
Show Case Co.'s glass front cabinets. in iuding 
gun, tool and sundry cabinets. with upper shelv- 


Four Meyers Rolling Lad- 
am Fitters Tools. 


nd Ste 
HDWE. CO., LTD... Hough 


ing and nail counter. 
lers, Tinners’ a 

PORTAGE LAKE 
on, Mich. 


t 


FOR SALE—Good clean, well-assorted hard- 
ware, paint and electrical stock, also fixtures. 
Located on Main Street, center of retail district 
in a growing city of Connecticut Population 
31,000 Cash onlv. no trades consideres Rea 
son for sell will be given on inquirs Ad 
dress Box G-710, care of Harpwar:z Acre. New 
York. 





SALES PROMOTION SERVICE—-New stores 
completely arranged. Old stores brought up-+to- 
date. Samples mounted. Retail advertising pre- 
pared. Special sales promoted and directed. In- 


ventories taken. Stock appraised. } M. 
sellaire, L. I. Fhone 


Godschalk. 9070 206th St. 
Hollis 0725. 

















FOR SALE—Hardware Stock and Fixtures in 
Eastern Illinois, in best part of corn belt. No 
dead stock, good fixtures, fine location, corner 
room, low rent, good business. No implements. 
Will invoice about $15,000. Best of reasons for 
selling. _Wonderful opportunity for some one. 
— Box G-709, care of Harpware Ace, New 

ork. 





Help Wanted 





WANTED—A FIRST CLASS MAN who 
can take charge of Hardware department, ad- 
vertising, and window trimming in retail hard- 


ware store. Address Box G-639, care of Harp- 
WARE Ace. New York. 
WANTED—HARDWARE SALESMEN for 
all states, to sell to hardware dealers and iobbers. 
Mechan‘cs’ tool retailing for $1.25 to $2 each. 


Address Box G-678, care of Tlarpware AcE. 
New York. 
SALESMAN WANTED to sell the factorv 


and mill supply trade. CHARLES KURZON, 


97 Kast Houston St., New York City. 


WANTED-—-A YOUNG MAN familiar with 


Builders’ Hlardware to cover Connecticut terri- 
tory. Address Warshow Hardware & Paint 
Company, 452 Main Street, Stamford Conn. 





Positions Wanted 





Hardware, Railroad, 
House Furnishings. 12 
Can handle big job. 
of HarpWARE AcE. 


SALESMAN—General 
Ship and Mill Supplies. 
vears’ traveling experience. 
Address Box G-686, care 


New York. 


RETAIL HARDWARE SALESMAN wishes 
to connect with a retail or wholesale house that 
offers opportunities for advancement. Located 
in the State of Texas. Eleven years’ experience 
in the retail hardware and stove business. 29 
vears of age. Can furnish best of references. 
Address P. O. BOX 21, Dayton, Ohio. 





SALESMAN, nine years’ hardware experience, 
last six years traveling, desires position, prefer- 
ably with manufacturer, but would consider posi- 
tion with jobber or retail store. What have you 
to offer. Address Box G-711, care of HarpWARE 


Acre, New York. 


POSTTION WANTED—Middle aged man, ex- 
perienced in the following lines: Builders’ hard- 
ware, mill and factory supplies, pipe and { ttines. 
cutlery, tools and many other lines. Not par- 
ticular as to location. References. Address Box 
G-708, care of Harpware Ace. New York. 





Sales Accounts Wanted 








SALESMAN, thirty-one, married, now travel 
ing the hardware, auto-accessory and _ cutlery 
trade tr the South Eastern section of the coun 
(rv, wishes to secre ory or two additional lines 


merit to represent in this territory. Am well 


acquainted with the trade in this territory and 
can produce results. Address Box G-690, care of 
ITARDWARE AGE, New York. 

SALESMAN, calling on the wholesale hard- 
ware and barber supply trade in Illinois, Wis- 
consin, Minnesota, Iowa, Nebraska, Kansas and 
Missouri. is desirous of connecting with a firm 
who is looking for high-grade representation in 


this territory. Only a good staple line will he 
considered. Address Box G-691, care of Harp.- 
WARE Ace. New York. 


“~ 








eee - 


Sales Representatives Wanted 





SALESMEN WANTED, who are calling on 


the retail hardware trade, to sell alon with 
their present line our high quality urity 
brand lawn seed. Protection is given in the 


territory which you cover. We desire men who 
are interested in the permanency of their business 
and in steadily increasing their income. Liberal 
commissions are paid. We have openings in 
several states east of the Mississippi River. Now 
is the time to book future orders. When writ- 
ing please give references, territory covered, etc. 
For further particulars, address Box G-676, care 
of HarpwareE AcE, New York. 


ED 





WANTED—SALESMEN calling on hardware 
stores and housefurnishing departments, able to 
handle a side line of bathroom accessories on 
commission basis. Advise at once with reference 
and particulars as to territory wanted. Address 
KEYSTONE SPECIALTIES CO., East Strouds- 
burgh, Pa. 





WE WOULD LIKE TO HEAR from strictly 
high class manufacturers’ agents, hardware 
houses and exporters who are prepared to handle 
our line of Goodrich Rajah and Carbo Magneto 
Sharpening Stones and Grinding Wheels on job- 
hing basis. Highest quality, goods; fully guar- 
anteed. Extremely liberal discounts and freight 
allowances. A. GOODRICH, INC., 1500 Madi- 


son St., Chicago, IIl. 


— — ——— ee 


MANUFACTURERS’ Agent wanted to handle 
sales of a well known, nationally advertised line 
in Western and Central 


of bathroom fixtures yes ; 
New York. Address Box G-700, care of Harp- 


WARE AcE, New York. 





SALESMAN with following in| Retail Hard- 
ware Trade in Philadelphia — Rig monn A o 
-epresent lar anufacturer of staple househo 

represent large man Foggy se 


articles. Liberal commission basis. 

experience, territory covered and how often. 
Salesmen also wanted for Department Stores 
and Hardware Trade in New York State, South- 
ern and Western New England. . Box 
2943, Boston, Mass. 





ow 


MANUFACTURERS of full line household 


specialties want local representatives in ull impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big 
users. State experience, lines handled and ter- 
ritory covered. We want none but those who can 
“make good.” For such our proposition is an 
excellent one. Address “S. H.’’, care of Harp- 


warE AcE, New York. ” 





SEPTEMBER 1ST we will have an opening 

in New York State (not including the Metro- 

politan District) for a commission man zlready 

acquainted = a Sree, 0 gh I —— 
resenting lines that will no oO , 

ri he line of Builders’ Hardware. SHARON 

HARDWARE MFG. COMPANY, Sharon, Pa. 





SALESMEN calling on wholesale and. retail 
hardware trade to sell patented_brad driving in- 
Big repeat orders. Commission basis, 

















Write. stati ien reference territory 
Write, stating experience, fr ces, territory, 
etc. MARKWELL MANUFACTURING COM- 
PANY. INC., 107 Hudson St., New York, N. Y. 
aN SOOO ~Zy 
| HTARDWARE AGF, 
New York, N. Y. 
Gentlemen: 

The results from our ad which ap 
peared in your publication were very 
gratifying, having received between fifty 
and seventy-five replies, resulting in 
several sales connections. 

Very truly yours 
f (Name on request) | 
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Better Original Entry Systems Stop 
Your Loss of Profit 

Let Amsaboco Products help you—made by Amer- 

ican Sales Book Co., Ltd., the largest manufac- 

turer in the world of sales’ check books end other 

profit saving systems. Write today for informa- 

tion with no obligation. 


American Sales Book Company, uimiweé Elmira, New York 


Branch Offices in all large cities 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BorAx ComMpounp Co. 
Fort Wayne, Ind. 








UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


Y. TRADE MARK 














Major’s Cement 


is good for repairing china, glam- 
ware, bric-a-brac, meerschaum, tip- 
ping billiard cues. 25¢. per bottle. 
MAJOR’S RUBBER and LEATHER 
CEMENTS, 20c. per bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 














we you are in the market to buy or sell a store, to secure help 
er a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 
Hardware Age. If you don’t see just what you want, ask for it as 


there is always some one who will be interested in your proposition. 


Rates on request. 





WHERE BUYERS and SELLERS MEET 


HARDWARE AGE =o gstancre Deot. 239 W. 39th Street. New York 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


























“They Have a 
Bull Dog-Grip” 


American Can 





Manufactured by 
wu. S. Clothes Pin Co., Montpelier, Ve. 
Sales Dept 
1015 Union Bank Bide. Pittsburgh, Pa. 





American Can Company 














| The “TORREY” 
A Real Man’s Razor 
Bend for Catalogue of Full Lime 


d. R. TORREY RASS Co. 
WORCESTER, 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in Al] Styles. 


Syracuse Stamping 
o 








Syracuse, Slow York 


a SILVER LAKE 




















For 8moo 
ME gy ey A SASH CORD 
NET WEIGHTS FULL LENGTHS 


Economy Mfg. Co. 
5850 Germantown Ave. 
Silver Lake Co., Newtonville, Mass. 


Philadelphia, Pa. 

















MANUFACTURERS 


What have you to offer in the way of quick 
selling merchandise? Let one of these ‘‘small 
card’’ advertisements help you increase your 
business. The cost is only $8.00 per inser- 
tion. 


AM SCYTHES 
a since 1812, Axes since 1800 
RIXFORD G6 os. ve 

on All Hose Connections. 


GO A trial will convince. 


WILLIAM YERDON, Box 102, Fert Plain, N. Y. 


HARDWARE AGE 
239 W. 39th St. New York, N. Y. 














YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 


you want Hose Bands for 

















J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS= 








ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. f[ 
211 New St. Philadelphia } 








If it’s the best tool you can sell 


For Working Stone 


it’s ours 


Trow & Holden Co., Barre, Vt. 


Send for catalogue. 











Taintor Positive Saw Set | 


All steel. Fully 
Guaranteed. Send 
for Free Book. 





TAINTOR — — 
113 Chambers St . ¥Y. City 








CRAYONS 


FOR EVERY PURPOSES 


STANDARD “iivers, Masses. 
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OLBERTH Automatic Windshield . 
Cleaners are recognized for depend- 
able, trouble-free service. 
Automotive engineers and safety councils 
have tested and approved Folberth Con- 
struction. Motorists have confidence ina 
product of proven performance. 
Folberths cost nothing to operate and 
outlast the car. 
No other safety device offers as much 
protection and convenience at so little cost 
as Folberth Automatic Cleaners. 


The Folberth Auto Specialty Company 
Cleveland, Ohio 
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HIGHLY ROLISHED 
ELASTIC BLADE. 





THIN SHARP 
BLADE EASILY 
KEPT SO 


SERVES | 
EVERY KITCHEN 
PURPOSE 





MADE FROM aeromt | LARGE BRASS | 
ANALYSIS STEE 
Ys SAW RIVETS: 
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HEAVY COCOBOLO HANDLE 3 
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Shapleigh National Series No. 1294. 
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